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Don’t Worry 
About The War 


The people in this country are 
fighting their own battles with 
the cold and snow. But not so 
with those who use 


“HOME COMFORT” 
WARM AIR HEATERS 


They give absolute satisfaction 
and are all that their name im- 
plies, a real comfort for the home. 
No bother—no worry, “HOME 
COMFORT” WARM AIR HEAT- 
ERS are constructed to give the 
best of service. 


Mr. Dealer, “HOME COMFORT”? WARM AIR HEATERS are 
a money-making line. You don’t have to talk for them— 
they sell themselves. Their unexcelled merit does all the 
advertising. Get our catalog and booklet “What ‘HOME 


COMFORT’ Users say.” 


WROUGHT IRON RANGE COMPANY 


5661 Natural Bridge Avenue ST. LOUIS, MISSOURI 
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WICK OIL STOVE 
With Step 


Has two top cooking burners and two 
burners under step. A very convenient 
stove, as baking and cooking can be 
done at the same time. The step 
burners can also be used for cooking 
or for heating the wash boiler. 





Has Blue Porcelain Enameled’ Burner Drums which cannot rust. Has 
Glass Founts where you can readily see the oil. This prevents you from 
letting the Founts go dry, which would burn up the wicks. This stove 


is also made with three top burners and step. 


RINGEN STOVE COMPANY 


Div. of American Stove Co. 


715 Indiana Street 825 Chout A 
SAN FRANCISCO, CAL-| ST. LOUIS, MISSOURI ee 


























“QUICK MEAL” 














TO HAVE AND TO HOLD! 


It’s one thing to create heat—it’s another thing 


to hold it. 


The straight-down fire travel; the big radiators 
that reach to the height of the drum; the sharp turns; 
all serve to retard the flame in its progress to the chim- 


ney, and KEEP THE HEAT INSIDE THE 
CASING. 


Your customers will boast of the fuel econ- 


omy of their ‘FRONT RANK’’ FURNACES. 


The ‘Front Rank” factory embraces the most modern 
equipments and conveniences. 

Consequence: Economical production. 

Result: Reasonable prices. 

You get the benefit. 


For details write— 





Haynes-Langenberg Mfg. Co. 
4045-57 Forest Park Boulevard, 


St. Louis, Missouri 
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IN A DIGEST covering retail conditions during 1914 
and 1915 in the more important branches of trade, 
attr ts conducted by Associate Advertising, the 

Push in Official organ of the Associated Advertis- 
Retailing of ing Clubs of the World, the following 

Hardware. facts are brought out pertaining to the 
retail hardware business: 

The typical hardware dealer of the United States 
collected before the end of November, 47.1 percent of 
all the money owed him at the end of October, 1915. 
In no general section of the country did hard- 
ware collections average as high as 56 percent and in 
no section did they fall lower than 40 percent. In 
some cities, however, hardware dealers collected as 
high as go per cent of their accounts during the month, 
while in a very few cities collections were as low as 
20 percent. 

The typical hardware dealer’s cost of doing busi- 
ness is given as 19.3 percent, his bad debts as 0.4 
percent and his gross profits for one turnover, 32.2 
percent. 

The same digest shows that retail hardware sales 
for November, 1915, exceeded those of the corre- 
sponding period of 1914, 18.3 percent. An index of 
the net gain for the two years would give an average 
growth of 6.6 percent per year, which when compared 
with the increasing population of about 2 percent a 
year would indicate a very healthy condition. 

The comparison of the amount of advertising done 
by retail hardware dealers with that done by druggists, 
grocers, jewelers, clothiers and department stores 1s 
not at all complimentary to the hardware trade, for it 
shows that of the six classes of retailers the hardware 
dealers spend the smallest amount and that the in- 
crease in advertising during November, 1915, over the 
corresponding period of 1914 was only one percent. 
In this connection it is especially worthy of note that, 
although the stocks of hardware dealers in certain sec- 
tions were larger in 1915 they actually spent less for 
advertising than during 1914. 

Going back to collections, it was found that while 
in November, 1914, collections in hardware stores were 
eight points below normal, they were 4.7 points above 
normal in November, 1915. 

The digest states that statistics show that the hard- 
ware dealer is one of the last to be paid; that with the 
exception of jewelry, all other regular retail stores 
have outstripped the hardware dealer in the collection 
of outstanding accounts. 

The investigation conducted by the Associated Ad- 


vertising Clubs of the World which has resulted in the 
digest referred to in the foregoing is of more than 
ordinary importance because it brings to the hardware 
dealer who is anxious to improve his business condi- 
tions definite information which, when he applies it 
to his own local conditions, will help him to devise 
plans by which. he may make his merchandising policy 
more efficient. 

lor instance, it stands to reason that if the clothier 
—generally speaking—is able to make his collections 
on outstanding accounts better, there should be no 
reason why the hardware dealer—generally speaking 
—should not also be in position to improve his collec- 
tions. 

Incidentally, it is also worth noting that taken as a 
whole the retail hardware dealer does not appear to 
have come to the point where he applies the same pro- 
gressive methods in merchandising which have been 
found universally successful in other lines. He does 
not bring his new lines properly to the attention of the 
people in his community from whose trade he must 
obtain his profits. 

There is altogether too much hardware bought by 
consumers on the misnamed “direct-to-consumer”’ plan 
and the principal reason for this is nothing more or 
less than the fact that the average hardware dealer 
does not advertise his wares to these consumers in a 
manner to interest them and induce home purchases. 

AMERICAN ARTISAN has for years in every issue 
preached the gospel of consistent, persistent, definite 
advertising and has shown by almost countless in- 
stances how such advertising may be done even under 
the most adverse conditions. 

When the retail hardware dealer as a class decides 
to advertise his merchandise in the same efficient man- 
ner as is employed by other progressive retailers— 
showing and describing definite articles and quoting: 
specific prices on same—then a material improvement 
will at once manifest itself in the sales and profits in 
the retail hardware business. 








Ir ANY proof were needed as to where the real op- 
position comes from to the passage of the Price Main- 
tenance Bill which has been introduced 


Who Is : : 
Against 17 amended form by Congressman 
Stephens’ Stephens, it can be found in the state- 

Bill ment which has just been issued by the 


Chamber of Commerce of the United States in which 

a referendum vote has been ordered on this subject. 
The statement says that the committee which had 

been appointed to make a report on the maintenance 
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of resale prices was not able to present a unanimous 
report. This committee consisted of ten members, 
seven of which signed a recommendation favoring 
legislation permitting price maintenance, while three 
of the members presented a minority report “unable 
to approve of the principle of price maintenance as 
being in the public interest.” 

The three members who signed the minority report 
opposing the price maintenance are Frank H. Arm- 
strong of the wholesale grocery house of Reid, Mur- 
dock and Company, Chicago; Ired H. Rike of the 
Rike-Kumler department store, Dayton, Ohio; and 
Percy S. Straus of R. H. Macy and Company, one of 
the large New York City department stores. The 
two last named represent retail enterprises which for 
years have made it a practice to use standard, trade- 
marked articles as a bait with which to attract gullible 
customers by quoting prices on such articles which are 
uniformly advertised by these concerns at practically 
wholesale cost. The grocery company whose repre- 
sentative was a member of the committee and who 
also opposes a rice Maintenance Law is said by per- 
sons who are in position to know to be interested in 
grocery departments of a number of large department 
stores. 

This position taken by these three men only confirms 
the statement which AMERICAN ArtTISAN has made 
upon numerous occasions, that the chief opposition— 
in fact the only real opposition—offered to the passage 
of the bill, introduced by former Congressman Stevens 
of Connecticut and now placed before Congress again 
by Congressman Stephens of Nebraska, comes from 
concerns which have made a practice of using nation- 
ally advertised, trademarked merchandise as a_ bait 
with which to catch the unwary customers whose 
knowledge of value is not sufficiently developed to 
make it possible for them to detect the inflated price 
on merchandise which is not identified. 

In an address which Bevan Lawson, sales manager 
of the AutoStrop Razor Company, New York City, 
delivered before the Annual Convention of the Wis- 
consin retail hardware dealers, in Milwaukee on Ieb- 
ruary second, every point of objection that has been 
made by the interests represented by the minority of 
the committee referred to in the foregoing was fully 
explained and met in a masterly manner. The report 
of Mr. Lawson’s address was published in full on 
pages 38, 39 and 4o of the February 5th issue of 
AMERICAN ARTISAN, and every retail hardware dealer 
who has any doubt as to whether it will be to his 
interest to have the Stephens bill passed should make 
it a special point to read very carefully Mr. Lawson’s 
address. 

When he has done so, he will be fully convinced 
that this law is written in the interest of the retailer 
who believes in fair dealing. 

The next step for him to take is to write his Con- 
gressmen and Senators that it is his desire that they 
vote for the passage of the Stephens Bill. 

There is only one reason why this bill may not be 
passed, and that reason is that possibly the individual 
retailer does not take-enough interest in his own wel- 
fare to let his representatives in Congress know what 
his desire is. with regard to: the Stephens Bill. 
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ACCORDING TO the reports that come from London, 
England, it is evident that in spite of the handicaps 
necessarily caused by the awful Euro- 


Winning pean war, Great Britain is taking ac- 
Foreign ae ~ h 4 oa 
Toad. tive steps to capture the trade which in 


years past it has had to divide with 
Germany—especially in the Latin-American and Ori- 
ental countries. 

It is said that already her agents in South America 
have broken Germany’s commercial grip on that con- 
tinent and that a campaign is under way to seize the 
other world markets. 


In the British House of Commons it was recently 
declared that the competitor for world trade dom- 
inance that Great Britain fears when peace comes, is 
not Germany but the United States, and that this 
country is considered more dangerous to the commer- 
cial supremacy of Great Britain than any other na- 
tion—-both in material resources and in men. 

The definite statement was made by Walter Runci- 
man, president of the Board of Trade—correspond- 
ing to our Department of Commerce—that in the case 
of South America Great Britain has developed a trade 
of the war which it is hoped will 
after the cessation of hostilities. Despite 
the handicap of the war, British traders have worked 
wonders and have completely broken down the Ger- 
man monopoly in electrical apparatus, chemicals and 


since the beginning 
continue 


other lines. 

In view of these statements which are based upon 
facts, it would seem that if manufacturers in the 
United States expect to establish themselves on any- 
thing like a firm footing in the Latin-American coun- 
tries, they must change at once from the attitude of 
talking into that of action. 

It is all very well to say that investigation is neces- 
sary before a course of action can be decided upon, 
but there is such a thing as investigating too long 
and in the meantime allowing others to step in and 
establish themselves as sources of supply, and there is 
danger that after the investigations are completed, 
practically the same conditions will be found as ob- 
tained before the outbreak of the European war— 
that the trade is controlled by other nations in such 
a way as to make it practically impossible for Ameri- 
can manufacturers to secure much of a foothold even 
though most of the control may have changed from 
German into British hands. 

With the knowledge that has been gained up to the 
present time, it would, therefore, seem that American 
manufacturers who have found conditions ripe for 
them to come into Latin-America and seek business 
there, should take immediate steps to establish them- 
selves on a proper footing with the wholesalers an 

other distributors in those countries rather than wai! 
ing for more favorable conditions, which are 101 
likely to materialize. 

The Department of Commerce at Washington an 
its various branches of the Bureau of Foreign and 
Domestic Commerce have done a great deal of wo:' 
which can be taken advantage of by American ma:i'- 
facturers who are seeking foreign trade, and the 
formation which has been gathered by the spec’! 
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agents of the Bureau is at the service of any manu- 
facturer who cares to ask for it. 

It is quite possible that the information which can 
be obtained through the Bureau of Foreign and Do- 
mestic Commerce will be much more valuable and 
practical than any information gained as a result of 
a personal investigation. Those in charge of this 
Bureau and its various branches have proved them- 
selves to be men of more than ordinary broadness of 
view and clearness of vision and their advice would 
therefore seem worthy of being acted upon. 

The main point to remember is that the time for 
action is now if the United States is to establish itself 
as more than an incidental source of supply for the 
people of the Latin-American republics as well as 
those in other parts of the world. 








RANDOM NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 
One can never tell when or where the histrionic bee 
will strike. I, for one, never had any idea that my 
portly friend, Mayor “Ed” Beall, the Ruler of Alton, 
Illinois, otherwise known to fame as a manufacturer 





of coal miner’s tools and shovels, would become a 
“movie” star, but that is just what has happened, and 
“Ed” will appear in a moving picture showing the pro- 
ceedings of the Vice Commission, which was headed 
by Lieutenant-Governor ©O’Hara, of Illinois, and of 
which the Mayor was a very important member while 
serving as a senator from the forty-seventh senatorial 
district of Illinois, in which Alton is located. [ am 
told that “Ed” was afraid at first that his rather bulky 
person wouldn't look well alongside of the somewhat 
lean lieutenant-governor, but when the “movie” con- 
cern offered him one of these nice little yellow pieces 
of paper on which Uncle Sam prints a capital “C” and 
thereby makes them worth a hundred dollars, for each 
day he “acted,” he consented to take part in the picture 
drama. 
2k * 4: 

I. M. Ruddell, salesmanager of the Globe Stove 
and Range Company, Kokomo, Indiana, was in Chi- 
cago attending the Illinois Hardware Convention and 
dropped in for a pleasant chat with me. ‘ 


Most of my friends among the readers of AMERICAN 
ARTISAN have no doubt read the business epic entitled 
“T Am The Printing Press,” which was freely pub- 
lished some years ago to show the power of the 
printed words in news, editorial and advertisement. 

The following lines composed by some unknown 
author were sent to me by John P. McCrea, who has 
contributed many articles of brightness and optimism 
to this page. They follow the idea of the “printing 
press” epic, although the subject is altogether differ- 
ent: 

Carelessness. 


[am more powerful than the combined armies of the 
world. 

I have destroyed more men than all the wars of the 
world. 

I am more deadly than bullets, and I have wrecked more 
homes than the mightiest of siege guns. 

I steal, in the United States alone, over $300,000,000 each 
year. 
I spare no one, and I find my victims among the rich 
and poor alike; widows and orphans know me. 


I loom up to such proportions that I cast -my shadow 
over every field of labor from the turning of the grindstone 
to the moving of every train. 

I am relentless. 1 am everywhere—in the home, on the 
street, in the factory, at railroad crossings, and on the sea. 

I bring sickness, degradation and death, and yet few 
seek to avoid me. 

I destroy. crush or maim; | give nothing, but take all. 

I am your worst enemy. 

I AM CARELESSNESS. 

* * ok 
J. It. McLaughlin paid me a very pleasant call this 
week while he was in Chicago in the interests of the 
In-Vu Manufacturing Company. He certainly looks 
as if life agrees with him. 


“Tom” Gallavin is out on the Pacific Coast on a 
business trip, according to a card | received from him 
mailed at Los Angeles, California. His friends will 
be glad to know that he is once more in good health. 

* * * 

“Out of the mouths of babes shall the truth be 
spoken,’ quoth “Josh” Billings, of the Payson Manu- 
facturing Company, and to prove that his quotation 
was correct he told the following story to a group of 
his cronies in the little back room at the Hardware 
Club of Chicago: 

One evening the young minister, who had seemed 
rather attracted by “Big Sister” Grace, was dining with 
the family. “Little Sister’ was talking rapidly when 
the visitor was about to ask the blessing. Turning to 
the child, he said in a tone of mild reproof: 

“Laura, | am going to ask grace.” 

“Well, it’s about time,” answered “Little Sister” in 
an equally reproving tone. “We've been expecting you 
to do it for a year, and she has, too.” 

xk ok Ox 

“Charlie’ Woodburn writes me from Lincoln, Ne- 
braska, where the Nebraska Retail Hardware Con- 
vention was held this week, that the weather there is 
fine and that the dealers have had the best convention 
in years. 

Just to have some one to whom one can turn for a 
friendly word of cheer or advice is a great boon to 
man, and that person indeed is rich who possesses one 
or more who are able and willing to help him over the 
rough and difficult spots of life’s road. 

The following bit of poetry by an author unknown 
to me very aptly brings out the idea suggested in the 
foregoing : 

A Friend or Two. 
There’s all of pleasure and all of peace 
With a friend or two, 
And all our troubles will find release 
With a friend or two. 
There’s a friendly trust in the clasping hand 
On native soil or in alien land; 


The world is made—can’t you understand, 
Of a friend or two. 


A little laughter, perhaps some tears, 
With a friend or two. 

The days, the weeks, the months, the years, 
With a friend or two. 

A vale to cross, a hill to climb, 

A mock at age—-a jeer at time, 

The prose of life takes the lilt of rhyme 
With a friend or two. 


Let’s fill the goblet and quaff the toast, 
With a friend or two; 

Proud is the man who can honestly boast 
Oi a friend or two. 

The blithest tread is a friendly pace— 

And heaven—’twill be a better place— 
With a friend or two. 


oR Ca 
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GEORGE W. 


It is fairly safe to assume that when a man has 
been connected with the stove manufacturing busi- 
ness for considerably more than twenty-five years and 
in that time has mounted to the positions of sales- 
manager and secretary of the company with which he 
began as a youth, he knows “a little something” about 
the making and selling of stoves. 

And in the case of George W. Robinson, the subject 
of this sketch, salesmanager of the Summit Stove 
Works, Morrison, Illinois, the assumption is abso- 
lutely in accord with the facts of the case, for he is 
recognized as avery efficient salesmanager and much 
of his efficiency is based upon an intimate knowledge 
ol 


marketing a good stove or 


the methods employed in and 


manufacturing 


range. 

It is also worthy of note 
that before he became a stove 
man he laid a solid foundation 
for his future success by ac- 
quiring a first class educa- 
which is evident in the 
carefully 


tion 
constructed = sen- 


tences and well sounding 
phrases in his business and 
personal correspondence. 
George W. Robitison may 
some day be president of these 
United States, for he was 
in the State of Ohio 
which, as is well known, is 


the 


born 


for 
His 
of 


now favorite state 


presidential — timber. 
birthplace was the city 


Crestline, in the “Buckeye 
State,” and he first saw the 
ligiit of day December 20, 


1870. 

in that city he attended the 
grammar and high schools, graduating with honors 
from the latter in 1887, after which he went to Mans- 
field, Ohio, where he took a course in the Ohio Busi- 
ness College, receiving a gold medal upon graduation 
for the best kept set of bocks. 

Immediately after completing this course he secured 
a position with the Eclipse Stove Company, of that 
city, as bookkeeper and general utility office man. 
This was in August, 1880. 

Keeping books, however, was not what “George” 
expected to do all his life, so he made it his business 
to learn everything he could about the manufactur- 
ing and selling of stoves, end presently the head of 
the Company found that iheir young bookkeeper was 
more than an ordinary one and that in fact he was 








ROBINSON. 


too valuable to keep him cecupying one of the high 
stools which are typical of a bookkeeper’s job. 

So young Robinson was soon given additional re- 
sponsibilities which he took care of so well that step 
by step he was promoted to the position of sales- 
manager for the Company, which occurred in 19go1. 
later on he also became =: stockholder in the Com- 
pany and about three years ago, when W. J. Tappan 
retired, Mr. Robinson, as of course he must be called 
now, was elected to the office of secretary. 

In 1915 the Summit Stove Company, which was 
then a La Crosse, Wiscorisin, corporation, was re- 
organized and the plant and offices located at Morri- 
son, Illinois, under the name of the Summit Stove 

Works. The 


then set out to secure a good 


new company 
man for salesmanager and the 
services of Mr. 
were finally obtained. He re- 


Robinson 


signed his position as sales- 
the Mansfield 
concern, sold his stock in the 


manager with 


Company, and on Ilebruary 
first this year assumed his du- 
ties as salesmanager of the 
Summit Stove Works. 

‘n point of service he was 
one of the oldest employes of 
the Company which he has 
just left, having been con- 
with it 
twenty-seven years, but when 
that he is 
only a little past forty-five 


nected for nearly 


it is remembered 


years of age, there is every 
reason to expect that he will 
still greater 
and that his years of useful 
activity will be many. 

As an indication of the esteem and friendship of 


make progress 


his fellow-workers which he enjoyed in Mansfield, 
it is worthy of note that on the day before he left he 
was called into the shop where the entire force was 
gathered to bid him Godspeed, and to present him 
with a fine gold watch with his monogram engraved 
on the case. 

One may also be sure that he appreciates the fact 
that “all work and no play makes Jack a dull boy,” 
and when he isn’t busy planning sales campaigns he 
may often be found with his trusty camera, “snap- 
ping” pretty bits of scenery or groups of his family 
and friends, for he is fortunate enough to be a “man 
of family,” 
daughter. 


having a charming wife and a little 
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GUSTAV GEORGE ENGELHARDT. 


One of the important features in the conduct of a 
retail hardware store is that of buying. In fact, there 
are those who say that inasmuch as one cannot sell 
right unless one first buys right it is the one feature 
that is to be considered foremost in the fight for suc- 
cess. 

And to a degree, they are right, provided they mean 
with “right buying” not only securing their merchan- 
dise at a fair price, but fully as much guarding against 
buying excessive quantities or merchandise which 1s 
unsuitable for the class of trade in the particular 


> 


community. 

It is also well to keep in mind the fact that no mat- 
ter how low the price may be at which any particular 
article may be bought by the 
dealer, no profit will be made 
until it is sold to a well satis- 
fied customer, and it is also 
a significant fact that in the 
stores which stand as monu- 
ments to the modern science 
of merchandising the 
paid men are those who com- 
bine with their knowledge of 
merchandise values the abil- 
ity to sell quickly, or in other 
words for their efficiency in 
selling rather than for their 
cleverness in beating down 
the price of the manufac- 
turer. 

That the selling end is at 
least equally important with 
the buying is being recognized 
by an ever-increasing number 
of hardware dealers and with 
this has also come a better ap- 
preciation of the value of 
close cooperation between the 
retailer and his sources of supply in the manner of 
interesting the consumer. 

As an instance of these developments the Chicago 
Retail Hardware Association may be cited, for in 
this organization there is a well defined policy, with 
regard to buying as well as to selling and cooperating 
with the manufacturers from whom the members buy, 
which has been evidenced upon numerous occasions, 
a recent example of which is found’in the publicity 
campaign which is to be conducted for a well known 
brand of paint, culminating in “Clean-up Week” early 
in May, as mentioned in AMERICAN ARTISAN February 
fifth. 

Those who are in position to know say that much 
of the credit for the manner in which the work of 


best 








the Buying Committee of the Chicago Retail Hard- 
ware Association is conducted is due to Gustav G. 
Engelhardt, who is a member of that Committee as 
well as filling the office of Secretary of the Associa- 
tion. 

“Gus” is one of the youngest members of the As- 
sociation, being not quite thirty years of age, having 
been born June 10, 1886. Although his parents gave 
him the two very good names of Gustav and George, 


he has never been known in any other way than 
“Gus” from the day he was big enough to answer 


to it. 
Side of Chicago where his father, George A. 


He is a real home product of the Northwest 
Engel- 
hardt, has been in the retail hardware business for 
, many years, and he still clings 
to that section, having estab- 
lished his own home at 2528 
North Mozart Street. 
After 
the public school in his neigh- 


“Gus” had attended 
borhood and graduated he be- 
came a student at lewis I[n- 
stitute, Chicago, one ‘of the 
well known technical colleges 
of the Central West. 
studied for several years tak- 


Here he 


ing a course in civil engineer- 
ing, but in 1905 he became as- 
sociated with his father in his 

which is 
Milwaukee 


hardware business 


located at 1060 


Avenue, and he has had a 
large share in the success of 
this business. 

He has always been much 
organization 


the time he 


interested in 


work and from 


became a member of the Chi- 
Cago 
ciation he has been very active in its work. 


Retail Hlardware Asso- 

In 1911 he was chosen as a member of the Buying 
Committee of the Association, and as mentioned in 
the foregoing, he has had much to do with shaping 
the policy under which this Committee operates, hav- 
ing been one of its members ever since. 

In addition to his work on this important Commit- 
tee he has for three years filled the office of Secre- 
tary of the Association and has discharged its many 
duties in a manner which reflects great credit upon 
him. 

Needless to say, 
the hardware trade, both among the traveling sales- 
men and the retail hardware dealers in Chicago and 


“Gus” has a host of friends in 


Illinois. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The Sunray Stove Company, Delaware, Ohio, has 
purchased a site on which it will shortly begin the 
erection of a modern factory building, permitting the 
Company to increase its output. 

The Tennessee Stove Works, Chattanooga, will 
build three brick buildings for foundry, nickel-plating 
and storage purposes, respectively. J. L. Caldwell is 
president. The cost of the :mprovements will be about 


$40,000. 


so? 





ELECTRICAL STOVE PATENTED. 


(Gseorge A. Ilughes, Chicago, Illinois, assignor to 
the Hughes Electric [leating Company, Chicago, [li- 
nois, has secured United States patent rights, under 
number 1,164,827, for an electrical stove described 
herewith: In an electrical stove, the combination of 
a body comprising front, rear, side and bottom walls, 
the front wall having an opening, an oven structure 
secured to the front wall and extending into the body 





























1,169,827 





and having an inlet in registration with said front wall 
opening, a door on the front wall for closing the oven 
structure, a plate mounted on the tops of said walls 
and having circular utensil sections, said sections being 
perforated for the passage of light and heat, and a re- 
sistance conductor within said body mounted on the 
oven structure and adapted for connection with a cur- 
rent supply circuit, the heat from said resistance con- 
ductor passing through the walls of the oven structure 
to the interior thereof and passing upwardly through 
said utensil section perforations. 
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SECURE THIS CATALOG OF GASOLENE AND 
OIL STOVES. 





The New Process Stove Company, Cleveland, Ohio, 
have just published their 1916 catalog of wick and 
wickless blue flame oil stoves, gasolene stoves, ovens, 
torches and oil heaters. This catalog makes a handy 
and interesting addition to the library of any stove 
dealer. because, in addition to illustrating and describ- 
ing the numerous models of these types, it pictures 
and explains in detail the chief points of construction 
of the New Process wick and wickless blue flame oil 


cook stoves, with short or long chimneys, the Stand- 
ard wickless blue flame oil cook stove, the New Proc- 
ess evaporator stove, the New Process adjustable 
oven and other products. Dealers desiring copies of 
this catalog, Number 124, should write to the New 
Process Stove Company, Division of the American 
Stove Company, Cleveland, Ohio. 





GASOLENE AND OIL STOVES GIVING SAME 
SERVICE AS GAS RANGES. 


To meet the great demand of farmers and resi- 
dents of small cities for a stove that will give service 
similar to that of 

gas ranges, the 
Detroit Vapor 
Stove Company, 
Detroit, Mich- 
igan, offer their 





various designs 
of vapor gasolene 
and oil stoves, 
ranges, ovens and 
oil heaters. The 
illustration here- 
with shows a 
four - burner 
cooker and oven 
range made in two styles, for oil or gasolene, which is 
said to embody all gas stove features, such as ele- 
vated glass door oven, oven linings of aluminum fused 
steel, cast top, sanitary base, drip pan, etc. The De- 
troit Vapor burners, it is stated, mix the air freely 
with the fuel and, like a modern carburetor, form a 
gas containing the required amount of air to produce 
perfect combustion. Full details of the design and 
construction of the Detroit Vapor stoves, which vary 
in size from a two-burner hot-plate to a five-burner 
elevated oven range, are contained in the latest cata- 
log which will be sent upon request of the Detroit 
Vapor Stove Company, Detroit, Michigan. 





Detroit Vapor Gasolene or Oil Stove. 


+-@-> 


REPAIRS FOR STOVES, RANGES AND WARM 
AIR HEATERS. 





The A. G. Brauer Supply Company, St. Louis, Mis- 
souri, carry a wide line of repairs for stoves, ranges 
and warm air heaters and are in position to make 
quick deliveries of repairs and parts for practically a!l 
the makes in general use. Details of their entire line of 
repairs and supplies can be obtained by addressi'g 
them at 316-318 North Third Street, St. Louis, M: 


souri. 
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The easiest thing in the world is to stir up troub! 
all you have to do is always to tell the truth. 
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HANDY BROILER FOR OUTINGS. 


The Union Steel Products Company, Limited, Al- 
bion, Michigan, offer to hardware and stove dealers a 
camp broiler, 
which they state 
should be in great 
demand during the 
camping season, in 
the 
mer and early fall. 
This broiler which 


~ 


spring, sum- 


is shown in the ac- 
illus- 
said to 





sails Sallie. companying 
tration, 1s 
be very handy, as it folds up and can easily be carried 
in a camping kit or in an automobile, motorboat, ete. 
In addition to this convenience, the manufacturers say 
that it is durably and substantially constructed and 
will give stisfctory service whenever used. Dealers 
desiring further particulars, price lists, etc., should ad- 
dress the Union Steel Products Company, Limited, 
Albion, Michigan. 
ee 


OBITUARY. 
Robert Robinson. 

One of the best known a1:en in the warm air heating 
field has gone to his well earned rest. On Saturday, 
February fifth, Robert Robinson, founder and presi- 
cent of the Robinson Furnace Company, Chicago, 





Robert Robinscn. 


passed away at his home, 131 South Ridgeland Ave- 
nue, Oak Park, one of Chicago’s western suburbs. 
Mr. Robinson was born March 15, 1840, at Delle- 
ville, Ontario, Canada. At the age of nine years he 
went to Rochester, New York, where later on he was 
connected with the Cooperative Foundry Company. 
On March 5, 1875, he came to Chicago and was in the 
employ of the Cribben and Sexton Company for four 


years. In 1879 he started a stove repair business on 
North Wells Street, three years later moving to West 
Lake Street and taking the Chicago agency for the 
Red Cross stove line under the name of R. Robinson 
and Sons. In 1890 he added warm air heaters and 
six years later organized the Robinson Furnace Com- 
pany of which he was president until his death. 
Three generations were until now in charge of the 
business, Robert, father; Edward H., his son, and 
I'rank E., his grandson. 

In the entire warm air heating field Mr. Robinson 
was known as a man of high moral character and 
kindly spirit and the news of his demise will be re- 
ceived with genuine regret by a large number of per- 
sonal and business friends. 

Two sons, Edward H. aiid Robert C., and a daugh- 
ter mourn his loss with his grand children, Prank E., 
Pearl A. 


Ile was buried Tuesday, February &th, at lor- 


Hloward KE. and Edwin \. Robinson and 
Allen. 
est Home Cemetery, Illinois, the funeral services at 
his late home being attended by a large number of 
friends. 

George H. Stansbury. 

Ilis many friends in the stove trade will grieve to 
learn that George II. Stansbury died on Monday, 
Iebruary 7th. [le was at one time connected with 
Hubbell 


New York, being in charge of their Milwaukee branch 


brothers, stove manufacturers of Duffalo, 


for seventeen years. Afterwards he represented 


Rathbone, Sard & Company. He was born in Balti- 
more in 1836, locating in Wisconsin in the early six- 
He was a lieutenant tn the Forty-ninth Wiscon 
Bb. Wolcott 


ties. 
sin Volunteers, and was 2 member of EF. 
Post, Grand Army of the lepublic. 

Mr. Stansbury took an active part in Methodist 
church work and was a member of Park lace Metho- 
wife and two 


dist I¢piscopal Church. tie leaves a 


daughters, Mrs. J. C. lenhagen of [Daltimore and 
Mrs. J. C. Post of Milwaukee. 
The funeral was held Wednesday at 2 ?. M. from 


the residence of J. C. Post, 544 Hartford Avenue. 
The services were conducted by Dr. Benjamin of the 
Park Place Church, assisted by Reverend Dr. Cutler 


of the Westminster Presbyterian Church. 
Albert Langdon Woodworth. 

Albert Langdon Woodworth, Treasurer of the H. 
I. Judd Company, manufacturers of faney hardware, 
on Monday at his home, 200 St. James Place, 
\lr. Woodworth 
was born in South Windsor, Connecticut, and was for- 


died 
Brooklyn, in his seventy-fifth year. 
merly a newspaper man. Ile was a member of the 
Hardware Club of New York. Ilis widow, two sons 
and a daughter survive him. 


Si 

The question habit by no means suggests ignorance, 
but rather the effort to rise above ignorance, and thus 
fit ourselves for higher work. It is just as unreason- 
able to think you can go ahead in your business with- 
out study and hard work as it was for you to get 100 
percent in geography without pouring over your atlas 
and locating the rivers and mountains, seas and lakes. 
Ask the traveling salesman. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Devler 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 66 to 71 inclusive. 








W. J. Greene has been appointed manager of the 
New York Store, 150 Chambers Street, of the L. S. 
Starrett Company, Athol, Massachusetts, to take the 
place of A. E. Meigs, who has resigned. 

J. Lovell Johnson, Walter O. Johnson and Mrs. May 
Johnson Otto have bought out the interests of Tred 
I. Johnson in the estate of Iver Johnson’s Arms and 
Cycle Works, Iitchburg, Massachusetts. 

I. J. Du Pont de Nemours and Company, Gibbs- 
town, New Jersey, will erect 30 more buildings on the 
Green farm, recently purchased, and will begin the 
manufacture of caps and fuses in some of the struc- 
tures. 

At the annual meeting of the Cleveland Athletic 
Club, C. A. Jewett, first vice-president of the George 
Worthington Company, wholesale and retail hardware 
dealers, Cleveland, Ohio, was elected president for 
the ensuing year. 

The stamping department of the new plant of the 
National Stamping and Enameling Company, Mas- 
sillon, Ohio, has been placed in full operation. The 
Company will shortly move its enameling department 


to Massillon from the old factory at Bellaire, Ohio. 
+8 


C. A. KNAPP CHOSEN CHAIRMAN OF BOARD 
OF DIRECTORS OF KNAPP AND 
SPENCER COMPANY. 


At the recent annual meeting of Knapp and 
Spencer Company, Sioux City, Iowa, the well known 
wholesale hardware house, the following officers were 
elected : 

Chairman of the Board of Directors—C. A. Knapp; 
president—W. S. Knapp; vice-president—H. L. 
Spencer ;. treasurer—J. K. Irvine; secretary—G. M. 
Evenson. 

The office of Chairman of the Board of Directors 
was created at this meeting for the purpose of giving 
Mr. C. A. Knapp an opportunity of realizing his 
dream to have his only son, W. S. Knapp, elected to 
the presidency of the institution which he founded 
forty-eight years ago. He will retain the active man- 
agement of the business as in the past. 
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BROOKLYN RETAIL HARDWARE DEALERS 
ADOPT CO-OPERATIVE ADVERTISING 
PLAN. 


At the regular meeting of the Brooklyn Retail Hard- 
ware Dealers’ Association, Thursday evening, Feb- 
ruary roth, at their rooms in the Johnston Building, 


Brooklyn, New York, the chief matter discussed was 
the report of the Special Committee regarding the 
Co-operative Advertising Plan which had previously 
been approved. 

This plan provides that a number of members co- 
operate in one advertisement over their names in two 
Brooklyn daily papers, certain articles which they all 
carry in stock; there will be one insertion in each 
paper each month. A goodly number of members 
signified their intention of participating, and it was 
decided to put the plans into action immediately. 
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WELL PLANNED PROGRAM FOR CONVENTION 
OF MINNESOTA HARDWARE DEALERS. 


The Committee in charge of the program for the 
Annual Convention of the Minnesota Retail Hard- 
ware Association which is to be held February 22, 23, 
24 and 25 at St. Paul, has arranged a very interesting 
program which follows herewith: 

Tuesday, February 22nd. 
10:00 A. M.—Executive Board meeting in Convention Hall. 
1:15 P. M.—Pay dues in Convention Hail. 
1:30 P. M.—Call to Order. George W. Mason, President. 
Song, “America.” 
Invocation, Reverend A. G. Pinkham, St. Paul. 
President's Message, George W. Mason. 
Secretary’s Report, H. O. Roberts. 
Treasurer’s Report, H. C. Hertz. 
National Delegates’ Report, H. C. Hertz. 
Auditor’s Report. 
Appointment of Special Committees. 
Five Minutes Intermission. 
Executive Session. 
Talk by National Secretary, M. L. Corey. 
Open discussion on Mr. Corey’s talk. 
Problems of the Retail Hardware Merchant. 
&:00 P. M.—Popular Concert. Exposition Hall. 
Wednesday, February 23rd. 
. M—Report of Committees on Place of Meeting, 
Resolutions and Legislation. 

1:45 P. M.—Problems of the Retail Merchant. Every mem- 
ber should plan to be present to give and 
get help for another year’s work. 

8:00 P. M.—Popular Concert, Hardware Exposition. 
Thursday, February 24th. 

1:30 P. M—Annual meeting of the Retail Hardware Mu- 

tual Fire Insurance Company. 
President’s Message, Charles F. Ladner. 
Report of Secretary, M. S. Mathews. 
Report of Treasurer, Henry Hauser. 
(00 P. M.—‘‘Progress of Fire Prevention,” Robert W. Har- 
gadine, State Fire Marshal, Minnesota. 
“Measuring a Fire Risk,’ Walter I. Fisher, 
Manager General Inspection Company, 
Minneapolis. 
“The Value of Publicity in Business,” A. O. 
Moreaux. 
Problems of the Retail Hardware Merchants. 
Election of Four Directors. 
1:00 P. M—Executive Session. 
Friday, February 25th. 

1:30 P. M.—Unfinished Business, Reports of Committees on 
Suggestions; Place of Meeting; Legislative ; 
Resolutions and Nominating. 

Election of Officers. 
Problems of the Retail Hardware Merchant. 

4:00 P. M—Executive Board Meeting, Hardware Associa- 
tion. 

Appointment of Delegates to National Conven- 
tion. 

Director’s Meeting, Retail Hardware Mutual 
Fire Insurance Company. 
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Automobile Accessories Prove Profitable Line 
for Retail Hardware Dealers 


By WituraM T. GorMtey of the Bullard and Gormley Company, Chicago, Illinois. 








On page 27 of the February 5th issue of AMERICAN 
ARTISAN I discussed the development of the automo- 
bile accessories business in 
retail hardware stores and 
showed the change of atti- 
tude on the part of not 
only many retail hardware 
dealers but also many man- 
ufacturers of automobile 
accessories in regard to the 
manner in which these ar- 
ticles of merchandise are 
to be distributed. 

The fact that the most 





Willlam T. Gormley. 


progressive manufacturers of automobile accessories 
are now almost a unit in regarding the retail hard- 
ware dealer as the logical retail distributor of this 
line in his respective territory at once places the latter 
in a much more advantageous position, because it re- 
moves the kind of competition which, although so far 
as price was concerned, was not of great conse- 
quence, but which because of the peculiar advantage 
possessed by the garage owner or the repair shop 
man at the particular time when the repairs or acces- 
sories were needed, made it difficult for anyone else 
to sell these repairs. 

Now that the preference of the manufacturer has 
been given to the retail hardware dealer, he can re- 
gard this line very much from the same viewpoint as 
that which pertains to any other specialty line in his 
stock. 

And inasmuch as automobile accessories are a spe- 
cialty that must be sold as such—which means that at 
least a very large proportion of them, or the more 
costly of them at any rate—they can be sold best by 
personal letters or other circular advertising from the 
store. 

There are, of course, many small articles classed 
as automobile accessories which can be sold easily, 
simply by being properiy displayed in the store and 
advertised through the regular means that the dealer 
employs—whether that be local newspaper advertise- 
ments or circulars sent through the mail or distributed 
by hand. 

The first point which a hardware dealer should 
take up when he starts to consider adding an auto- 
mobile accessories department is to ascertain the num- 
ber of automobile owners in his trading territory and 
the names of the owners as well as the particular 
make of the various machines. 

Based upon this information, the dealer will then 
place orders for such quantities as he feels justified 
in, taking care, of course, to regulate his purchases of 
specialties according to the grade of automobile most 
commonly used in his community. 

After his stock has come in and has been properly 





for 
him would then be to make a striking announcement 


checked, marked and arranged, the natural thing 


of the fact that he had opened an automobile accesso- 
ries department and was in position to supply the 
wants of all automobile owners in the neighborhood 
with such accessories as they might desire and need. 

This announcement can with advantage be made 
both in a semi-personal letter and through the local 
newspapers and should be followed up by a series of 
special advertisements calling attention to some spe- 
cific item in the stock, describing, illustrating and quot- 
ing definite prices on same. 

Starting such a department naturally implies that 
the stock should be placed in a location in the store 
where it is easily accessible and where opportunity is 
given for liberal display of such items as lend them- 
selves well to this purpose. 

It is also well to remember that window displays 
play a very important part in the sales from incidental 
customers. The fact that distance no longer is much 
of a handicap to the owner of an automobile causes 
many to make long trips and when they stop in a 
strange town a good window display will very often 
induce them to enter the store and make a purchase 
of some automobile accessories to which their atten- 
tion has been drawn from the outside. 

It should also be remembered that while there are 
seasons in the automobile business when the demand 
may not be quite so heavy for certain items these very 
seasons make up for this by an increased demand on 
other items, while auto skid chains for instance are 
now considered as an all year round item, used in the 
Summer, Spring and /all when it rains and in the 
Winter when it snows or sleets. 

The main point to remember in making a success of 
an automobile accessories department is, that while in 
a sense the line is now considered a staple one it must 
be sold as a special line, which means that regular, 
persistent and specific advertising must be used by 
the dealer in order to take full advantage of the great 
amount of consumer advertising which is being done 
by the manufacturers. 

4A 
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Chicago, Kebruary 7, 1916. 
— ieee 

Perhaps there are some who do not realize what 
advertising will do, therefore once more we put in a 
“plug” for it. It is a fact that advertising enables the 
merchant to talk to persons he doesn’t know and never 
heard of. By consistent advertising the merchant be- 
comes better acquainted with these people, and in con- 
material benefit from it in 


sequence he derives a 


various ways. 
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AMERICAN ARTISAN COMMENDED IN STAND 
AGAINST OBNOXIOUS RESTRICTIONS 
ON SALE OF REVOLVERS. 


Since the publication on page 25 of the January 29th 
issue of AMERICAN ArTISAN of the article entitled 
“Good Citizens Should Work for Repeal of Present 
Anti-Revolver Acts,” a large number of letters have 
been received by AMERICAN ARTISAN commending the 
position taken. Among them is the following letter 
from S. R. Bugbee, of Iver Johnson’s Arms and Cycle 
Works, Fitchburg, Massachusetts, in which several ad- 
ditional facts are brought out, all of which have an im- 
portant bearing on this matter: 

To AMERICAN ARTISAN: 

We have carefully read the article entitled “Good 
Citizens Should Work for Repeal of Present Anti- 
Revolver Acts,” which was published on page 25 of 
your issue of January 29th urging upon your readers 
their opposition to unwise firearms legislation in their 
respective cities and states. We are in hearty accord 
with your recommendations which are therein set 
forth. 

Our interest as manufacturers is not only to pre- 
vent the passage of laws which unduly and unreason- 
ably restrict the sale of revolvers and other firearms 
but also to work for the withdrawal of such laws 
when, as in the case of New York state, they are al- 
ready upon the statute books. There are clear indica- 
tions of a reaction in legislative sentiment, due no 
doubt to the very harmful result of restrictive laws 
with which experiments have been made in various 
states. This reaction in sentiment is also aided to a 
degre by the country-wide agitation for “Prepared- 
ness,’ a term which of itself presupposes popular own- 
ership of and familiarity with firearms, including re- 
volvers. Obviously, in states where restrictive laws 
are in force, there is no encouragement for the ordinary 
citizen to equip and familiarize himself with firearms. 

The subject of revolver legislation, however, goes 
back much farther than this. It resolves itself into 
the consideration of the question whether revolvers 
are good or evil. The person who will thoughtfully 
analyze the question must inevitably conclude that re- 
volvers have been responsible for much more good 
than evil. That is to say that they have been used 
successfully as a means of defense and as a preven- 
tive of crime ten times to the one time in which the 
revolver has been successfully utilized as an instru- 
ment of offense. In the latter instance as the crim- 
inal purpose could very easily and would very likely 
have been accomplished without a revolver, had no re- 
volver been available, we must recognize as a clear 
and tremendous gain to society those numberless in- 
stances where the revolver has repelled felonious ag- 
gressions and protected law abiding persons against 
criminal intentions. 

We do not believe that the criminal can be made 
by law to abandon the use of firearms. The dangerous 
character of his vocation requires him to be armed. 
Since then the criminal will be armed in any case is it 
desirable to pass laws which shall render large masses 
of the law abiding population defenseless against that 


criminal? For make no mistake, laws which restrict 
the purchase of revolvers by the requirement of a 
permit or by other injudicious expedients, operate 
against the law abiding citizen in whose hands a re- 
volver is a desirable safeguard for society, and who 
should be encouraged to have the legitimate means of 
self-defense, rather than discouraged from obtaining 
them. 

The criminal, as the name implies, being a law 
breaker, will of course have no regard for any regu- 
lation or restriction which may be imposed, but will 
supply himself with firearms from such sources and 
in such a manner as may be convenient for himself, ir- 
respective of the law. It must be clear therefore that 
the effect of such legislation is to discourage law abid- 
ing persons from having in their offices and homes the 
desirable means of defense, thus making it safer and 
easier for the criminal to commit crime. 

We do not believe in the unlicensed carrying of re- 
volvers or in their sale to young boys or irresponsi- 
bles. We are equally firm however in our conviction 
that the sale of revolvers should not be hampered as 
in New York State by the requirement of a permit 
from the purchaser or as in some of the southern 
states by a ridiculous and exorbitant state tax upon 
the dealers which merely forces the latter out of busi- 
ness, to the benefit of their worst competitor—the 
mail order house. And we do not wish to dismiss this 
subject without mentioning what is apparent to any 
merchant—that the effect of restrictive revolver laws 
is to largely divert the revolver business from the 
communities which impose such restrictions to mail 
order houses outside the state. The latter under the 
Interstate Commerce Laws can of course ship re- 
volvers from one state to another, without regard to 
any local state law, and they thus benefit by a law 
which injures and robs the local dealer. It does not 
seem fair that the local dealer who pays taxes and who 
is entitled to a reasonable degree of support from his 
legislators should be directly robbed, as he has been 
in many cases by laws which merely help the mail 
order houses to increase their firearms business. 

It is also noteworthy that where restrictive laws 
discourage the dealer from remaining in the revolver 
business they remove the sale of revolvers from the 
beneficial supervision of local merchants. The vast 
majority of these merchants are law abiding, upright 
persons who would not sell revolvers to criminals, 
minors of known irresponsibles. They have too much 
respect for themselves and too much regard for their 
fellow citizens to engage in such commerce. It is very 
dangerous for a state to wilfully take away that bar- 
rier to the indiscriminate distribution of revolvers. 

We believe that it should devolve upon the jobbers 
and dealers in each state through their wholesale and 
retail organizations to be on the lookout for obnoxious 
revolver laws and to oppose the passage of such laws. 
We also believe that in states where bad laws are now 
in operation the Wholesale and Retail Hardware \s- 
sociations should systematically work for the repeal 
of these laws. The dealers are clearly entitled to 
the privilege of engaging in a thoroughly legitimate 
business and to the repeal of any laws which prevent 
them from engaging in such business. Furthermore. 
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more and better results can be accomplished by the 
local dealers and jobbers especially if they act through 
the medium of their trade organizations, than by any 
other agency. We would like to see the subject have 
the official cognizance of the hardware associations 
and steps taken in those states where bad laws exist 
to repeal such laws, as well as the appointment of 
legislative committees to guard against the introduc- 
tion and passage of such laws in states where undue 
restrictions do not exist. 

We have taken the liberty of presenting this sub- 
ject at some length as it is a question of great impor- 
tance, we believe, to manufacturers, jobbers and deal- 
ers and one which must be regarded from several view 
points. 

Yours faithfully, 
IvER JoHNSON’s ARMS AND CycLe Works, 
S. R. Bugbee, Assistant Sales Manager. 
Fitchburg, Massachusetts, february 4, 1910. 


CHAMBER OF COMMERCE OF UNITED 
STATES HOLDS ANNUAL MEETING. 





What added facilities we most need for the devel- 
opment of our trade abroad from now on; what are 
the changes to come affecting our immigration, and 
what we should do with the alien population we now 
have to knit more closely together; what part busi- 
ness men should play in the evolution of a construc- 
tive national program; vocational education; a mer- 
chant marine; the general theme of commercial pre- 
paredness—these subjects all closely related with the 
outcome of the European war, the biggest pending fac- 
tors affecting our commerce, were among the topics 
discussed at the Fourth Annual Meeting of the Cham- 
ber of Commerce of the United States, held in Wash- 
ington, D. C., February 8, 9 and Io. 

The convention was addressed by President Wilson, 
high government officials and other prominent men. 
Three hundred thousand members of 700 commercial 
bodies in this country, Alaska, Porto Rico, Hawaii, 
and the Philippines, sent delegates to what, it is be- 
lieved, was one of the most important business gath- 
erings ever held in the United States. 

National defense was considered in addresses by 
the President, Honorable Lindley M. Garrison, Sec- 
retary of War, and Honorable Josephus Daniels, Sec- 
retary of the Navy. In this connection much inter- 
est attached to a report which was submitted by a com- 
mittee of the Chamber of Commerce of the United 
States on the subject of national defense. 
Little, president of the Cleveland Chamber of Com- 
merce, is the chairman of this committee. Honorable 
William C. Redfield, Secretary of Commerce, spoke on 
vocational education. Resolutions proposing constitu- 
tional amendment to give the President power to veto 
separate items of appropriation bills were introduced 
by William C. Breed, representing the New York 


Merchants’ Association. 
Other Prominent Speakers, 


Trade with the Orient was discussed by Dr. Well- 
ington Koo, the new minister from China. His ad- 
dress was on “Commercial Relations between the 
United States and China.” “Our Banking System in 
Relation to the Development of Foreign Trade” was 
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the subject of an address by James S. Alexander, of 
the National Bank of Commerce of New York. 
important Committee Reports. 
of National Chamber committees pre- 
sented important reports. Among these were Hon- 
orable William H. Marine” ; 
Honorable R. G. Rhett, for many years mayor of 
Charleston, South Carolina, ‘‘Seamen’s Act,” and also 
the “National Budget’; Honorable Charles P. Neill, 
former Commissioner of Labor, “Labor Exchanges” ; 
and Frederick A. Geier of Cincinnati, ‘*Education.” 
Daniel P. Morse, of New York, prominent in the 
shoe industry, presented a special committee report on 
“Tariff Commission”; Owen D. Young, of New York, 
vice-president of the General Electric Company, “Ar- 
bitration with Argentina”; I'rank Trumbull, of New 
York, “Immigration”; Harry A. Wheeler, of Chicago, 
“Federal Trade’; and Honorable Charles H. Sherrill, 
of New York, formerly United States Minister to Ar- 
gentina, “Foreign Relations.” 


Chairmen 


Douglas, ‘Merchant 


There were also reports from’ the Statistics and 
Standards Committee, of which A. W. Douglas of St. 
Louis, vice-president of the Simmons Hardware Com- 
pany, is chairman; “Department of Commerce,” by 
A. W. Shaw of Chicago, editor of System; ‘“Mainte- 
nance of Resale Prices,” by Paul T. Cherington, of 
Harvard University. 

Commercial Exhibit, 

An exhibit was prepared in connection with the 
meeting which depicted graphically the growth and 
changes in the nation’s business since the last annual 
meeting. This consisted of charts and diagrams pre- 
pared by various bureaus of the Department of Com- 
merce. There were also shown samples of hardware 
sold by Germany in [England and also samples old in 
Latin America. The Department of Commerc: pre- 
sented a moving picture exhibit illustrating the work 
of its bureaus. The Pan-American Union displayed 
large maps, graphically depicting the population, area, 
and value of exports and imports of the atin Ameri- 


can countries. 
Delegates From National Retail Hardware Association. 
As accredited delegates from the National Retail 
Hardware Association the following had been ap- 


pointed by President D. Fletcher Barber: 


DD. Fletcher Barber, Boston; M. L. Corey, Argos, 
Indiana; George M. Gray, Coshocton, Ohio, and 
Charles T. Woodward, Carlinville, Illinois. 

giles 


REGISTERS TRADEMARK ON TOOLS. 


The United States Patent Office has granted copy- 
right to the Arrow Forging and Tool Works, Chi- 


83,923 . Be S 


Company claims use since lebruary 1, 1g10, and the 


cago, Illinois, for the 
g 

shown 
under 


trademark 
herewith 
number 83,923. The 
claim was filed January 18, 1915. The particular de- 
scription of goods is: Lathe, planer, shaper, and 
hand turning tools; cutters for tool holders, high speed 
flat tools, chisels, drills, gouges, chisel blanks, cold cut- 
ters, punches, drift pins, key drifts, hammers, pack- 
ing, yarning and ceiling irons; stone points, pinch 
bars; beading, grooving and calking tools. 
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LOGAN GREGG HARDWARE COMPANY 
OCCUPY NEW QUARTERS. 





The Logan Gregg Hardware Company, wholesale 
distributors of hardware, Pittsburgh, have just occu- 
pied their new warehouse at 121-129 Ninth Street. 
As may be noted in the accompanying illustration, the 
building is an eight story steel and concrete structure 
finished in red brick and white terra cotta, giving it a 
very handsome appearance. The warehouse provides 
about twice as much floor space as was available in 





[ 

















New Quarters of Logan Gregg Hardware Company, Pittsburgh. 


the old building on Seventh Street, which was de- 
stroyed by fire last September. 

In addition to the increased floor space, the new 
building contains the most modern devices to expedite 
the handling of goods for both incoming and outgoing 
shipments. A special feature is the completely 
equipped sample room for the display of the various 
lines carried. Several novel schemes have been 
worked out to enable visiting merchants to make quick 
inspection of any article in stock. 





NEW TYPES OF ORNAMENTAL AND DURABLE 
MAIL BOXES. 


The In-Vu Manufacturing Company, Rochester, 
New York, have placed two new types of mail boxes 
on the market, which are said to be 
ornamental and durable additions 
to any house. The In-Vu type, 
shown herewith, is constructed of 
polished plate glass, nickel plated 
brass and kiln-dried wood. It is 
finished in four stock styles—oak, 
mahogany, weather green and 
cream white, and according to the 
manufacturers, can be easily at- 
tached to the casing door or wall of any frame or brick 





In-Vu Mail Box. 


house. Mail can be easily deposited with one hand, 
and papers and magazines securely fastered w.. 
In-Vu clasp; to remove mail, the glass front is swung 


outward by pressing the top, and is automatically 


closed by spring pivots. 

The second illustration shows the 
In-Vu Junior mail box, described 
as having all the ornamental, dur- 
able and serviceable characteristics 
of the regular In-Vu type. Be- 
sides furnishing these in any of 
stock of wood finishes, the Com- 
pany can make metal parts to 
match the metal attachments on the 





In-Vu Junior. 
Mail Box. 


door of any house. Dealers desiring further par- 
ticulars, price list, etc., should address the In-Vu 
Manufacturing Company, Rochester, New York. 





-eo 


SECURES PATENT FOR MILITARY SHOULDER 
ARM. 


Thomas Johnson, New Haven, Connecticut, as- 
signor to the Winchester Repeating Arms Company, 
New Haven, Connec- 
ticut, has procured 
United States patent 
rights, under number 
1,169,543, for a mili- 
tary shoulder arm de- 
scribed herewith: In 
= a military shoulder 











—_ 






” as 









aa 





arm, the combination with the receiver thereof, of a 
forestock formed in its lower face with a locking 
recess, and a tang connected to the receiver and pro- 
vided with a forward extension entering the said re- 
cess for holding the said forestock against longitudinal 
forward displacement. 





NATIONAL CONVENTIONS TO BE HELD 
IN 1916. 


The following national ccenventions of associations 
of manufacturers, retailers, and wholesalers of hard- 
ware and kindred lines have been announced: 


Stove Founders’ National Defense Association, at New 
York City, May 9, 1916. Robert W. Sloan, Pittston, Penn- 
sylvania, secretary. 

National Association of Stove Manufacturers, at New 
York City, May 10 and 11, 1916. Percival W. Elliott, Boston, 
secretary. 

American Iron and Steel and Heavy Hardware Asso- 
ciation, at Pittsburgh, May 24, 25 and 26, 1916. Arthur H. 
Chamberlain, New York, secretary. 

National Retail Hardware Association, at Boston, Massa- 
chusetts, June 12 to 15, 1916. M. L. Corey, Argo, Indiana, 
secretary. 

National Warm Air Heating and Ventilating Associa- 
tion, at Detroit, Michigan, June 14, 1916. Allen W. Williams, 
Columbus, Ohio, secretary. 

National Association of Sheet Metal Contractors, June 
20, 21, 22 and 23, 1916, at Peoria, Illinois. E. L. Seabrook, 
Philadelphia, secretary. 

American Hardware Manufacturers’ Association, at Bir- 
mingham, Alabama, April 18, 19, 20 and 21, 1916. F. D. 
Mitchell, New York, secretary. 

Southern Hardware Jobbers’ Association, at Birming- 
ham, Alabama, April 18, 19, 20 and 21, 1916. John Donnan. 
Richmond, Virginia, secretary. 

Old Guard Southern Hardware Salesmen’s Association, 
at Birmingham, Alabama, April 20, 1916. George H. Hillman, 
Nashville, Tennessee, secretary. 
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HANDSOME AND INTERESTING EXHIBIT OF 
VAUGHAN AND BUSHNELL MAN- 
UFACTURING COMPANY AT 
ILLINOIS CONVENTION. 


The Vaughan and Bushnell Manufacturing Com- 
pany, Chicago, had an interesting exhibit at the An- 
nual Convention of the Illinois Retail Hardware As- 
sociation held February 8, 9, 10 and 11 at the Seventh 
Regiment Armory, Chicago. 

As will be noted from the accompanying illustra- 
tion, the background of the exhibit was in the form 
of a sample board on which were displayed some of 
the Company's products in drop forged tools, such as 
hammers in several forms, pinchers, nippers, punches, 
and wrecking bars. 

The exhibit proved of much interest to the visiting 
hardware dealers, especially the demonstrations of the 
various tools by Mr. R. G. Perkins, who stands to the 





VAUGHAN & BUSHNELL MFG (0 
CHICAGO 














Exhibit of Vaughan and Bushnell Manufacturing Company at 
INinois Retail Hardware Convention. 


left in the picture and shows how well the “\V. and 


B.” hammer with the nonslip claw works. “Gus” 
Ruhling is on the right. (George Wertzler designed 
the exhibit for which he received many compliments. 
The steady growth of their business has made it 
imperative for the Vaughan and Bushnell Manufac- 
turing Company to provide for additional space and 
they are now having constructed a two-story handle 
factory and a five-story building, the lower floors of 
which are to be used for storage and manufacturing 
purposes, while the offices will occupy the top floor. 
Under the efficient management of l’resident S. 5S. 
Vaughan, who supervises the manufacturing; Secre- 
Bushnell, who looks after the 
Irving S. Kemp, who is in 


tary-treasurer C. E. 
financial matters, and 
charge of the sales, this Company has built up a very 
successful business and is extending its territory every 
year, as well as adding to its lines of high grade drop 
forged tools. 


PATENTS LOCK AND CHECK DEVICE FOR 
DOORS. 





John Peterson and William Coney, New Britain, 
Connecticut, assignors to The American Hardware 


Corporation, New Britain, Connecticut, have been 


granted United States patent rights, under numbers 
1,170,481 and 1,170,491, for a lock and a check device 
for doors, respectively, described in the following: 

Number 1,170,481: 


















































es 
aaa 7 In a lock, a main 
9 body portion, a rotat- 
SUS able element carried 
oe Sram ae? taal thereby and having a 
ee key passage, means 
7 4) 70 7? % for locking said parts 
1,170,481 


against relative rota- 
tion, said means being movable by a key to release said 
parts, whereby the rotatable element may be turned in 
said body portion, with rotatable auxiliary locking 
means operating between said body portion and ro- 
tatable element for locking said element against move- 
ment by said key, said auxiliary means being operable 
by a different key, both keys 
ce being operable through the 
same key passage. 
Number 1,170,491: In a hold 
open device for a door, two 





arms, a pivot for connecting 
the ends of said arms, a fric- 


tion shoe carried by one arm 





at one side of said pivot, and 
a friction member carried by 
the other arm having a cam 


face 





arranged to co-operate 





| 
| | 
! | 1.170.491--\ With said shoe when said arms 
ham % are moved apart to a certain 
(©) predetermined extent. 
ANNUAL CONVENTIONS OF THE RETAIL 
HARDWARE ASSOCIATIONS. 





In the following are given the dates and places of 
the annual conventions of the various state retail hard- 
ware associations, together with the names and ad- 


dresses of the respective secretaries: 


Kentucky Retail Hardware Association, February 15 to 
17, 1916, at Louisville. J. M. Stone, Sturgis, secretary. 

Missouri Retail Hardware Association, February 15 to 
18, 1916, at St. Louis. Frank X. Becherer, 5136 North 
Broadway, St. Louis, secretary. 

Michigan Retail Hardware Association, February 15 to 
18, 1946, at Grand Rapids. Arthur J. Scott, Marine City, 
secretary. 

New York Retail Hardware Association, February 15 
to 18, 1916, at Buffalo. John B. Foley, Syracuse, secretary. 

North Dakota Retail Hardware Association, February 
16, 17 and 18, 1916, at Grand Forks. C. N. Barnes, Grand 
Forks, secretary. 

Minnesota Retail Hardware Association, February 22 
to 25, 1916, at St. Paul. H. O. Roberts, Minneapolis, sec- 
retary. 

Ohio Hardware Association, February 22 to 25, 1916, at 
Cleveland. James B. Carson, Dayton, secretary. 

Connecticut Retail Hardware Association, February 23 
and 24, 1916, at Hartford. Henry S. Hitchcock, Woodbury, 
secretary. 

Iowa Retail Hardware 
March 3, 1916, at Des Moines. 
secretary. 

Califernia State Retail 
14, 15 and 16, 1916, at San Francisco. 
secretary. 

Arkansas Retail Hardware Association, May 9, 10 and 
11, 1916, at Little Rock. Grover T. Owens, Little Rock, 
secretary. 

New England Hardware Dealers’ Association, June 12 to 
15, 1916, at Boston. George A. Fiel, Boston, secretary. 

National Retail Hardware Association, June 12 to 15 
1916, at Boston, Massachusetts. M. L. Corey, Argos, In- 
diana, secretary. 


Association, February 29 to 
A. R. Sale, Mason City, 


Hardware Association, March 
L. R. Smith, Oakland, 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








ATTRACTIVE WINDOW DISPLAY OF 
SPORTING GOODS. 


A widely-varied and attractive window display of 
sporting goods is illustrated herewith. It was arranged 
by T. R. Cheney for the Bond and Bours Company, 





The other side showed supplies for both indoor and 
outdoor sports. Included in these were basketball and 
track jerseys and pants, outing shirts, tennis racquet 
covers and football goods. 

On the floor there was a widely-varied assortment 
for many sports, the strong points being the figure at- 





Window Display of Sporting Goods Which Received Honorable Mention in AMERICAN ARTISAN Window Display Competition. 
Arranged by T. R. Cheney for the Bond and Bours Company, Jacksonville, Florida. 


Jacksonville, Florida, and received Honorable Men- 
tion in AMERICAN ARTISAN Window Display Competi- 
tion. 

The background and sides of the window display 
were made of poultry wire covered with white crepe 
paper and the floor was also overlaid with the same 
material. On one wall were arranged various sets of 
punching bags, boxing gloves, bag-punching gloves 
and football and soccer goods, such .as headgear, shin 
guards, elastic bands, footballs, etc., the desirability 
of which were emphasized by small, attractive show 
cards. 


tired in football costume and the announcement of 
athletic goods ready for sale. Against the walls rested 
tennis racquets and golf clubs while the remaining 
space was occupied by athletic shoes, Indian clubs, 
wooden dumb bells, tennis balls, boxes containing 
footballs and punching bags, indoor baseballs, carry- 
ing cases, handballs and other sporting goods. 

Even the ceiling was utilized to show a punching 
bag, and the great variety of goods displayed proved, 
no doubt, to be a strong factor in attracting the pu! lic 
and consequently increasing the sales. 
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NEAT WINDOW DISPLAY OF VARNISH AND 
BRUSHES. 


The neat window display of varnish and brushes 
shown in the accompanying illustration, was prepared 
io augment the sales in the paint department of the 
iardware store of L. P. Smith Company, 13 North 
iirst Street, Fulton, New York. 
G. C. Franklin and received Honorable Mention 
in AMERICAN ARTISAN Window Display Competition. 

The floor of the window display was covered with 


It was arranged 
by 


oil cloth, and held many pyramids and single contain- 
ers of varnish, with a large color card in the center. 
The sloping borders at the front and side also dis- 
played cans, and brushes varying from one to two and 
one-half inches in width. 

The attractiveness of the floor ‘arrangement was 
greatly increased by the background of the display. 


# ONE CAM Of JAPALAC COVERS 
A MU 


LTITUDE OF SCARS 








Window Dispnlay of Varnish and Brushes Which Received 
Honorable Mention in AMERICAN ARTISAN Window 
Display Competition. Arranged by G. C. Franklin for 
L. P. Smith Company, Fulton, New York. 


On a backing of black cloth was placed a large col- 
ored poster as a centerpiece, with connecting strips 
leading from it to various colored picture cards sym- 
metrically arranged on the background, which served 
to illustrate some of the 
different colors are adapted. 

A poster similar to the one forming the center- 


rarious uses to which the 


piece of the background was pasted on the top of the 
glass in front of the electric light and showed off to 
very good advantage. Further interest was provided 
by displaying cardboard replicas of various articles 
of household furniture whose appearance could be 
materially improved by the application of a coat of 
varnish. 

The owners state that although they have had many 
window displays of this character, this one greatly 
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surpassed any of the others in effectiveness, and they 
found it necessary to reorder several times during the 
short time the goods were displayed. 


— 
oo 


SECURES PATENTS FOR FENCE POSTS. 





Perey J. Hindmarsh, Lincoln, Nebraska, assignor to 
The American Steel and Wire Company, Hoboken, 
New Jersey, has secured United States patent rights, 
under numbers 1,169,821, 1,169,822 and 1,169,823, for 
three styles of fence posts described in the follow- 

“ ing: 
Number 1,169,821: A metal post 


having a V-shape in cross section with 













the free edges bent so as to form ver- 
tical flanges that lie substantially par- 
allel with the sides of the V, the post 





having at its lower end shoulders 





where the flanges terminate, the bot- 
tom of the flange lying in the same 
horizontal plane with the top of the 





shoulder and a slit extending from 





such plane downward, the flange and 
shoulder extending in opposite direc 
tions horizontally from said slit. 

Number — 1,169,822: 
As an improvement in 
fences, the combination 
of an anchor having a 
\-shaped collar adapt- 
to 


post of similar shape, 


ed accommodate a 








a horizontally extend- 
ing 
arm integral with said 


ground-engaging 


collar, and a down- 


wardly and inwardly 
inclined arm whose in- 
the di- 
the 


post tends to move under the pull of the fence, a filling 


clination is in 


rection in- which 
block or key adapted to lie within the post and engage 
the sides thereof and a projection on said collar, a 
brace comprising a horizontal member that engages at 
one end an eye on the collar, and an inclined member 
‘ that at its lower end engages said hori- 
zontal member and at its upper end has 

“i a bearing for the post. 
Number 1,169,823: In a device of the 


1,169,823. class described, the combination of a 


6 spreader of cruciform cross section and 
13 provided with wings at its lower end, 
4) 





the number of said wings correspond- 
ing to the number of webs in the shank 
of said spreader, transverse webs unit- 
ing of the 
spreader near the upper end thereof, 


the longitudinal webs 


and a tubular post, the lower end of 





“+4 which is slitted and adapted to be flared 

an ) 

f upon being driven over said spreader, 
+a" . . 

substantially as described. 


~~ 
~-oeo 





One good action is worth more than a hundred good 


intentions. 
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HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 














lf the first entertainment given by the Ladies’ 
Auxiliary of the Hardware Club of Chicago under 





Miss Effie Brewer. 


the administration of the new president, Mrs. Allan J. 
Coleman, is to be taken as a criterion, the members 


the Ladies’ Auxiliary to the visiting ladies cf the Illi 
nois Retail Hardware Asscciation was a great suc 
cess in every respect. 

After some time had Leen spent in getting ac- 
quainted the ladies enjoyed an hour or so at card 
games, the winners being: 

Visiting [adies—First prize, Mrs. A. E. Marcott, 
Kankakee. Second prize, Mrs. C. H. Williams, 
Streator. Booby, Mrs. J. ? Brown, Hillsboro. 

Club Members—First yrize, Mrs. A. J. Wlein. 
Second prize, Mrs. George H. Beaudin. 

Other Hardware Club Guests—Mrs. McAvoy. 

A very fine musical program was then rendered, 
with vocal solos and quartettes and violin solos so 
arranged as to provide the greatest possible enjoy- 
ment. 

Miss Effie Brewer, a pupil of Prothero, the famous 
leader of the Welsh “Eisteddvods” and teacher of 
vocal music, sang “Tears and Smiles” and “The 
Swallows.” Her voice and intonation as well as dic- 
tion being highly admired. 

Miss Nellie Quinn played two violin solos, “ Medi- 
tation,” from “Thais,” one of the newer operas which 
was sung during the recent season of the Chicago 
Opera Company, and “Souvenir.” The American 
Ladies’ Quartet, composed of FE. Maie De La Barre, 
first soprano; Loie M. Billings, second soprano; EIsi- 





American Ladies’ Quartette, Consisting of E. Maie De La Barre, First Soprano; Loie M. 
Billings, Second Soprano; Elsinore Conners, First Alto; Mabel L. Kindburg Second Alto. 


will have every reason to expect great things during 
the coming year, for the Reception and Card Party 
given on Wednesday afternoon, February ninth, by 


nore Conners, first alto, and Mabel L. Kindburg, sec- 
ond alto, rendered two excellent selections in a manner 
greatly appreciated and enjoyed, “In the Gloaming 








nc 

















and “Believe Me, If Those Endearing Young Charms.” 

Miss Brewer then sang “Jean” and the Quartet 
*Tosti’s Goodbye” and “The Old Maids.” Each num- 
ber was greatly applauded. 

Miss Loretta Hickey accompanied Misses brewer 
and Quinn on the piano in excellent manner. 

Dainty refreshments were then served, the tables 
being beautifully decorated with flowers. While par- 
taking of the refreshments, the ladies listened to short 
addresses by Mesdames John C. Schuberth, Allan J. 
Coleman and Harry B. Macrae on behalf of the Hard- 
ware Club ladies and Mrs. A. FE. Marcott, of Kanka- 
kee, on behalf of the visiting ladies, and Daniel Stern, 
of AMERICAN ARTISAN, also spoke briefly. 

Every one present was a unit in expressing apprecia- 
tion and pleasure over having had the opportunity to 
be present at this very enjoyable occasion. 

The following ladies had charge of the arrange- 
ments and to them with Mrs. Coleman, the president, 
great credit is due for the splendid manner in which 
the entire program was plarned and carried out: 

Reception—Mesdames Fred Carpenter, Fred Ruhl- 
ing, John C. Schuberth, J. A. Billings, Miss Loretta 
Hickey and E. A. Wilson. 

Refreshment—Mesdames A. Bb. Carroll, H. B. 
Macrae, Frank Pinckney and George W. Milligan. 

Will Speak on Russia and the Russians. 

At the February 15th Luncheon Alfred C. Berg- 
hoff, who has spent several years in Russia and is 
intimately acquainted with many of the men who to- 
day are prominent in the affairs of Russia, will ad- 
dress the Hardware Club on the subject of “Russia 
and the Russians.” 

Plan New Quarters for Hardware Club. 

The Board of Governors of the Hardware Club 
have for some time been considering the advisability 
of securing new quarters ior the Club, and negotia- 
tions are so far under way that doubtless the board 
will soon call a special meeting of the Club's member- 
ship to vote upon the recommendation to sign a lease 
for space in a very fine new building, exceptionally 
well located, beautifully finished and equipped with 
high speed elevators. It is also planned that when 
the new quarters are occupied the Club will operate 
its own kitchen. Without question the membership 
will vote unanimously in favor of the move. 





a> 


PROMINENT MANUFACTURER OF BARB 
WIRE FATALLY WOUNDED. 


George P. Rider, until about ten years ago con- 
nected with the American Steel and Wire Company 
in its fence department and now head of the Rider- 
Vanderventer Barb Wire Company, was shot and 
fatally wounded near Leadville, Colorado, where he 
had gone to look after his interests in the Twin Lakes 
Mining and Milling Company. He was at one time a 
practicing physician. For some years past he has 
made his home in Wilmette, one of the North Shore 
suburbs of Chicago. 


*» 





Any man can be thankful for what he has, but it 
takes a philosopher to be thankful for what he has 
not. 
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EFFECTIVE PLANS FOR DRAWING TRADE 
TO HARDWARE STORES. 


The hardware retailer, in the matter of advertis- 
ing, as a rule has lagged behind his brother dealers in 
other lines—notably dry goods and clothing. This 
was partly because the goods he handled did not 
seem to need this selling inspiration and partly be- 
cause hardware in general did not apparently readily 
lend itself to an advertising campaign. But of late it 
has become apparent in this age of advertising that 
every line of business must proclaim its wares in the 
market place or be passed by on the other side. 

Of course the daily press has been found to be the 
most effective channel, but other ingenious methods 
have borne fruit. One scheme was to give to every 
customer a staple article, say a dishpan, in aluminum 
ware of a certain well-known brand, this, too, with- 
out any strings to it, or any qualifications as to any 
especial amount of purchases of other articles. The 
natural result was to increase the sale of aluminum 
ware as a whole. Another plan gave a well-known 
safety razor free to every purchaser of a package of 
blades. This meant that if the purchaser used the 
razor he became a purchaser of blades indefinitely. 

Another enterprising dealer in an Illinois city of 
5,000 people sent a typewritten letter signed in ink 
to some 600 farmers’ wives—not the farmers—in the 
neighboring country quoting them especially low 





prices on household utensils. He realized that the 
woman shopper's first desire was to know the exact 
price of any article she wished to purchase and that 
the mail order houses got business because every 
article in their catalogue was priced, whereas the 
farmers’ wives would have to come all the way to the 
city to find out what goods there cost. He got or- 
ders from over 25 percent of the people he addressed. 

The guessing contests with prizes and the demon- 
strations of the working of certain household utensils 
are as old as the hills, and yet they always draw 
crowds to the store. The stunt of a barber in the 
front window of the store shaving a customer with 
a safety razor and not a regular razor tripled the 
store’s sales of “safeties.” 

A very pretty girl in the front show window doing 
manicure work soon exhausted the store’s supply of 
manicure sets. You could have a manicuring free 
if you bought a manicure set. Some young men 
bought two and three—to give away of course. Any- 
thing unusual seems to attract attention and to pay. 


eo 


CONTRACT MANUFACTURING IN METAL 
GOODS. 





The Enterprise. Manufacturing Company, Akron, 
Ohio, makes a specialty of contract manufacturing in 
metal goods, such as metal stampings and scfew ma- 
chine products. They also manufacture dies and do 
wire forming and pointing, and finish the various 
products by buffing, polishing, plating or with special 
finishes. For any work the Company will cheerfully 
furnish estimates upon receipt of drawings, specifica 
tions or samples. For full particulars, address the En 
terprise Manufacturing Company, Department 38, 
Akron, Ohio. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








The three inch, double column advertisement shown 
herewith was inserted by “Mac” in the Racine, Wis- 
consin, Journal-News. It stands out boldly and its 
simplicity invites the reader to investigate the values 
The advertisement is evenly balanced and 


STOVES 


A few Oak and Hot blast Stoves to cluse out at warm prices 
$15 Oak, very large, finely nickeled 
$9 Oak, just right for one large room 


offered. 











“Hot Blast,” large size, on nickel base 
$1 Stove Board, 28x28, wood lined 
Range, 6 covers, a fine wood baker 


MAC 612 College Ave.. 





Phone 4450 














arranged, and the name that the writer uses evi- 
dently has become so well known that no further in- 
dication of it is necessary. The quotation of specific 
prices provides a much greater incentive for pur- 
chasing than a mere mention that certain stoves and 
supplies will be sold at reduced prices. 


The illustration herewith represents a three and 
one-half inch single column advertisement appearing 
in the Daily Index- 
Republican,  Belle- 
fontaine, Ohio. It 
announces _ shawls, 


ARDWARE robes, blankets and 
A R N E S S lanterns for sale 


but quotes prices 


only on the last 

Auto Shawls, nce pasimmpicin: 

Plush Robes, ne aiitees aoe 
Horse Blankets, 

No. 2 Cold Blast | jred? the read: 

Lanterns, 75c, | er can at the very 


a few words of de- 
most receive but a 





AMILTON 








scription and_ the 








Extra Large Fount vague idea of the 
qualifications and 

Lanterns, $1.06 | merit of the articles 

/ unless specific de- 





scription and price list are included. The use of the 
name arrangement or name plate is to be commended 
because it enables the reader to easily recognize any 
other advertisement of the same establishment. 
* * * 
Bits of poetry have on many occasions proven at- 
tractive and interesting introductions to advertise- 





ments, especially when they refer in particular to the 
wares advertised. The reader scents something un- 
usual and on noting that the “limericks” are accom- 
panied by a heading and an illustration, as in the 
advertisement reproduced herewith, he is quite certain 
to perceive the connection and appreciate what is 


stated further on. J. C. Estes and Son, Augusta, 











OUR WEEKLY LIMERICK 


There.was a man, by the name of LaGrange, 
Whose wife, badly needed a Range. 






















So They Came 
to 


Oar Store 


And that they 
hadn’t come 
hefore 








They now think, is exceedingly strange. 


Buy One of Our New Modern Ranges 


And you'll wonder how you got along 
with that old stove so long. 


The Laurel Range and the Monarch Malleable 


are splendid makes, having every desirable improve- 
ment. The varying styles and sizes make a range of 
prices suited to all pocket books. 


ARRANGE TO HAVE ONE OF OUR RANGES, 


J.C. ESTES & SON 


Maine, placed this six inch, double column advertise- 
ment in the Augusta Eagle, to promote their sales of 
Monarch malleable iron and Laurel ranges, and the 
caption intimates that advertisements of the same 
The writer is en 

















character are inserted every week. 
titled to commendation for his manner of presenting 
the topic, and the suggestion offered ‘s that the in- 
junction to arrange to inspect the ranges should be 
followed by both the name and full address of the 
store. 


The man who very seldom finds time to read wil! 
have a hard time to grow larger, and the man who 
does not grow larger will grow smaller, and his busi- 
ness will follow the lines of his own development. 
One has to progress or retrogress in this world, and 
what is true of the individual is true of his business. 
What one learned yesterday may not be true today, 
and no man is safe in blindly following the principles 
that he learned in his school days. The world moves 
and the only way to keep pace with its progress is by 
reading. 
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Illinois Retail Hardware Dealers 
Hold Nineteenth Convention 








The Nineteenth Annual Convention of the Illinois 
Retail Hardware Association was held in Chicago, 
February 8, 9, 10 and 11. Hotel headquarters were at 
Hotel Sherman, while the business sessions and ex- 
hibits were at the Seventh Regiment Armory, 34th 


Street and Wentworth Avenue. 
Each member’ who 


joined before January 
29, 1916, was provided 
with a celluloid button 
badge as shown in the 
accompanying  illustra- 
tion. In addition to this 
there were red buttons 
for members secured 
since that date. These 
had no numbers while 
the older members’ but- 





Membership Button. 
tons were numbered. Blue buttons were provided 
for non-member prospects and brown buttons for ad- 


ditional members of firms. 
The officers and committees for the past year 


follow: 

President—R. L. Mason, Canton. 

Vice-president—James P. Brown, Hillsboro. 

Secretary—Leon D. Nish, Elgin. 

Assistant Secretary—Robert Y. Wallace, Elgin. 

Treasurer—Charles E. Arnold, Evanston. 

[Executive Committee—William M. Powers, Chi- 
cago; Charles H. Robinson, Springfield; C. T. Wood- 
ward, Carlinville; Charles Johnson, Peoria; John 
Schuberth, Chicago; A. '. Marcott, Kankakee; J. 
H. Vawter, Salem; H. S. Daniels, Jerseyville; C. A. 
evans, Vandalia. 

Exhibit Committee—Grant W. Porter, Chicago; 
Charles H. Robinson, Springfield; Leon D. Nish, 
Ilgin. 

Legislative Committee—Charles HH. Robinson, 
Springfield; Thomas Cahill, Ladd; R. L. Sweetnam, 
Armington. 

Advisory Committee Hardware Underwriters—C. 
T. Woodward, Chairman, Carlinville; James FE. Voor- 
hees, Vice-Chairman, Bushnell; H. E. Gnadt, Treas- 
urer, Chicago; William Bittel, Peoria; T. J. Mathews, 
Mount Vernon. 








TUESDAY, FEBRUARY EIGHTH. 

The opening session was called to order promptly 
at 9:30 A. M. Tuesday, February eighth, by Presi- 
dent R. L. Mason, of Canton, who after a selection 
of instrumental music delivered his annual address, 
which was as follows: 

Annual Address of President R. L. Mason. 


Since last we met a most remarkable year has closed 
and its record has now become history. This record, written 
in Europe in letters of blood, is one of death and desolation 
in the land beyond the seas, and is in our own country one 


of rapid changes in the industrial and commercial life of our 
nation. A year ago or less, with factories idle, labor not em- 
ployed, and with crop failure after crop failure, we were 
facing what we then thought was a period of business depres- 
sion, and our fears were in most instances realized. 

We are assured that not for many years have conditions 
from the retail standpoint been as unfavorable as in 1915, 
yet in the last few months, yes, the last few weeks, signs are 
seen of the advancing wave of prosperity, of a general im- 
provement. Factories engaged in the manufacture of the 
munitions of war are crowded with orders, their plants in 
operation day and night. The steel mills, which are generally 
regarded as the barometér of business, have been reopened, 
and are now operating to full capacity. Orders, both local 
and foreign, are pouring in, and in many instances those 
great plants are incapable of producing material of sufficient 
quantity to enable orders to be filled in less time than six 
and eight months. The crops of the past year are in excess 
of any in recent years, and the farmers have more money 
and optimism as a result. 





R. L. Mason, 
President, 
Illinois Retail Hardware Association. 


And all these conditions are to our advantage, the farmer 
prospers, factories are busy, mines are called upon to produce 
the fuel necessary, the railroads are taxed to their capacity, 
all these, are the compensation that comes to the country not 
at war, and God grant that the cool head and steady nerve, 
that are so indispensable to the skillful and successful han- 
dling of the situation, may be backed up by the patriotic 
peace loving people of our country, and that the awful war 
that has torn Europe from center to circumference may not 
only be kept from our borders, but that calmer judgment will 
prevail and the world’s greatest calamity will cease to exist. 

In the rapid and startling changes of the year just closed, 
fortunes have been made and fortunes have been lost. Mil- 
lionaires have sprung up in the night, as it were, and mercan- 
tile and manufacturing institutions of almost half a cen- 
tury’s standing, whose credit was unquestioned and whose 
foundation was as the solid rock, have been shaken by the 
storm, and in some instances have been unable to weather it. 
Securities normally conservative have reached a point never 
dreamed of by the most sanguine speculator, while again 
earnings of usually safe and steady investments have declined 
or ceased to exist. 

These conditions, existing as they have, have caused a 
feeling of indecision, which has been felt decidedly by the 
retail hardware trade and are reflected in the annual state- 
ments of our various businesses. Operating expenses have 
increased, profits have declined, the sudden price changes 
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following one after the other, have necessitated revision of 
selling prices, and quotations made to our trade have often 
been paralleled by our costs. Losses have taken the place of 
profits in the financial statement. Fortunate indeed is the 
average retail dealer whose business shows an increase and 
has a substantial profit for his year’s, work. 

So much for the past; now what of the future? As we 
stand on the threshold of another business year, will we 
profit by the lessons we have learned during the past two 
years’? If, as we believe and hope, the wave of prosperity 
is coming our way, will we with utter abandon, carefree and 
thoughtless, quickly forget, or will we remember that strict 
economy, a careful scrutiny of operating costs and more wis- 
dom and thought and less luck and guess work in our buying, 
is an absolute necessity to our preservation and ultimate 
success ? 

There is one phase in connection with the question of 
buying that evidently our friend, the jobber, does not take 
into consideration when giving advice through the trade press 
and by other methods relative to over-buying or over-stock- 
ing. It is pertinent that the fact be recalled that not all 
jobbers carry the variety of goods sufficient and necessary to 
meet the dealer’s requirements. This makes it necessary 
for the dealer to divide his buying, and the jobber that gets 
the small order or the small proportion of the dealer’s trade, 
is too often inclined to resent the dealer making him an 
emergency supply station, which results often in the dealer 
placing a larger order to placate the jobber, also to make 
the necessary weight in shipping. It is not expected that the 
jobber would carry all the goods that the dealer would re- 
quire, but too often there is a disposition on the part of the 
jobber to decline to stock the goods that the dealer does 
require, or if he does carry the goods, to have it only in 
the jobber’s private brand, and this often causes the dealer 
to divide his buying. It is not as easy to sell the jobber’s 
private brand at the average retail store, as the jobber would 
have you believe, and if the jobber would only consider the 
placing of the manufacturer's name on the article in connec- 
tion with his private brand, it would make this matter much 
easier for the retail dealer. It is practically impossible for 
the dealer to confine his buying to one or two jobbers pro- 
vided he carries the variety that his trade demands; further- 
more, we know from experience that it is not possible to get 
the price when that buying is confined to one or two sources 
of supply, as it is the competition that enables the dealer to 
get his desired price. 

The dealer who. is able to put in effect all of the good 
advices given him, Should surely be entitled to honorable men- 
tion. We are constantly admonished to know what we are 
doing, to get the price and evidently expected to be in posi- 
tion to know the market value of the goods that we are 
buying. That this is a task beyond the average mortal is 
easily understood, when in the average retail store the buyer 
is the general manager, advertising manager, credit man, 
does part of the selling, serves on public committees with his 
fellow town men, occasionally visits with and entertains cus- 
tomers, besides hearing their complaints and adjusting them, 
so indeed it is a fortunate being who can do all this, give 
careful attention to his buying, and be posted at all times on 
the market prices. It is just at these times that the benefits 
of the Price and Service Bureau are appreciated. This, as 
you are aware, is a department of the National Association 
work, maintained and operated by the National Association 
at its office at Argos, and can be made of incalculable benefit 
to the dealer-buyer. This service is free, and is one of the 
benefits coming to you as an Association member, and will 
be explained in detail by Mr. Sheets, the manager of this 
department, who is in attendance at this Convention. 

Existing conditions will cause re-arrangements of stocks 
in many stores. We should discontinue .non-profitable lines, 
and add new lines that carry the profit. Among these are 
mentioned automobile accessories, sporting goods and toys; 
5 and 10-cent counters have also been considered, and many 
of the stores have now added the same to their stocks. These 
are mentioned as suggestions and not as recommendations, 
as this is a matter for each of us to decide as local conditions 
govern very materially such changes and re-arrangements. 

I might stand here all day and talk about the problems 
that perplex, and tell how the “profits we longed for never 
came,” had | sufficient acquaintance with the safety valve of 
your disposition, but I do not wish to impose too much upon 
your good nature, and will leave the oratory to others more 
capable, and will give you a brief report of the work of the 
President’s office during the past year. 

When I assumed the presidency a year ago, it was my 
belief that personal contact was a factor of some importance 
in the successful conduct of Association work and that the 
effort would bear results, and it was in keeping with this 
idea that I wrote a personal letter to every new member that 
came into the Association during the past year, and two hun- 
dred and twenty-eight of these letters were written. Have 
written forty-two personal letters soliciting membership, which 
does not include form letters sent out by our office at Elgin. 
Have written two hundred and eighty-nine other letters on 
Association matters. Have attended the past year three Board 
meetings, and two meetings of Advisory Committee of our 


Insurance Department at Elgin. Attended the Conference of 
Presidents and Secretaries at Chicago and one meeting of 
Advisory Committee of Employers’ Indemnity Exchange at 
Kansas City. Attended Indiana Association Convention of 
1915. Together with Mr. Nish, I attended the funeral of H. 
L. McNamara, our former National president, at Janesville, 
Wisconsin, as representatives from the Illinois Association. 

Together with Vice-president Woodward of the National 
Association, and Secretary Nish I attended a meeting at Gil- 
man and assisted in the formation of the Iroquois County 
Hardware Association, formed through the efforts of J. G. 
Holsch of Gilman, and R. W. Brown of Iroquois, and if 
every dealer in that county had possessed the same amount 
of enthusiasm as did those men, it would have been to their 
benefit. Attended a meeting of Legislative Committee at 
Springfield where we conferred with members of Legislature 
on legislation affecting the hardware dealers in Illinois. I 
attended the National Convention at St. Paul, Minnesota. 
Spent two days driving with Assistant Secretary Wallace 
calling on dealers, in the interest of the Insurance Depart- 
ment, in my home district, and have called upon dealers in 
various parts of the state while out on other business. 

In closing I want to thank the officers and members for 
their loyal support, and prompt response to my requests for 
help and advice. It has made possible more and better work 
for our Association, and | am more than pleased that when 
you elected me your president, | was permitted to follow as 
careful and loyal a president as my warm friend J. H. 
Vawter, whose advice and counsel I have had during the past 
year. 

I wish every member could visit the Association office at 
Elgin, where Secretary Nish and Assistant Secretary Wallace 
so conscientiously and energetically carry on the work of our 
Association. You would be impressed with that system that 
our Secretary has installed and the care that these men and 
their capable assistants give to the details of the work that is 
carried on for your benefit, for in the Insurance Department 
and Traffic Bureau they are making money for you, and in 
their daily work they are striving to make better merchants 
of us all. 


This was followed by an address by I. L. Macom- 
ber, vice-president of Hibbard, Spencer, Bartlett and 
Company, as follows: 

Address of F. L, Macomber. 


Your worthy Secretary paid my Company the compli- 
ment of saying he believed you would like to hear from one 
of its officers. 

He was good enough to us to sugar-coat the invitation 
with leave to talk upon any and all subjects—war and poli- 
tics excepted—and good enough to you to add that only a 
very short talk will be expected. I have come, in response 
to this summons, hoping to say something that may be of in- 
terest and helpful to you. 

We are just starting into a new year in the hardware 
business, and a short review of some of the things that have 
happened in the hardware and metal trade during the past 
thirteen months will be profitable. 

A year ago business was very quiet and there seemed to 
be no great demand for anything. Prices were weak and 
there was apparently little encouragement in the outlook. It 
was generally believed there would be no material improve- 
ment in trade before the restoration of peace in Europe. 

But a magical change has come upon us. Today, most 
of the manufacturers of this country, in the iron and_ steel 
lines, are working their mills and factories twenty-four hours 
a day and yet are unable to keep up with the demand for 
their products. 

Despite this feverish activity of the factories, it is diffi- 
cult—almost impossible—to obtain from them some lines 0! 
hardware, and we fear, with the advent of spring, this short- 
age may be intensified and its scope broadened. 

The manufacturers of finished hardware are, in some 
cases, unable to get their raw material from the mills be- 
cause, for various reasons, the mills cannot supply it. lor 
illustration, a New England faetory explains its failure to 
deliver goods we should have received several month ago, 
by the fact there has been such a congestion of freight on 
the railroad by which it is served that an embargo has }cen 
declared against the line by the connecting carrier over wlose 
rails the factory’s supply of raw material must come. A /arge 
manufacturer of wire nails recently told us he had an op- 
portunity to sell every nail he could turn out up to July Ist. 
at a price fifty cents per keg higher than the domestic price 
at that time. 

As showing some of the changes that have taken piace 
in values since January 1, 1915, I call your attention to the 
following comparison of prices at that time with present 
figures: 

Comparison of Prices on Raw Products. 


January 1, 1915. Today. 
Ingot copper...$ .12% per pound. 28 per pound 
Pee MO neces 03 7/10 per pound. 06 1/10 per pound. 


Zinc spelter....  .05% per pound. 19 per pound 


EM 
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Steel billets.... 19.00 per ton. 33.00 per ton. 
Wire rods 25.00 per ton. 50.00 per ton. 
Pig iron 14.75 per ton. 20.50 per ton. 

You will see from the changes that have occurred in the 
prices of raw materials that today’s prices on finished lines 
are still, with some exceptions, comparatively low. 

Among the finished goods upon which already there 
have been sharp advances are wire nails, wow worth seventy 
cents a keg more than in January, 1915; galvanized barbed 
wire, advanced $1.15 per 100 pounds; glass, twenty percent; 
carriage and stove bolts, seventy-five to one hundred percent, 
and brass jack chain, about one hundred and eighty percent. 

One of my friends who, in his manufacturing business, 
uses coloring matter, recently paid $15.00 a pound for basic 
blue which, in December, 1914, was commonly sold at $1.75. 
This is mentioned merely to show the upward bulge in the 
metal product values is tame in comparison with the advance 
in certain other industries. 

Our salesmen, throughout practically. all sections of the 
country, are reporting a better demand from the merchants 
than has prevailed for several years past. 

We, of course, realize that some of the advance in prices 
is due to the war in Europe, but wg believe the domestic de- 
mand, arising from returning confidence in business circles 
and accelerated by last season’s bountiful crops, has had a 
great deal more to do with the change in values than the 
requisitions from foreign countries. 

The railroads are buying more freely than they have for 
a long time, and while the present situation cannot, of course, 
continue indefinitely, we feel very confident there is little 
possibility of a relapse during the early months of the year. 
Obviously, therefore, the far-sighted merchant is, in his pur- 
chases, anticipating his requirements for some months to 
come. 


Readjustment of Retail Prices. 

There is another phase of this situation deserving your 
close and earnest consideration. Many of the goods upon 
your shelves and in your bins are worth more than you paid 
for them. Perhaps your selling prices have not been re- 
adjusted accordingly. 

Within a few days one of our salesmen, while taking an 
order, overheard his customer quoting across the counter a 
retail price of $4.50 upon a certain blow torch which could 
not be replaced by the storekeeper at less than $4.75. 

Unless a merchant is without competition, he must sell 
upon a slender margin of profit, or at a loss, when the mar- 
ket slumps. When the trend of prices is upward, there is a 
compensatory buying profit to be realized if he is alive to 
the situation. In such a time as the present it is profitable 
to keep well informed of all market developments. And if 
your competitor is a “back number,” it might not be amiss 
to keep him also informed. 

So much as to the cost of goods. Now, may I say some- 
thing upon the equally important topic of Expenses. 

As to Expenses. 

Even if your goods are well bought, you cannot rightly 
determine the gross profit they should yield without being 
posted as to what your expenses‘are or should be. Through- 
out my experience as a wholesaler, I have made many in- 
quiries on this point and have found there are wide varia- 
tions in the expense ratios of retailers. . 

It is not possible to select any figure as a standard ap- 

plicable to every hardware store in the state. This is illus- 
trated by the fact that the contents of a well constructed 
brick building, wholly detached or located in a row of similar 
structures, might be insured for a premium as low as one per 
cent of the value, while it costs anywhere from three to ten 
per cent for insurance on goods in a frame building exposed 
to the conflagration hazard of a long row of combustible 
structures. Therefore, the cost of insurance varies accord- 
ing to the location and type of construction, and so it is as 
to other items in the expense account. 
_ About two years ago a commercial magazine, published 
in this city, undertook a quite thorough investigation of this 
subject. Statistics were obtained from a large number of 
retailers in many lines of trade. 

_ From these statistics it appears the average expense ratio 
of the hardware merchants consulted, based on their selling 
prices, is about nineteen and a half percent. This figure is 
in harmony with the average of the experiences reported to 
us by our customers and, to those of you whose operating dis- 
bursements materially exceed it, I would suggest an earnest 
effort to reduce expenses. 

The magazine table from which I have quoted includes 
the following analysis of this nineteen and a half percent 
average expense ratio. The figures in the second column 
represent the expenses, at these ratios, on an annual business 
of $20,000: 


Percent. 
pce ET og ETE OR EPID 3.41 $ 682.00 
Salaries (including that of the proprietor) .10.11 222.00 
Age eR ESE SP i ga eal 1.12 224.00 
Heat and Light....... iste atti sakes it ai 86.00 
Ss: ES ERRORS Oe aie JI 182.04) 
eR TY 1 Cee ea rm ee 60 120.00 


Euguramee end TOXe6. i 6... 666s cc ceciees . 99 198.00 
RaGTORANLE KDCHSES Hoo iescidnie ernkre Sie seiacores 1.01 202.00 
Depreciation and Shrinkage........... eae: 300 104.00 
ESA OWES fois Siar d ka velwd o SRR Ria narerecs 31 62.00 
bg aan =" 
19.41 $3,882.00 


It is important to remember these percentages are cal- 
culated upon the selling prices. 

A reasonable selling price, of course, makes proper al- 
lowance for the cost of goods, freight, cartage, all of the 
expenses above enumerated, suitable interest on the capital 
investment, interest on borrowed money and losses (if any) 
through declines in prices. 

My purpose is to be helpful, rather than entertaining, in 
what I am saying to you and I should now like to discuss 
for the space of a few minutes a subject to which many 
merchants do not give the serious consideration it really de- 
serves—The Fire Danger and How to Guard Against It. 

It was my privilege to address your Association upon 
this subject some years ago and if there are now here mem- 
bers then present, I hope they will pardon anything in the 
nature of a repetition of what was said at that time. 

Great Fire Waste. 

While it is not possible to give exact figures, the annual 
fire waste in this country must be not far from $250,000,000— 
or something like $450.00 a minute. ; 

Of this stupendous loss as much, perhaps, as $15,000,000, 
or a seventeenth part of the yearly total, is assessed against 
our own state. 

Such profligate misuse of our resources reflects small 
credit upon us as a nation. It is a fact within the knowledge 
of each of us that most of these fires are preventable. In 
the principal European countries, in normal times, the per 
capita fire waste is not a seventh so great as in the United 
States. This teaches us the most important measures by 
which to combat the fire danger are of a preventative na- 
ture. 

The forethoughtful merchant who is about to build will, 
in the early stages of his planning, ascertain how the new 
building will be rated by the underwriters and how, and at 
what cost, the fire hazard and insurance rate may be re- 
duced. 

Among the more fruitful causes of preventable fires are 
defective flues, stoves and heating appliances, electric wiring, 
gasoline and other volatile oils, parlor matches, rubbish and 
spontaneous combustion. 

Preinises Must Be Kept Clean. 

Keep your premises free from accumulations of dirt, 
packing materials and other combustible rubbish. This ap- 
plies especially to roofs, basements, back rooms, closets, attics 
and outbuildings. Piles of oily clothes or rags often produce 
spontaneous combustion. Oils of all kinds, and particularly 
those of a highly volatile nature, such as gasoline, should be 
kept, if possible, in a detached building. 

A supply of galvanized iron pails constantly filled with 
water and stationed in accessible places is a fire precaution. 
The original cost of good chemical fire extinguishers is small 
and the expense of maintaining them trifling. One or two 
of these excellent fire fighters within reach at the right time 
will prove a profitable investment. 

If you do everything reasonably within your power to 
minimize the fire danger, you will be rewarded by a lower 
insurance rate and added security against the interruption of 
your business by fire. 

But, even then, it is not certain you will have complete 
immunity from it. There were 11,605 fires reported to the 
office of our State Fire Marshal in the year 1914. You can- 
not prevent a neighbor’s carelessness. Nor can you erect a 
barrier against a general conflagration. Therefore, under any 
and all circumstances, I urge that you carry insurance—full 
insurance or as nearly full as the underwriters will permit— 
and in carefully selected companies. 

Great Savings Through Hardware Mutuals. 

You are fortunate in having at your command a group 
of Hardware Mutuals which furnish excellent indemnity. 
The oldest of these was organized in Minnesota in 1899. It 
charges regular tariff rates, will underwrite no more than 
$5,000 in one locality, and does business only with the mem- 
bers of the various state hardware associations. By adhering 
to these rules, its losses from general conflagrations and in- 
cendiary fires are reduced to the minimum. Its expenses are 
notably small. 

Of every dollar received in premiums by the stock com- 
panies they pay out, on the average, about forty cents for 
expenses and about fifty-five cents for losses. Last year the 
expenses of the Minnesota Hardware Mutual amounted to 
only nine percent, and its losses to but thirty percent, of its 
premium receipts. 

It will return $213,540.00—half of the premiums col- 
lected during the year—to policynolders and will have left in 
its treasury a residue of more than $90,000 from the year’s 
operations to be passed to the surplus account. 

Its surplus above all liabilities is now $435,000. For eight 
consecutive years it has paid a similar fifty percent rebate. 
It might, if it should elect to retire from business, reinsure 
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in a good company every outstanding policy, pay all unad- 
justed losses and other obligations of whatever nature and 
there would remain, to the credit of the association, a cash 
balance of over $400,000. 

I have referred particularly to the Minnesota Company 
only because it is the pioneer. It is typical of the other or- 
ganizations. Each of the others, as to which I have informa- 
tion, is making a creditable record. 

Ilinois Hardware Underwriters. 

You have reason to be proud of the accomplishments of 
your own Underwriting Department which, throughout its 
existence, has, according to the manager’s report, earned for 
its policyholders savings ranging from a minimum of twenty- 
five percent up to fifty-nine and a half percent of the premi- 
ums collected. Having, during the first three and a half 
years of its operations, made such a splendid record as this, 
the Department should receive your enthusiastic support and 
patronage. I congratulate you upon it. 

In conclusion, let me say, we, in common with all citi- 
zens of Chicago, are sensible of the honor you do us in so 
frequently holding your conventions in this city. 

We are acquainted with most of your members. Many 
of them are lifelong friends and the privilege thus given, of 
meeting them, affords us the greatest pleasure. 

We heartily welcome you again to Chicago and hope this 
visit will be followed by such agreeable recollections as to 
tempt each of you to come often, 


The following committees were announced: 





Sergeant-at-Arms—Martin Engelhart, Chicago; 
and David Zweiffel, Chicago. 
Resolutions—C. H. Williams, Streator; C. B. 


Griffith, Rushville; Fred Geissing, East St. Louis; 
Charles L. Harder, Highland Park; Charles B. Astle, 
Momence. 

Press—Leon D. Nish, Elgin, and R. Y. Wallace, 
Elgin. 
M. 
W. 


Location—George A. Engelhardt, Chicago; 
Fahay, Decatur; George Meyer, Peoria; J. G. 
Dopp, Galesburg; Harry Read, Bloomington. 

Auditing—Charles Kruse, Richmond; A. J. Holmes, 
Belvidere; H. H. Schultz, Bartlett. 

Memoriam—T. J. Mathews, Mount Vernon; D. M. 
Refiar, Ottawa; ]. G. Holsch, Gilman. 

Suggestions—J. KE. Tempie, Fulton, and R. W. 
Brown, |roquois. 

Tellers—J. IE. Voorhees, Bushnell, and Harry C. 
Hill, Fairview. 

Revision of By-Laws—C. A. Evans, Vandalia; EF. 
U. Howell, Dixon; W. B. Costello, Chicago. 

Nominating—G. S. McCurdy, Bloomington; H. E. 
Gnadt, Chicago; J. R. Anderson, Elburn; Fred Wehr- 
man, Goodenow; J. J. Ryan, Geneseo; R. L. Sweet- 
nam, Armington; H. G. Cormick, Centralia; A. C. 
Brefeldt, Trenton. 

H. S. Daniels, of Jerseyville, then took charge of 
the leading the discussion about 
“Trade Building.” It was brought out that many 
hardware dealers have installed Five and Ten Cent 


“Questioneer, ” 


departments and are finding them profitable, both 
from the standpoint of immediate profits and from 
that of securing new customers. 

J. E. Voorhees, of Bushnell, led the discussion on 
“Profitable Lines.” Many members stated that they 
were adding Automobile Accessories and making a 
success of their sale. 

Considerable discussion arose on the matter of 
“Private Brands Versus Manufacturers’ Brands,” but 
the consensus of opinion was that while the jobber’s 
brand might be and in many cases was good value 
the principal effort should be put on the well estab- 
lished lines of manufacturers’ brands. 

The session adjourned at 12:30 P. M. During each 


forenoon session tickets were distributed to the mem- 
bers and their ladies entitling them to a buffet lunch- 
eon which was served in the Armory Annex right 
behind the Convention Hall. This was done to make 
it unnecessary for them to leave the building between 
the sessions. 

The afternoon was devoted to the annual meeting 
of the members of the Illinois Hardware Underwrit- 
ers, a report of which will be found on pages 42 and 
43 of this week’s issue of AMERICAN ARTISAN. 


WEDNESDAY, FEBRUARY NINTH. 

At the Wednesday morning session, which met 
at 9:30 o'clock, President R. L. Mason outlined a 
number of recommendations for the work during the 
coming year. 

Secretary Leon D. Nish, of Elgin, then read his 


annual report, as follows: 
Annual Report of Secretary Leon D. Nish. 


Your Secretary desires to bring to your attention some 
of the phases of Association endeavor in this, his annua! 
report. 

Our President early in the year outlined a plan of co- 
operating with the Secretary’s office which has proven of 
very great service. not only to the Association, but to the 
Secretary’s office, and at all times President Mason has been 
on the alert to make the Association of greater aid to its 
members. 

Four meetings of the Board of Directors have been held 
since the last Convention, at which the needs of the Asso- 
ciation were discussed and plans arranged. The members of 
the Board of Directors through much correspondence have 
been in touch with the office at all times. 





Leon D. Nish, 
Secretary, 


Illinois Retail Hardware Association. 


From the Board Meetings and from the membership at 
large, the underlying business thought seems to be uneasy. 
The conviction seems to be settling upon the retail merchants 
that the times are demanding better merchants, that the con- 
suming public will not be satisfied with indifferent service, 
with indifferent quality of goods, with indifferently kept 
stocks, with indifferent system of buying, on the part of the 
retail merchant. ad 

‘What are the signs of this uneasiness on the part of {he 
Retail Hardware Man? _ 

Very many inquiries have come to the Secretary’s office 
from our membership as to various service schemes and plans, 
as to bookkeeping and store accounting systems that will fit 
stores with stock of from $5,000.00 to $20,000.00. As to 
methods of buying. How to keep a systematic buying ac- 
count. As to standard of efficiency required of clerks, of 
shopmen. As to how much hardware an average family ot 
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five buys in a year. What is the average territory served by 
the average hardware stock? Is the range of trade territory 
increased with the advent of automobiles? Etc. 

That similar queries have been up in other lines of the 
retail trade have been evidenced by the results. 

We have now four states in which the State Universities 
are putting on Short Courses for business men. Minnesota 
was the first, with Illinois, Indiana and Kansas close seconds. 

In view of the fact that the University of Illinois has 
taken up the subject of Short Course for Business Men, I 
would suggest that an expression from the members present 
as to how many would like to avail themselves of future 
courses that might be arranged, should be made. 

Times are changing and this is very strongly illustrated 
by comparing the coal operators’ attitude now with 1901. Now 
by paid advertisements taking the public into their confidence; 
in 1901 President Baer held he had a God given right to 
rule the mining situation and the public had no interest. 

We are fully convinced that the hardware men are more 
fully alive to the need of being thoroughly equipped to con- 
duct a hardware business than are the men in other lines of 
retail trade. 

But we are not so sure that some of our members are 
fully aware of all the advantages the Association has for 
them, or such members would avail themselves of the service 
offered. 

The Price & Service Bureau at the National office, Argos, 
Indiana, has been of very great service, as many here today 
will testify, in locating source of supply on those articles 
which it has been hard to buy right, so as to sell at a profit. 
Yet, I will venture to say there are some members of long 
standing who have never tried out the Price & Service Bu- 
reau. How do you know what the Price & Service Bureau 
can do for you until you give it an honest try-out? You 
would not think of putting a cashier in your store and not 
use her. Then why ask for the Price & Service Bureau 
through your representatives on the National Board and then 
not use the Price & Service? Honestly, you are neglectful 
of a duty to the Association, laying aside the possible duty 
to yourself in not trying out thoroughly the Price & Service 
3ureau at the National office at Argos, Indiana, as that Bu- 





Robert Y. Wallace, 
Assistant Secretary, 


Ilinois Retail Hardware Association. 


reau can only finally determine its worth to the membership, 
by a thorough trial by a majority of the members. 

We have had a few cases of individual complaints, some 
which we have adjusted satisfactorily between both parties. 

We wish to call the attention of our members to be on 
the outlook for standard hardware articles quoted direct to 
consumers in catalogs outside of the well known catalog 
houses and report same to the Secretary’s office, with the 
Price you are paying for the article quoted. This information 
can be used to good advantage in the interest of all our mem- 
bers—the price you are paying, of course, will at all times be 
treated confidentially. 

Freight Bill Audit Great Help. 

. Our Freight Traffic Bureau is now located at the office 
in Elgin, Illinois, and Mr. Hurd, the Traffic Manager, is giv- 
ing this department very careful and faithful service and 


through some additional help, placed in this department, will 
be able to audit freight bills more expeditiously. However, 
of necessity, we would like to have ahead of us in this de- 
partment a generous supply of bills to audit. Through re- 
cent arrangements with the Traffic Manager, where it de- 
velops in auditing your freight bills, any miss-routing is noted, 
he will advise you, that you may request your shipper to ship 
by the most direct route. 

To illustrate with a specific instance: Shipments were 
being constantly shipped by the long route and on five freight 
bills noted, local shipments showed an excess payment of 
$10.00 over what it would have cost if goods had been shipped 
by shortest route. 

For want of proper routing by your shipper, goods are 
frequently charged the full mileage by a round-about way 
over one line which should have been routed to be carried 
to a junction, transferred to another line and go direct, sav- 
ing long haul and mileage charge, all for the want of proper 
routing by shipper. We can only develop what aid we can 
give you by seeing your freight bills and if you want our full 
service send in your freight bills. 

Incomplete description of the manner in which articles 
are packed for shipment invariably results in the highest rate, 
although the Uniform Bill of Lading provides that charges 
must be assessed at destination on the actual articles and as 
shipped, if there is variation from the shipping description. 


Liability Insurance, 


The Employers’ Indemnity Exchange of Kansas City, 
Missouri, which your committee recommended to you sev- 
eral years ago, to take.care of your liability insurance, is 
giving very efficient service: Safety service advice and set- 
tlement of accident claims promptly and properly. 

More accidents have occurred through the slipping and 
falling of ladders; you should see that your ladders are fitted 
with anti-slipping feet and are in good condition at all times. 
Do not let your men neglect a slight scratch or cut; it may 
mean an arm or leg, or-a life. 

I wish to call your attention to the “Safety Bulletins” 
which they will be glad to supply you, if you will write them. 
Those of our members who have not given consideration of 
liability insurance, should do so before-it is too late, as it 
may mean a financial loss greater than could happen by a 
fire, on top of the loss of a valuable employe. 

The past year has been one of the busiest years the 
Secretary’s office ever experienced. 

The office force now consists of Secretary, Assistant Sec- 
retary, Traffic Manager, two bookkeepers and two stenog- 
raphers and Field Secretary and Inspector, J. Hugh Weilepp. 
With this force the work of the Association proper is looked 
after, besides the Insurance Department and Traffic Depart- 
ment, and the Secretary desires to say that he appreciates the 
very cfficient co-operation that he has received from these 
aids. 

The receipts by the Secretary are $8,223.69, which has 
been turned over to Treasurer. 

Disbursements by Voucher, total $10,633.48. 

Cash in hands of Treasurer Sommers last audit 

EPRI ERE eRT Sala icaay Sache indnsianay avg S9 cose. ele arelove-o4 $ 2,813.48 
Turned over to Treasurer Arnold, as per above.... 8,223.69 

$11,037.17 


PESB) V OUCHOPS TAWIh T9UG ccs ore ace cic eis! wclacmewereen 10,633.48 


Gash-onvland Tantary i, 19IG...c sks ses cscewds. $403.69 
Treasurer C. I. Arnold, of [vanston, then sub- 
mitted his annual report, which was referred to the 
Auditing Committee. 

Lewis C. Abbott, Marshailtown, lowa, former pres- 
ident of the National Retail 
was then introduced and spoke briefly on the work 
which that organization is doing to bring about better 


conditions in the hardware trade all over the country. 


Hlardware Association, 


The remainder of the session was devoted to the 
H. Wiiliams, of Streator, leading 
Towne, Argos, 


‘Questioneer,” C. 
the discussion on 
Indiana, explained the operation of the Price and 


“Buying.” A. FE. 


Service Bureau. 

Adjournment was then taken for luncheon and the 
session met again at 2 o'clock for the remainder of 
the program planned for the forenoon. 

F. C. Thorp, Versailles, Missouri, vice-president of 


the Missouri Retail Hardware Association, led on 


“Selling” and G. M. McCurdy, of Bloomington, had 
charge of the discussion on “Profit,” while C. A. 
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Evans, of Vandalia, was the leader on “Cash and 
Credit,” and P. T. Lambert, of Kankakee, on “Col- 
lections.” 

THURSDAY, FEBRUARY TENTH. 

The first part of the murning session was devoted 
to discussions of problems in the “Questioneer,” being 
led by Vice-president James P. Brown, of Hillsboro, 
on “Jobbers,” and E. FE. Johnson, of Peoria, on “Lo- 
after which Stanley L. Krebs, of Phila- 
the [Business 


cal Clubs,” 
delphia, spoke on “Two Snakes in 
Brain.” 


Bevan Lawson, salesmanager of the AutoStrop 





Cc. E. Arnold, 
Treasurer, 
Hardware Association. 


Illinois Retail 

Razor Company, New York, explained in a very clear 
manner the provisions of the Stephens Bill to Regulate 
Re-Sale Prices. 

J. I. Graham, of Jacksonville, was then called upon 
to recite a poem entitled “Qur Flag.” 

After the buffet luncheon, the various committees 
gathered to consider the matters which had been re- 
ferred to them for consideration. 


FRIDAY, FEBRUARY ELEVENTH. 

The “Questioneer” was an important feature of the 
‘riday morning session. |. J. Ryan, of Geneseo, pre- 
sided over the discussion on “Merchant and Farmer” ; 
‘Otto R. Schultz, of Danville, led on “Association,” 
while Ben S. Murray, of Olney, had charge of “Con- 
ventions.” 

The following were then chosen by ballot as dele- 
gates to the National Convention, to be held in Bos- 
ton, June 12, 13, 14 and 15: 
Engelhardt and S. J. Koehler, Chicago; 
| et # Elburn; R. L. Mason, Canton; 
Charles Johnson, Peoria; A. E. Brefeldt, Trenton, 
J. H. Vawter, Salem; Leon D. Nish, Elgin. 

Roy Williams, of Decatur, led the discussion on 


, 


George A. 
Anderson, 


“Trade Papers.’ 


Robert Y. Wallace, of Elgin, assistant secretary, 
had charge of “Insurance.” 

The session adjourned at 12:30 P. M. for luncheon 
to convene again at 2:30 P. M., at which time the 
committees rendered their reports. 

Report of Resolutions Committee. 

3e It Resolved, That we, the representatives of 1,800 
hardware merchants of the great state of IIlinois, in con- 
vention aseembled— 

Do express our hearty appreciation to the Ladies of the 
Chicago Retail Hardware Association and of the Hardware 
Club for the deligotful courtesies extended to our ladies. 

To the members of the above organizations for their loyal 
support and co-operation. 

To the manufacturers and jobbers who co-operated in 
making our exhibit a success. 

To the visiting members from other states and officials of 
our National Association, who contributed to our program. 

To the Hardware Trade Press for their fairness and loy- 
alty to the support of the hardware movement. 

Whereas, We believe that the Hardware Underwriters of 
Illinois is the most upt-o-date form of Mutual Insurance and 
ultimately the cheapest—be it resolved that we urge every 
member of our association to carry the maximum amount of 
insurance that he can in our company and co-operate with 
our fire marshals and local officials, to help diminish the 
present appalling fire waste. 

Resolved, That we endorse the movement to secure one- 
cent letter postage for first class mail. 

Resolved, That we endorse and urge upon our Senators and 
Representative in Congress to use all honorable means to 
secure the passage of the Stevens-Ayres Standard Price Bill 
and the bill for the control of advertising. 

Whereas, We believe that it is to the mutual advantage of 
the workman, the farmer and the merchant that we have 
more rapid, permanent road improvement throughout the 
state—be it resolved that we urge legislation that will enable 
the State to issue good roads bonds of equal amount that 
any county will issue and place same at the disposa! of said 
county for constructing state aid roads. Coupled with this, 
we would suggest wide tire and traffic regulations that will 
conserve the investment. 

Our Secretary is requested to see that copies of the reso- 
lutions relating to legislation be sent to all our Representatives 
and Senators, both State and National. 


The election of a treasurer, to take the place of ©. 
Ie. Arnold, of Evanston, and of three directors, to 
succeed William M. Powers, Chicago; Charles Robin- 
son, Springfield, and Charles T. Woodward, Carlin- 
ville, resulted in the re-election of Mr. Arnold as 
treasurer and the election of George A. Engelhardt, 
Chicago; Charles Robinson, Springfield; J. R. Ander- 
son, Elburn, as directors. 

The Executive Committee consists of the follow- 
ing: George A. Engelhardt, Chicago; Charles Robin- 
son, Springfield; J. R. Anderson, Elburn; John Schu- 
berth, Chicago; A. E. Marcott, Kankakee; J. H. \ aw- 
ter, Salem; H. S. Daniels, Jerseyville; C. A. [:vans, 
Vandalia. 

The Executive Committee will decide later on the 
place for the 1917 Convention. 

After a discussion on “Legislation,” led by R. L. 
Sweetnam, of Armington, and “General Topics” pre- 
sided over by H. K. Johnson, of Alton, the Conven- 
tion adjourned sine die. 


+ee 


ILLINOIS HARDWARE UNDERWRITERS HOLD 
ANNUAL MEETING. 





The Annual Meeting of the Illinois Hardware | 1- 
derwriters was held Tuesday afternoon, [February 
ninth, at the Seventh Regiment Armory, Chicago 

After the reading of the minutes of the previous 
meeting the report of the Advisory Committee was 
read by Vice-Chairman James E. Voorhees, of Bush- 
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nell, who presided in the absence of Charles T. Wood- 
word, of Carlinville, who was appointed a delegate to 
the Convention at Washington, D. C., of the Chamber 


of Commerce of the United States: 
Report of Advisory Committee of Hardware Underwriters. 

Your Advisory Committee of Subscribers at Hardware 
Underwriters wish to make the following Report for the year 
1915: 

The department has been in a very healthful condition 
and amount at risk is increased from one million dollars on 
January 1, 1915, to two million dollars on January 1, 1916, 
and we’ are building our third million now. 

The Committee has kept in constant touch with the office, 
the management and finances have been carefully checked and 
the funds duly certified by the banks, so that the interest of 
the policy holders is conserved. 

The following report shows the Receipts and Disburse- 
ments during the year and the Assets and Liabilities: 


Receipts. 
Cash om tad January 1, 1915... 5.6.5.2..0..6 00000 $16,235.19 
Gross Expense and Guarantee Fund............... 28,103.78 
(IN 5k wind evens occ sheave dew 'naws 5.65 
PRetMOPICCIMSUTANCE g3ch. cess cosas dese ed alte 216.75 
Be ies os a sce ab Son Salem nwa 282.40 
Pi, UES TUQGNE ss 5. <5 ses cosas arccceee 13.93 
FORCE GR AN IMETESS 2 oy claiaveislals sacs a. aaalbietaiaia tte wiaielwiaelele 20.00 


Transferred to Surplus and Reserve Account from 
Savings 2,941.44 


$47,819.14 


Total Receipts 


Disbursements. 


Losses: $14,443.78 Less Reinsurance, $3,502.42—....$10,941.36 


mee UE Te Lt day ECC Sa ne 184.41 
Expense Advisory Committee................0506. 150.00 
Refunded Account Revised Rate................... 71.50 
Retind Surpitis and Reserve... ss... 66... edsessisiass 139.69 
Savings to Subscribers: 
By? WNC RODS (Casillas iss 6s,ci0.4 ois j05 2 ts 3s 0's $3,325.30 
Transferred to Surplus and Reserve... 2,941.44 
A SAMI S Fa Sieceisis ses kpseercis eel —#_——— 6,266.74 
TEU ISTE 32 i RAN ere one ee ee 1,558.83 


Attorney and Manager Commissions, including Sal- 

aries, Office and Soliciting Expenses............. 
Sundry Items 
Fire Marshal Tax 
Excess Payment 


6,217.46 
62.50 
25.75 
20.00 
$25,638.24 

22,180.90 





Total Disbursements 
Cash on hand December 31, 1915............... 


$47,819.14 





Assets. 

CESS Te! 01 2 $22,180.90 
Gross Expense and Guaranteed Deposits: 

Dise trom: Subscribers. 6 ...s:s.5 0. esas $2,419.35 

Less Reimsurance .............. $270.11 

Amd COMMMSSION ... 66.05.5065 532.25 802.36 
Net Expense and Guarantee Fund Due............. 1,616.99 
on RES ee nee ee errr 40.45 
ee 29,111.63 


$52,949.97 


; Liabilities. 
Net. E. & G. Deposit to Credit of Sub- 
IO ee eT Tee $18,595.99 
IN ph Ci iventadeneuana 270.11 
ernst $18,325.88 


Surplus and Reserve to Credit of Subscribers...... 5,472.01 
Guarantee Subscriptions of Subscribers............ 29,111.63 
Interest Due Subscribers 





$52,949.97 
Results. 

Savings to Subscribers have averaged from organization 
40 per cent of the Deposits (premiums). Insurance in force 
increased from $1,057,807.00 to $1,890,014.01. 

Full and complete Report filed in office of Superintendent 
of Insurance of Illinois, at Springfield, Illinois. 

Losses paid during 1915, $14,433.78. 

Of the above loses, we had re-insurance making the net 
loss $10,941.36. Of the above loss, 58 per cent of the fires 
have originated outside of the risk of our policy holders and 
42 per cent on the risk covered by our policies and that old 
query bobbs up, “Am I my brother's keeper?” 

You are vitally concerned how your neighbor’s risk is 
kept and your neighbor is concerned how you keep your 
risk. Are you, is he, doing everything possible to prevent 
hire? Have you metal cans for oily rags? Do you keep 
rubbish cleaned up? How about the condition under that 
Stairway? Any danger of spontaneous combustion there? 
Do you use a flashlight to go into a dark corner of base- 
ment, or do you take chance on the head of a match falling 
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into a bunch of oakum? The courts are holding in some 
states that the owner of the property is liable for loss from 
a careless fire. 

Our Insurance Department is worthy of and deserves the 
support of every member of the Association. It has made a 
record for the time of its existence, not exceeded by any 
other Mutual. 

The savings shown have never been less than 25 per 
cent and have been as high as 59% per cent of the deposit 
(premium), with an average covering our entire existence, 
to date, of 40 per cent, or 15 per cent greater than the divi- 
dends of older Mutuals for the same period of their existence. 

In closing the Committee desire to request every. member 
of the Association to become a booster of this department 
and in that way boost the whole Association work, and if 
any of the members have an opportunity to take a look in 
our office at 19 North Spring street, Elgin, Illinois, they will 
be welcome and find an active, up-to-date office and equip- 
ment, of which every member may be proud. 

Committee: C. T. Woodward, J. E. 
Gnadt, William Bittel and T. J. Mathews. 


This was followed by the election of Charles T. 
Woodward to succeed himself on the Advisory Com- 


Voorhees, H. F. 


inittee. 
After Secretary Leon }). Nish 
“Questioneer” on Insurance the meeting adjourned. 


had conducted a 





ee 


CONVENTIONALITIES. 


The Maytag Company, Newton, lowa, exhibited 
their various types of washing machines to many in- 
terested dealers. C. C. Long, Robert Brannigan and 
J. L. Collins took care of the visitors. 

The many different tools of the Vaughan and Bush- 
nell Manufacturing Company, Chicago, were at- 
tractively displayed, the exhibit being in charge of 
Irving S. Kemp, Gus Ruhling and R. G. Perkins. 

Charles Peffley, Thomas Delaney and John C. 
Buckley looked after the interests of the George MM. 
Clark and Company, Division of American Stove 
Company, Chicago, and showed the Clark Jewel Oul 
and Gasolene Stoves. 

Krank E. Beeth, of Tanner and Company, Indian- 
apolis, was present and was greeted by his many 
friends. 

The Brier Hill Steel Company, Chicago, was rep- 
D. Caldwell, E. E. 
H. Haney 


resented by Joseph A. Rees, J. 
leonard, A. L. Brown, Tom Kendall, J. 
and J. W. Black, who greeted many of their friends 
among the hardware dealers. 

J. E. Dekker looked after the interests of the Buf- 
falo Sled Company, North Tonawanda, New York, 
who were displaying their snow shovels, sleds, racers 
and auto-coasters. 

Much attention was given to the exhibit of the 
Auto Strop Safety Razor Company, New York City ; 
tags were distributed to the visitors and their safety 
razors presented to those finding others with corre- 
Bevan 


sponding numbers on their tags lawson, 


Harry H. and P. H. Henoch were in charge. 

Harvey Manny of the Boynton I‘urnace Company, 
Chicago, was kept busy greeting his numerous friends 
among the Illinois dealers. 

The Milwaukee Corrugating Company's exhibit 
was in the form of a handsome pagoda, entirely made 
of sheet metal, showing their metal 
R. J. Schuppener, Assistant Sales 
did the 


various sheet 
building products. 
Manager, F°. D. Naylor and W. FI. 
honors. 

C. J. Stratton, ably assisted by his charming wife, 
had charge of the Champion Stove Company's ex- 


(seist 
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hibit, showing their stoves and ranges to the visitors. 

The Richards-Wilcox Manufacturing Company dis- 
played their door hangers and other hardware special- 
ties through their representatives Jesse V., R. J. and 
J. H. Wise, E. E. Hudson, W. C. Gage, J. E. Kuzera 
and M. D. Jones. 

The Tuttle and Bailey Manufacturing Company, 
New York and Chicago, were represented by A. S. 
Robertson, F. N. Cooper and Bob Ketting, who 
showed their different styles and sizes of sidewall, 
baseboard and floor warm air registers. 

Joe” Kalter was on hand greeting his friends, to 
whom he distributed handsome match boxes. 

C. Miller W, Rodgers and J. A. Van Natten were 
shaking hands with their numerous friends and 
explaining to other dealers the many striking features 
of Monarch malleable iron ranges. 

R. C. Lindsey and M. Wright greeted visitors to the 
exhibit of milk cans and kindred lines of the Sturges 
and Burn Manufacturing Company. 

The exhibit of the Bullard and Gormley Company 
was one of the centers of interest; the visitors were 
greeted by W. T. Gormley, J. J. Wheeler, Louis 
Kumpfer, William Krause, Bert Thomas and Arthur 
Bliss. 

“Joe” Storey and A. F. Sheehan were greeted by 
their many friends among the hardware dealers who 
sell warm air heaters. 

J. E. McLaughiin, of fhe In-Vu Manufacturing 
Company, Rochester, New York, made his headquar- 
ters at the exhibit of the Rehm Hardware Company, 
which is distributing the In-Vu mail boxes in the 
Chicago territory. 

D. H. Walker, I°. H. Leevy, G. A. Coon and W. W. 
Barrick were busy showing the features of the Ajax 
warm air heaters and Red Cross stoves and ranges 
of the Cooperative loundry Company, Rochester and 
Chicago. 

The Winchester Repeating Arms Company was rep- 
resented ably by A. H. Ammann, W. B. Burton, C. L. 
Sylvester and I. G, Bills. 

N. A. Tighe, H. D. Bell and I. Hummell did the 
honors for the Germer Stove Company, Erie and 
Chicago, and explained the important points about 
“Radiant Homes.” . 

The Rehm Hardware Company, Chicago, had a 
large exhibit featuring well known trademarked lines, 
among them Disston saws, Nicholson files, Stanley 
rules, levels and kindred tools, In-Vu mail boxes and 
Yankee tools. They were represented by C. G. Barth, 
J. A. Maier and G. C. Brockhouse. 

J. H. Darrow greeted visitors to the exhibit of the 
Northwestern Stove Repair Company. 

P. D. Shelmire, of the Friedley-Voshardt Company, 
greeted his many friends with his pleasant smile. 

In the joint exhibit of F. Meyer and Brother Com- 
pany and Meyer Furnace Company, Peoria, Illinois, 
Dirk Meyer, W. M. Bivens and C. C. Matteson dis- 
tributed flag souvenirs of Handy furnace pipes and 
fittings, cartridge pencils, needle books, etc. 

H. W. Beegle, of the Coulter-Beegle Sales Com- 
pany, Chicago, was much in evidence, both in the ex- 
hibit hall and in the convention sessions. On Thurs- 
day during the discussion on “Local Clubs,” the chair- 


man, E. E, Johnson of Peoria, called Mr. Beegle to 
the rostrum to speak on this subject of which he has 
made an extensive study. 

The Allied Sheet Metal Contractors’ Association of 
Chicago, through the courtesy of President Mason 
and Secretary Nish, had a booth where they enter- 
tained visiting hardware dealers who operate sheet 
and metal shops and showed them the many advan 
tages of being members of the sheet metal association 
in their respective locality, as well as of the state or- 
ganization. A number of applications for member- 
ship were taken. Vice-president Roy E. Purple, Sec- 
retary O. M. Bales, Governors Emil Renisch, M. L. 
Jennings and John Peterkin, together with Edward 
Bloomer and other members were in attendance, and 
Messrs. Cook, of the Wheeling Corrugating Company ; 
Caldwell of the Brier Hill Steel Company ; Shelmire 
of Friedley-Voshardt Company, and “Andy” Dease, 
of Utica Heater Company, did yeoman service in 
bringing visitors to the booth. 

“Deacon” Salisbury, of Iver Johnson’s Arms and 
Cycle Works, Fitchburg, Massachusetts, was one of 
the busy men at the Convention greeting the dealers. 


— 
we 


VISITING LADIES OF ILLINOIS HARDWARE 
DEALERS WERE SPLENDIDLY 
ENTERTAINED BY CHICAGO 
HARDWARE LADIES. 





The entertainment provided for the ladies of the 
visiting delegates to the Illinois Retail Hardware Con- 
vention was planned and carried out in splendid man- 
ner by the committee headed by Mrs. John C. Schu- 
berth, wife of the president of the Chicago Retail 
Hardware Association, the other members of which 
were Mesdames Gustav G. Engelhardt, Grant W. 
Porter, red Ruhling, John Hora and Simon J. 
Koehler. 

This Committee also had the cooperation of the 
Ladies’ Auxiliary of the Hardware Club of Chicago 
which took charge of the entertainment of the visit- 
ing ladies. 

On Tuesday afternoon, February eighth, a recep- 
tion was held at the rooms of the Hardware Club fol- 
lowed by a Matinee party at the fine new Strand 
Theatre. 

Wednesday afternoon, as mentioned in the fore 
going, the ladies were entertained at very enjoyable 
party by the Ladies’ Auxiliary of the Hardware Club, 
where four hours passed away very quickly with 
cards and an exceptionally fine musical program in 
which Miss Effie Brewer sang three beautiful solos, 
Miss Nellie Quinn rendered several fine violin solos, 
accompanied by Miss Loretta Hickey, and the Amer- 
ican Lady Quartette, consisting of E. Maie De 1a 
Barre; Loie M. Billings; Elsinore Conners and Mabel 
IL. Kindburg, gave a number of vocal selections. [-x- 
ery one who took part in the concert was greatly 
applauded and fully entitled thereto. 

After the program the ladies enjoyed a social hour 
while dainty refreshments were served, and short 
talks were made by Mesdames John C. Schuberth, 
Allan J. Coleman, Harry 8. Macrae on behalf of the 
Chicago ladies, and Mrs. A. E. Marcotte, of Kanka- 
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kee, for the visitors. Daniel Stern, of AMERICAN 
ARTISAN, also made brief congratulatory remarks. 

The prizes for the games were awarded as follows: 

Visiting Ladies—First prize, Mrs. A. E. Marcotte, 
of Kankakee; second prize, Mrs. C. H. Williams, of 
Streator; booby, Mrs. James P. Brown, of Hills- 
boro. ; 

Other Hardware Club Guests—Mrs. McAvoy. 

Hardware Club Members—First prize, Mrs. A. J. 
Klein; booby, Mrs. George H. Beaudin. 

Thursday afternoon the visiting ladies met at the 
Hardware Club and attended a Matinee at the Palace 
Theatre, followed by a banquet at the Hardware Club, 
to both of which the Ladies’ Auxiliary of the Club 
were invited as guests of the Chicago Hardware La- 
dies’ Committee. 

Returning from the theater the ladies spent a very 
pleasant hour singing, story telling and dancing, Mrs. 
Amelia Dickhut presiding at the piano, and Mrs. A. 
3. Carroll acting as choir master. 

The menu was excellent, and the Dining Room 
was beautifully decorated with carnations and hy- 
acinths. 

Mrs. John C. Schuberth spoke briefly voicing her 
pleasure over having had the opportunity to form so 
many new acquaintances and expressing the hope that 
at some future time the Chicago hardware ladies 
would again be privileged to entertain their out-of- 
town hardware friends. She also urged that those 
who expected to attend at future conventions would 
make it a point to so notify the ladies’ committee of 
the convention city beforehand, in order that the best 
possible arrangements for their entertainment may be 
made. 

Mrs. Allan J. Coleman spoke on behalf of the ladies 
of the Hardware Club and Mrs. Leon D. Nish, of 
Kigin, on behalf of the visiting ladies. 

The affair was not “Adamless’” altogether, for 
Harry Cormack, of Centralia, and Daniel Stern, of 
AMERICAN ARTISAN, were present and made short 
congratulatory addresses. 

riday afternoon this committee was again host to 
the visiting ladies and a high class moving picture 
show was the form of entertainment. Light refresh- 
ments were served upon returning to the Hardware 
Club. 

From every hand compliments and congratulations 
were showered upon the Chicago ladies for the splen- 
did manner in which they had provided for the com- 
fort and pleasure of the visiting ladies, and Mrs. John 
C. Schuberth and her committee as well as the Ladies’ 
Auxiliary of the Hardware Club will long be remem- 
bered in friendly appreciation by the ladies who were 
so finely entertained. 





INTERESTING PUBLICATION ON FILES. 


The Nicholson File Company, Providence, Rhode 
Island, offers to the trade a very interesting little book- 
let on files, entitled “File Filosophy.” It contains the 
most important portions of the original complete treat- 
ise on files written in 1878 by the founder of the Com- 
pany, these being a general description of files, their 
common applications and hints on filing, all revised 


and brought up to date. The Filosophy is strictly im- 
partial and its contents apply to all files alike. The 
manufacturers state that while they have full con- 
fidence in their products as best representing the per- 
fect file and the magnitude of production and sales 
seem to justify this contention, still it would diminish 
the value of the booklet to have the personal enter too 
prominently into its pages, and so they leave the mat- 
ters of comparative merit to the judgment of the great 
body of file users and simply hand this little Filosophy 
to all who are interested, with the hope that it may be 
of service and therefore appreciated. The booklet is 
intended to accompany and supplement the Nicholson 
file catalog and both may be obtained by applying to 
the Nicholson File Company, Providence, Rhode Is- 
land. 


INDIANA HARDWARE DEALER PUBLISHES 
INTERESTING STORE PAPER. 


Publishing his own newspaper to further the inter- 
ests of his store is the novel advertising method em- 
ployed by E. Hackley, a retail hardware and house- 
furnishings dealer of Earl Park, Indiana. 

lor the past three years Mr. Hackley has issued 
“Hackley’s Store News,” a four page monthly paper 


DEMON DRUDGERY'S DOOM: 


CLEAN fT UP GOOD ny Now PuT 
> 











AND SHINE THE 
LEGS! 
































erects Ame pene ML over | ¢ — (ey |S 
THE AOUSE' i Fr = 
Giiil AN 
— ra 
-—/DARN THOSE \ — 


novannces)t Mga 
Y \ 














We sell the Dope to Doom the Demon 


E. HACKLEY. 


Sketch Series Advertisement in Store Publication. 


containing a considerable number of local items which 
tend to make it of interest to every member of the 
community. Interspersed with these notices and 
news items are short paragraphs calling attention to 
various lines in stock. Regular newspaper style ad- 
vertisements are also inserted and the advantages of 
certain devices are impressed upon the reader .by 
means of series of comic sketches. ‘The series repro- 
duced herewith, entitled “Demon Drudgery’s Doom” 
indicates that a great amount of the drudgery in 
housework may be eliminated by purchasing the 
Monarch malleable iron range. 

According to Mr. Hackley, the newspaper goes into 
every home in Earl Park and vicinity. Simce his pa- 
trons are invited to contribute items and the subscrip- 
tion price is “your good will,” it may readily be con- 
cluded that the little publicaticn has a host of inter- 
ested readers, and also that it is a good advertising 
medium—which is the main point, of course. 
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South Dakota Retail Hardware Dealers 


Convene at Sioux Falls 











The Annual Convention of the South Dakota Retail 
Hardware Association was held in Sioux Falls, Febru- 
ary 1, 2, 3 and 4, and was well attended. 

The business sessions were held in the afternoon of 
each day at Gilbert’s Hall while the Exhibit was in 
the Auditorium. 

TUESDAY, FEBRUARY FIRST. 

Session opened 2:15 P. M., Tuesday, February first, 
with President H. C. Parker in the chair. After the 
invocation by the Reverend Best and a vocal solo by 
Miss Palansche, Mr. Larson, Assistant City Attorney, 
delivered the address of welcome on behalf of the 
mayor. 

The response on behalf of the Association was deliv- 
ered by F. I. Pixley, Montrose, after which D. 
Fletcher Barber, President of the National Retail 
Hardware Association, was introduced and spoke as 


follows: 
National President Barber’s Address. 

| am a hardware man just like the rest of you and I have 
come several thousand miles to see you on my way back from 
the Northwest and Spokane, where | attended the Oregon 
and Pacific Northwest Hardware Conventions. [ did not like 
to get up at three o’clock to come here but I have kept to my 
schedule so far and I intend to do so the rest of the time. 

I have found hardware men about the same everywhere 
I go, and I like to be known as a hardware man. Our Gov- 
ernor made a statement years ago that he thought that was 
true of any proposition; he also stated another fact which 
was quite illuminating and encouraging when he said, “Men 
in our business had to be good men or they would go down; 
it is the material that counts and they have to have good 
men.” 

I bring to you the greetings of the National Association 
composed of some 15,000 members, more or less, scattered 
over 43 states. We have not many organizations; they are 
more in groups all over the United States, and I bring you 
greetings from them all. 

It is almost impossible to do anything together until we 
get to know each other, get together and know what kind of 
a man your competitor is; get together, know each other, and 
you will do better. If you don’t know one another at all, get 
together and sign to go together and organize. 

We decided we ought to organize and in two weeks we 
started what is now the oldest Association in the country. 

When at Portland, Oregon, I received your Secretary’s 
telegram extending the greeting of your Association to the 
Oregon Association and they were very glad to get it. I 
wish now to extend the greetings of that organization to you. 

We want you to come in June to our National Conven- 
tion and bring your wives and sweethearts and we will try to 
make it pleasant for you. We are not as large as some of the 
Western states but we will try to make it extremely pleasant 
for you. 

I wish only to bring these words of greeting to you today 
and I would like to meet you all while I am here and I hope 
your stay here will be pleasant and profitable. 


Secretary E. C. Warren made the announcement 
that the exhibit hall would be open Thursday after- 
noon to the people of Sioux Falls. 

President H. C. Parker, Murdo, then delivered his 
annual address, as follows: 

Annual Address of President H. C. Parker. 


Eleven months have passed since our last convention. 

The nations of Europe are still engaged in the greatest 
conflict of history; no one can tell when it will end or what 
will be the final effect on American business. 

From a strictly selfish standpoint the condition of the 
Hardware trade is vastly better than a year ago, but we 
must remember that the economic conditions of the world 


powers of Europe cannot be so broken up without affecting 
our nation to some extent. 

With the sharp advances in almost all lines we repre- 
sent, the temptation to purchase too much stock is very 
strong, and we should be very careful in this regard not to 
contract heavier obligations than we can readily meet when 
due. 

The need of a closer touch by each retailer with the 
expense of his business is imperative. The probable increase 
in Federal taxation in some form, together with the constant 
increase in the cost of doing business, makes it necessary 
that every dealer have a record of this item of expense, so 
that he may mark his goods at a selling price that will give 
give him a fair profit. 

Most of the Hardware dealers have improved greatly in 
the past few years in the best methods of purchasing, but 
we can do better in this. department. 

In this connection | cannot emphasize too strongly the 
value to every Hardware Association member of the Price 
and Service Bureau of the National Association, at Argos, 
Indiana. 

There is no dealer in the State but what has some items 





H. C, Parker, 
President, 
South Dakota Retail Hardware Association. 


that someone is underselling him on. Do not think your 
competitor is losing money on these items. Write the Price 
and Service Bureau for information as to where these arti- 
cles can best be purchased. If you contemplate improvements 
in store equipment, and are undecided as to what to buy, 
write the Price and Service Bureau; they will help you and 
give you the experience of other retailers on the question. 

Again let me impress upon you that nothing has ever 
been done by the National Association which is of any more 
benefit to each of us than the Price and Service bureau. 
but, Gentlemen, they cannot help you if you are not interested 
in your business enough to write them and ask them ques- 
tions. 

Saving on Fire Insurance Premiums. 

Our State Association is in position to save you from 
$33.00 to $50.00 on every One Hundred Dollars of Fire In- 
surance Premiums you pay. See your State Secretary 1 
regard to Insurance. 

Perhaps your freight bills have no errors in them, but 
I found mine had and I think yours have. Your State Asso- 
ciation has a reliable Auditing connection whereby you get 
50 percent of all money collected on claims, and without 
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Bring or send them by Express to your 


any expense to you. 
State Secretary. 

The Collection Department of the State Association will 
help you with your slow accounts many times. If you have 
some you cannot collect take the matter up with your State 
Secretary. 

Your four delegates, Messrs. Warren, Rummel, O’Dell 
and myself, together with Messrs. Anderson and Pixley were 
in attendance at the National Convention at St. Paul, and | 
wish that more members would attend these conventions. 

Our National Association is possibly the most favorably 
recognized of any of the National Retail Associations and our 
relations with both the Manufacturing and Jobbing Inter- 
ests are very friendly. 

The desire of the National Association and Officers at 
the St. Paul Convention was to be of help to each of us in- 
individually and to the Hardware Trade as a whole, and they 
stand ready to assist you in any way. 

Commends Work of Secretary Warren. 

The condition of our State Association will be more 
fully covered in your Secretary’s report. Suffice to say, that 
during the past year Mr. Warren has devoted his entire 
time to your interests. He has made four trips in different 
parts of the state calling on as many dealers as _ possible, 
and I wish that our finances had been large enough to have 
permitted him to see every dealer in the state. 

Your State Association is in better condition financially 
and in the interest taken by the members than ever before, 
and I want to thank each member of the Association for 
the interest he has taken and the help he has been during 
the past year. 

The South Dakota Retail Hardware Association is just 
what the members make it, and it is a known axiom that you 
cannot get good out of something you have not put any- 
thing into, and so it is with your Association, if you put in 
whole-hearted co-operative interest, you will be helped. 

I trust each of you realize the debt of gratitude you owe 
your Secretary, Mr. E. C. Warren, for his efforts in behalf 
of you and your Association. 

To the Representatives of the Manufacturers, Jobbers 
and Trade Press who are with us at this Convention, I wish 
to express my appreciation of your attendance and of your 
help the past year and I hope our Association may continue 
to merit your favor. 

In conclusion, let us all join in the wish that the great 
European war may end as soon as possible, and that the 
President and Congress of the United States may give very 
careful consideration to the important problems before them 
at this time. 

The report of Secretary E. C. Warren was then 
read, as follows: 
Secretary E. C. Warren’s Report. 

Our Hardware Retailers are slowly waking up to the 
fact that this Association is working along lines of service, 
in giving them an unlimited amount of assistance in their 
business, and those who are not receiving it are too indiffer- 
ent to ask for it, or pay no attention to letters referring to 
matters which may be of value to them. 

We even have Members who pay their Dues under pro- 
test, when they are receiving many times this amount in divi- 
dends from their Hardware Mutual policies which are made 
possible by the co-operation of this Association and the others 
affliated with the National Association. I believe that some 
of our Members are overlooking a good proposition, in not 
carrying the limit of this Insurance, and taking the easy 
yrofit. 

’ Members Do Not Use Price and Service Bureau. 

Our Price and Service Bureau, which the National Asso- 
ciation has established at a large expense, to give Price ad- 
vice to our Members, and is of the greatest value to them. 
is having a hard struggle, not to furnish a reliable and im- 
portant service, but to get the Members to use it. Now why 
is this? Are our Retailers absolutely satisfied with price 
conditions in the State, or is it indifference? Many of the 
States are showing a much larger interest in this service 
than we are, and I[ feel sure that conditions are very much 
the same, in this regard, as here. 

I wish that every member here would try this Service, 
and | know that vou will be amply repaid for the slight 
trouble that is involved in writing to them, which is all 
that the service costs: and keep in mind that both the Na- 
tional Association and this one also, are striving to give 
every possible assistance to the Members. 

The Freight auditing department has taken care of a 
largely increased volume of business this year, having filed 
Claims amounting to over $1,800.00, which you will find in 
detail in the latter part of this Report; but for all that, we 
have only had a small percentage of the Hardware freight 
bills of the State. 

Warns Against Private Freight Audit Concerns. 

I also find many that have paid some solicitor $1000) 
in advanee for the privilege of having their Freight Bills 
audited, which is a graft, pure and simple, and of which 
all have been warned many times. 
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At the meeting of the National Association of Hard- 
ware Secretaries, we used the Question Box idea entirely, 
on a plan which has been adopted for use at this Conven- 
tion, and had the most helpful meeting that we have ever 
held, and I hope that all will be active in the discussions, 
and give of your knowledge and experience, that you may 
receive much in return. 

The greatest change in business methods came with the 
One-Price System. The old idea was for the seller to get 
as much as he possibly could for everything that he sold; 
nothing was guaranteed, and anything that you paid for 
and in your hands was beyond recall. “Business is Busi- 
ness” was a maxim that covered many sins; but this kind 
of business has had to go. The self-preservation of the 
race demands honesty, square dealing and one price to all. 

The change came after a struggle, and we are not quite 
sure of the One Price yet. The Stevens Bill, to permit the 
naming of resale prices on standard advertised goods, will 
soon be before Congress again, and I hope that when called 
on, you will do your part to help its passage. 

Who Opposes Stevens Bill? 

The opponents of this measure are the large department 
stores, mail-order houses and chain stores, who fatten on 
the cutting of prices on standard goods, of which one-half 
of your business consists, and making up on the others in 
their large and varied stock, on which the public is not 
posted; and they make it up, rest assured of that, as you all 
know by the large dividends paid by them. Their cost of 
doing business is far greater than yours, as shown by Pro- 
fessor Neystrom before the Judiciary Committee of the 
House, on March 19, 1914, that the average cost of doing 
business to the small Retailer, is from 15 to 18 percent, and 
to the large department stores and mail-order houses, from 
27 to 30 percent. 

The only reason of their strength in opposing this Bill, 
and of their success in getting practically what they want, is 
their working, individual interest in their organization; and 
while the Retailers’ organizations are much greater, numeric- 
ally, and should be able to exert a strong influence for good 
laws, they lack the individual effort that get results, the 
greater portion of their Members having a tendency to “Let 
George do it” and hope that it will come out all right, without 
bother to them. 

I hope that you will all take an individual interest in 
all of these questions of seemingly general interest, but 
which are yours individually, and which can only be settled 
to your satisfaction by personal effort in helping, as much 
as possible, your Association. 

While we expect our Exhibitors and Advertisers in our 
Year Book, to have good results from their efforts in this 
line, it is a fact that they are only a small percentage of 
these who attend our Conventions, representing Manufac- 
turers and Jobbers, and who are more than welcome to meet 
with us in our social activities, but [| wish that you all could 
realize the importance of showing to the Exhibitors a sub- 
stantial appreciation of their loyalty to us, and to the Ad- 
vertisers in our Year Book a mention of the fact that you 
“saw it in the Year Book” would make it far easier for your 
Secretary to secure both Exhibitors and Advertisers, and it 
is due them for their orders. 

We have made a gross gain in our Membership of 105 
this vear, our present Membership being 241, but with over 
600 in the State, eligible to membership, this percentage. is 
far too small, and with the opportunities that we offer, can- 
not understand why 90 percent of the Hardwaremen of the 
State do not take advantage of them. 

I wish at this time to express my appreciation of the 
co-operation extended by the officers of the Association, 
during the past year, and especially to the active assistance 
of vour President, Mr. H. C. Parker, who has been “on the 
job” all the time. 

Announces Resignation. 

In my connection with the Association in an active way. 
for the past six years, I have seen it grow from a nominal 
streneth and practically no service to its members (except 
the Insurance feature), to a strong, live, organization with 
many things adopted to give individual and valuable service 
to its members. 

During this time I have made many valuable friend 
shins, among the dealers and the representatives of their 
source of supply of goods, and it is hard for me to make 
the announcement severing my active connection with the 
Association, but a duty that I owe to myself compels me to 
do this, and J sincerely hope and trust that my successor 
will have the loyal support of all Retail Hardware Dealers 
and the same generous consideration that has been shown 
to me by the Manufacturers and Jobbers represented in this 
territory. 


The remainder of the session was devoted to a dis 
cussion of the Question Box. 

Tuesday evening the attending association members 
were entertained by the Sioux [alls Commercial club 
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at a combination smoker and luncheon. The affair was 
purely informal and made a happy ending of the first 
day’s proceedings. 

WEDNESDAY AFTERNOON, FEBRUARY 

SECOND. 

The executive session on Wednesday afternoon held 
in the Gilbert Hall found a greatly increased number 
of merchants in attendance, the dealers from the north 
and west portions of the state arriving, increasing the 
registration considerably. There was a Question Box 
session pure and simple and the discussions were en- 
tered into with a great deal of enthusiasm by the 
members. The question of tin shop and plumbing 
shop in connection with the average retail hardware 
store was discussed at considerable length. It was 
apparent from the trend of the discussion that these 
additions to their regular hardware lines were desir- 
able, providing a local demand for such work was of 
sufficient size. 

The query as to whether a merchant makes the 
most money from the buying or selling end of his 
business, elicited a lively debate. Other subjects con- 
sidered were the best methods of keeping a want book, 
the effects of over buying, purchasing from jobber or 
manufacturer, etc. The members were agreed that 
the best way for the small dealer to meet competition 
lies in the introduction of modern merchandising 
methods. 

Wednesday evening was given over to the hardware 
exhibition at the Auditorium, an added feature being 
a band concert. A large number were in attendance 
and great interest was manifested 


THURSDAY AFTERNOON, FEBRUARY THIRD. 

The executive session Thursday afternoon opened 
with the Question Box in charge of Nick Kieffer, of 
Fedora, the subject being “Collections.” That this is 
a live topic with the Retail Hardware men was amply 
evidenced by the enthusiastic manner in which the 
members entered into the discussion. Many ex- 
pressed themselves as feeling that monthly statements 
are not only desirable, but are absolutely essential and 
that retail hardware dealers should exercise more 
care in the granting of credits. Secretary Warren out- 
lined the local credit bureau methods which are being 
advocated and placed by the Minnesota Association. 
This elicited many calls for further information. 

H. S. McIntyre, of Minneapolis, spoke briefly, em- 
phasizing the necessity of every merchant realizing 
the overhead expenses of his business, and cautioning 
against possible loss during the present period of ad- 
vancing market quotations, through not raising retail 
prices to conform to the advance in market. 

The next speaker was D. Fletcher Barber, of Bos- 
ton, President of the National Retail Hardware As- 
sociation, who spoke in part as follows: 

National President Barber’s Address. 


As I stated in our opening session, I am glad to be with 
you and I have come a long way for this convention and | 
appreciate the cordial words of your President. 

I have been in the Hardware business a long time and 
I like the business. Many people ask me why I don’t retire 
and I tell them I wouldn’t know what to do if I did and I 
wouldn’t trade it for any other business. 

The reason for the failure of some of the Hardware 
men was given in the question box, very likely the lack of 
strength to adapt themselves and their business to present 
day conditions. 





I can talk to you on different things that the Nationa! 
Association is doing for you or many other things. 

You have seen the Hardware Bulletin. In that I find 
a message which I had written to the Members. I would 
like to have you read that when vou get your number at 
home and I believe it contains some things that will be of 
value to you. 

It would be a good idea for us to have a motto above 
our desk to keep us going, the picture of a mule kicking or 
the picture of a hornet’s nest. When we are in that state of 
insensibility it is time we woke up. We must have live re- 
tailers. We must buy our goods better. We must have the 
courage to mark our goods, we must be sharp in our collec- 
tions. 

The Hardware business demands the very best type of 
man to make good; don’t think that because you are a re- 
tailer in a small town you can’t be up to date; you should 
have your goods and store up to the minute. 

You can do better with your help in a small town than 
you can in a city because there are not so many of them 
and you can take them to your home to entertain them. An- 
other advantage you have is, that you know your customers. 
In a large store the door opens a thousand times a day, but 
we don't know the people, and it is a great disadvantage. If 
you know them and can call them by name and talk with 
them you have the advantage over the large store, and you 
should not feel discouraged because you are a retailer in a 
small town. 

I started out with $1,000.00 worth of stock, so I know 
what it is to be a small retailer; of course the small retailer 
does not have some of the advantages of the large retailer 
and I know what you have to put up with. 

I think that the man who stated that the small retailer 
should not have the same price as the large retailer was 
wrong; we do not know who is the large retailer and who 
is the small; many of the small-town merchants do a big- 
ger business in some lines than the large. 

I think we are in the best business there is, and we can 
hold our heads up with any of them. We are men of sub- 
stance and J am glad to be classed among you as a Hardware 
man and J try to uphold it all over the country. 


The Question Box was then resumed under the 
charge of Frank Smith of Sioux Falls, the subject 
being “Jobbers.” That the majority, if not practically 
all of the attending merchants are firm friends of the 
traveling salesman was proven very conclusively, by 
the expressions relative to his elimination. The mer- 
chants expressed themselves as feeling that the sales- 
man was of great benefit to them, and that it would 
be a handicap to them in their business were they 
forced to dispense with his services. 

The question of local clubs was next considered 
under the leadership of K. A. Ramsey of Marvin. 
Many merchants in whose towns efforts along the line 
of community clubs has been made, spoke in glowing 
terms of the results which they had obtained, stating 
that such organizations tend to break down the in- 
visible barrier between town and farm, removing the 
feeling of suspicion and jealousy on the part oi the 
farmer. 

The concluding business of the afternoon was the 
election of officers, the report of the nominating com- 
mittee being given, and the ballot resulting in the 
choice of the following men: 

President—A. E. Morgan, Parker. 

Vice-president—B. G. Watson, Chamberlain. 

Secretary—E. C. Warren, Mitchell, until April 1, 
1916; H. C. Parker, Murdo, to assume the office on 
that date. 

Treasurer—F. J. Shepard, Mitchell. 

For the Executive Committee for the coming year 
the following were chosen: F. A. Ryan, Spencer; 
Guy Maxwell, Sioux Falls; C. M. Halpenny, North- 
ville. 

The meeting then adjourned until 1:30 P. M. Fri- 
day. 

Through the courtesy of the business men of Sioux 
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Falls the association members were entertained at a 
theatre party at the Orpheum Theatre Thursday eve- 
ning. : 

FRIDAY AFTERNOON, FEBRUARY FOURTH. 


After the opening of the Convention proceedings 
on the closing afternoon, the report of the Committee 
on Resolutions as given by A. E. Morgan, of Parker, 
was accepted. 

The Auditing Committee’s report was presented by 
C. M. Halpenny, of Northville, and was adopted, as 
was also the report of R. J. O'Dell, of Montrose, for 
the Grievance Committee. 

The Executive Committee then reported nomina- 
tions for the Trade Relation Committee which was 
ratified by vote of the Convention, naming as mem- 
bers of this important committee for the ensuing 
vear: ©. W. Anderson, Lane; P. O. Beaulieu, Win- 
ner, and Nick Kieffer, of Fedora. 

A. E. Morgan, President-elect, was then called to 
the chair and on behalf of the Association, presented 
to Messrs. E. C. Warren and J. P. Rummell, the re- 
tiring Secretary and Treasurer, handsome silk um- 
brellas in token of the esteem in which these gentle- 
men are held by the Association and in appreciation 
of their efforts in the past years. Brief expressions 
of appreciation of this thoughtfulness was made by 
Messrs. Warren and Rummell. At this time by 
unanimous vote of the Convention, D. Fletcher 
Barber,- Boston, President of the National Organiza- 
tion, was elected to honorary membership in the South 
Dakota Association. 

The Question Box was then reviewed. The sections 
dealing with insurance and legislation being discussed 
under the leadership of F. I. Pixley of Montrose. The 
discussion was both spirited and interesting and 
brought forth some valuable information regarding in- 
surance and the best method of handling losses by fire. 


—_—C-+- 8+ 


RETAIL HARDWARE DOINGS. 


ILLINOIS. 

Schad and Moore, Carlock, have dissolved partnership. 

Alva Schad will continue the business. 
IOWA, 

Steers Brothers and Schnepp, Bagley, have opened a 
hardware store. 

Fire damaged the Duggan and Cota hardware store, Du- 
buque, to the extent of $2,500. 

J. J. Shanda, Elberon, has sold his hardware store to An- 
tone Parizek, Jr. 

Joseph Fisher, Washington, will open a hardware store. 

J. E. Case, Woodbine, has purchased the Sweet and 
Company hardware and implement business. 

Fred Wolf, Kamrar, has sold an interest in the hardware 
business he recently purchased, to Ben Van Langen. 

Norman E. Johnson and Ole Optaas, Scarville, have 
bought the Foekes Brothers hardware store. 

Lang and Ouverson, Hanlontown, have sold their hard- 
ware store to Carl Sheimo and Bennie Nelson, who will oper- 
ate the business under the name of Sheimo and Nelson. 

R. M. Zenor, Boone, has engaged in the hardware busi- 
ness. 

Joe Disher, Willman, has opened a hardware store. 

Edgar Brenner, Postville, has purchased a hardware 
store. 

W. E. Raw, Britt, has bought a hardware store from 


H. C. Fri : : 
F. C. Little and Son, Boone, have sold their stock of 


hardware to E. R. and H. L. Wood. : 

O. F. Gunderson, Eagle Grove, has engaged in the hard- 
ware and agricultural implement business. 7 

The E. G. Moon hardware business, LaPorte City, has 
been sold to Wallace Franklin of Mt. Auburn, and S. J. St. 
Clair and William St. Clair. 


MINNESOTA. 


D. Butterfield and Son, Kasson, have sold their hardware 
store to E. S. Erickson and Company. 

C. Wise and Sons, Lake City, have been succeeded in 
the hardware business by J. J. Vollmers and Company. 

Settergren Brothers, Litchfield, have sold their hardware 
store to Juul and Jacobson. 

M. Kleber, Melrose, has purchased the J. H. Spieker 
hardware business. 

The Folsom Hardware Company, Hinckley, succeeds the 
Folsom Brothers and Fuchs Company. 

MISSOURI. 

W. A. Denny and Charles W. Jones, New Hampton, have 
consolidated their hardware, furniture and implement busi- 
ness under the name of Denny and Jones. 

Chipp and Jones, New Hampton, hardware, furniture 
and implement dealers, have dissolved partnership. Charles 
W. Jones will continue the business. 

The Q. T. Moore hardware store, Nevada, has been sold 
to J. K. Hill and A. F. Tharp. 

Billy Stephenson, Gentry, will engage in the hardware 
and grocery business. 

Fred Ohltmann, Gerald, has purchased an interest in the 
hardware and furniture business of his father, L. H. Ohlt- 
mann. The new firm name is Ohltmann and Son 

The Hardware Agency Company, Grain Valley, and the 
Grain Valley Garage have consolidated under the name of 
the Grain Valley Garage and Hardware Agency. 

W. H. Hilton, Crane, has purchased the interests of 
his father, J. W. Hilton, in the Willis, Wiley and Company 
hardware business. 

Dyre and Morris, Olean, have succeeded to the business 
of the Olean hardware store. 

Ora Dimmitt, Greencastle, has purchased his father’s in- 
terest in the hardware business. 

The L. Brucker Stove and Hardware Company, St. 
Charles, has moved into the new Wright Building. 

Lohman and Leighninger, Lathrop, have succeeded to the 
business of the Armstrong-Ellwood Hardware Company. 

NEBRASKA. 

C. B. Diefenbach, Darr, has sold his hardware business. 

L. W. Roettger, Elmwood, is selling out his hardware 
business. 

A. W. Pekarek, Raymond, has purchased a hardware 
store. 

Saunders and Mulhair, Lynch, are opening a new hard- 
ware store. 

J. Holst, Cedar Bluffs, has taken possession of his hard- 
ware store. 

P. Delebar, Sunny Side, has moved his hardware stock 
into a new building, 

W. A. Dutton, Melbeta, has purchased the hardware 
store of Loder and Company. 

D. L. Hopkins, Gandy, has taken possession of the Tun- 
neil hardware stock. 

Oscar Olson, Orleans, has purchased an intrest in the 
Lideen hardware store. 

Cloos and Anderson, Havelock, have moved their hard- 
ware stock into new quarters. 

Joseph Novak, Howells, has sold his hardware store to 
the firm of Baumer and Bogner. 

Harlan T. Frazier, Polk, has purchased the hardware, 
furniture and undertaking stock of Victor Anderson Com- 
pany. 

B. Ik. Yoder, Melbeta, has sold his hardware store to 
Dutton and Son. 

Theodore Knecht, Spencer, has bought the Pradstreet 
Lumber and Hardware business. 

Roemer and Masters, Creighton, have dissolved partner- 
ship, E. A. Roemer continuing the business. 

The Uhlig Hardware Company, Holdrege, has been in- 
corporated with a capital stock of $19,000 by C. M. Uhlig, 
Edwin L. Uhlig and E. O. Uhlig. 

NORTH DAKOTA. 

Joe Matejek and Andrew Wamben, Lankin, have bought 
the H. A. Myers hardware business. 

A. B. Switzher, Regent, has sold his hardware store to 
Smith and Company who will also carry implements. 

SOUTH DAKOTA. 

The Peterson Hardware Company, Mitchell, has been 
incorporated for $25,000 by H. A. Peterson, Gertrude Peter- 
son and Matt Thune. 

WISCONSIN. 

W. N. Cobb, Brodhead, has sold his hardware store to 
Dedrick and Marty. 

John Hepp, Waukesha, will open a hardware store. 

M. A. Scheldrup, Weirgor, will erect a hardware and 
implement store. 

J. W. Heffner, Barron, has sold his hardware store to 
C. V. Anderson and Sons. 

Messrs. Hustad and Nelson, Orfordville, have purchased 
the O. H. Eidahl hardware store. 

Everett D. Counsell, Waukesha, has b ught a half inter- 
est in the William Hardware Company. 
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Retail Hardware Dealers of Pennsylvania 
and Atlantic Seaboard Convene 








\pproximately 800 delegates and guests were in 
attendance at the Annual Convention of the Pennsyl- 
vania and Atlantic Seaboard Hardware Association 
which met February 8, 9, 10 and 11 at Pittsburgh. 
The sessions were held at the Fort Pitt Hotel while 
the exhibit was at Motor Square Garden. 

President Matthias Ludlow of Newark, New Jer- 
sey, presided at the initial session, Reverend Dr. J. 
Shane Nicholls, of the Sixth United Presbyterian 
Church, delivering the invocation after a brief musical 
program. 

Councilman Robert Garland made the welcoming 
address, after which President Ludlow delivered his 
annual address, in which he strongly urged more 
efficient and more consistent use of printed advertising 
by the retail hardware dealer. 

Annual Address of President Matthias Ludlow. 

When I was made your President a year ago it was 
with a sense of great responsibility that I accepted the office, 
and also with a great deal of pride, for I consider it a great 
honor to be President of an Association such as ours. [| 
was proud of the Association when you made me_ your 


Matthias Ludlow, 
President, 
Pennsylvania and Atlantic Seaboard Hardware Association. 





President; | am proud of the Association now, and will con- 
tinue to take a keen personal interest in its future welfare 
after my term of office has expired. Any efforts that I have 
made on behalf of the Association during my term of office 
have been more than compensated by the opportunity I have 
had to come in personal contact and to exchange ideas with 
you whose business is in common with mine; and I take this 
opportunity to thank you and to express to you my appre- 
ciation of the honor you conferred upon me. 

During the last year the Executive Committee has had 
two meetings, one in April and one in September, at which 
business affecting the welfare of the Association was thor- 
oughly discussed and its future policies outlined. The books 
of the Association were audited, and the bonds and securi- 
ties belonging to it were examined by the Auditing Commit- 
tee. This Committee was composed of our Vice President, 


Mr. E. K. Owens, and myself, and at the April meeting we 
were assisted by Mr. W. F. Littell, Jr. The finances of our 
Association are in excellent condition, as will be shown by 
the Auditor’s report which will be submitted at this meeting 
Perfect harmony exists between our officers and Executive 
Committee, and I wish to thank the officers and Executive 
Committee for their hearty co-operation with me during 
the last year. J would not feel that justice had been done if 
I failed at this time to express my appreciation of the faith- 
ful and loyal service which has been rendered by our Secre- 
tary, Mr. W. P. Lewis. You will, I believe, agree with me 
that our Association is particularly fortunate in having as 
its Secretary a gentleman who is so keenly alive to its best 
interests and welfare. 

I have attended during the year many of the local asso- 
ciation meetings, and find that they are doing good work in 
solving their local problems. In a great many cases they 
have been able to get better prices, and have in a great meas- 
ure been protected from direct sales, results which they could 
not have accomplished singly. 

The Convention of the National Retail Hardware Asso- 
ciation was held at St. Paul on June 22, 23 and 24, and was 
attended by our delegates, W. F. Littell, Jr., Walter F. Mc- 
Quiston, and your President and Secretary as_ ex-officio 
delegates. A full report of this Convention will be pre- 
sented to you at this meeting. I enjoyed the sessions of 
this National Convention very much, and found our western 
hardware brethren very hospitable. They certainly did every- 
thing in their power to see that all had a good time, and | 
do not think that any one went home without taking with’ 
them pleasant memories of the good times planned by the 
Convention Committee. 

In company with our Secretary, Mr. Lewis, I attended 
the meetings of the Secretaries’ Association held in Chicago 
on October 12, 13, and 14. These meetings were attended 
by practically all of the State Secretaries and quite a number 
of the State Presidents, and were very interesting and voiced 
by all present as being educational and well worth while 
Our Secretary, Mr. Lewis, gave a good talk on “Conven 
tion Buying,” and there were several other able addresses 
delivered. Our Secretary was elected a member of the Exec- 
utive Committee. 

What Co-operation Accomplished. 

There are two subjects I would like to bring to your 
attention this morning. They are “Co-operation” and “Ad 
vertising,’ and although they are two separate and distinct 
subjects, they have a great deal to do with and enter very 
largely into the success of the retail hardware business such 
as you and | are engaged in. J believe that in order to be 
successful in business it is absolutely necessary to have our 
entire force co-operate with us in every undertaking and 
unless we take them into our confidence and work with 
them, we cannot expect the co-operation we are looking for. 
I believe that we should be personally interested in our em 
ployees and their welfare. I thoroughly believe in the protit- 
sharing idea, and have adopted it in my own business, with 
good results; for, after all is said and done, the retail hard 
ware dealer's success depends upon the quality of the service 
he renders, and we can only render the highest quality of 
service through the co-operation of all of our employees 

As to our competitor up the street—there is on old saving 
that “Competition is the life of trade,” but I do not think 
that this is in vogue in this day, but rather, “Co-operation is 
the life of trade.” Co-operation, I believe, is the remedy for 
all competition or price-cutting evils. That competition put 
the boys in the trenches in the warring countries is my {irm 
behef. 

If all hardware dealers would be neighborly and good- 
natured and take advantage of what associations offer, com- 
plete freedom for interchange of ideas and the opportunity 
to get acquainted, many of our so-called competition troubles 
would be over. 

Ne, as an Association. are co-operating or we would not 
have been able to have the successful conventions ani ex- 
hibitions we have as demonstrated by the one being ‘eld 
here and previous conventions, but I believe we cou! do 
still better and have twice the number of exhibitors and 





attendance at these conventions if we could only get as many 

more of our members to co-operate as are now co-operating. 
Advertising Essential to Success. 

As to advertising—I think at times we neglect to use 

this medium to its full extent in our efforts to combat cata- 

log and mail-order houses, forgetting that this is one of 


their strongest weapons. 
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An editor in one of the weekly papers in a small town 
adjoining Newark has this to say: “We are opposed to mail- 
order concerns because they never contribute a cent to fur- 
thering the interest of our town. Every cent received by 
them from this community is a direct loss to our merchants. 
In almost every case their prices can be met right here 
without delay in receiving goods and the possibility of mis- 
takes in filling orders; but the natural human trait is to buy 
where goods are cheapest. Local pride is usually secondary 
in the game of life as played today. Therefore, Mr. Mer- 
chant and Business Man, meet your competitors with their 
own weapon, advertising.” 

Advertise! The local field is yours! All you need do 
is to avail yourself of the opportunity offered. An adver- 
tisement in your local paper will carry your message into 
hundreds of homes in your community. When reading this 
article the thought occurred to me—if editors throughout 
the country sections would publish something like this in 
their local paper, it would help towards educating the buying 
public in that community to buy at home, but it 1s absolutely 
necessary for the local hardware merchant to let the people 
in his community know what he has in his store for sale, 
and this can only be done by advertising. You do not count 
for much unless people know about you. Advertise! “The 
tree that falls in the middle of the forest makes no noise.” 

As one poet aptly says: 

“The man who whispers down a well 
About the goods he has to sell, 

Won't reap the shining, golden dollars 
Like he who climbs a tree and hollers.” 

Advertising is today the mightiest factor in the business 
world, and is just as essential to the retail hardware mer- 
chant as the building in which he does business. If by 
advertising you can get every man, woman and child in your 
vicinity to think of your name when hardware is mentioned, 
your success is assured, and you need not worry much about 
mail-order concerns and other competitors. 

Nationally Advertised Trademarked Lines Best for Dealer. 

As to the handling of nationally advertised articles or 
trademarked advertised goods, a little pamphlet addressed 
to the Southwestern Merchants by the Texas Farm and 
Ranch Publishing Company expresses my views completely, 
and I here quote in part for the benefit of those who have 
not read them: 

“Those people in your community who either send out 
of town for purchases, or go away for them, do so for one 
of two reasons: They either cannot get the specific articles 
wanted in local stores, or prices are lower elsewhere.” 

“Trademarked-Advertised” brands of merchandise will 
solve both of these questions for the small-town merchant 
when he has brought his customers to recognize the advan- 
tages of quality and service. 

Postal, express service and railways have made the mail- 
order houses and large stores of the cities competitors of 
the small-town merchant. His customers can order goods 
direct, or shop in the large cities, at small expense of time 
or money. However, he can keep their trade at home by 
handling lines of merchandise which are well known to the 
buyers in his community. On “Trademarked-Advertised” 
goods, the style and quality are exactly the same in the small- 
est town as in the largest city. 

How many times have salesmen said to you: “I want 
you to give my lines a trial; they’re not so well known as 
some others, but the quality is as good and the price less for 
the reason that we have spent no money for advertising. 
We put the money that advertising would cost us into our 
goods in extra quantity and quality—and in additional profit 
to you.” { 

You have also, of course, become well acquainted with 
the time-worn claim: “If advertising expenditures on any 
brands of merchandise are not added to the price, they are 
deducted from the quality.” 

Exploiters of unadvertised, unknown brands of mer- 
chandise always contend that: “Advertising is expensive and 
either the manufacturer, the retailer or the consumer must 
pay the advertising bill.” They will then explain that it is 
impossible for the manufacturer to stand this expense, and 
that it is therefore up to you and the consumer. 

These lines of argument are positively absurd and their 
effects are doing the small-town merchants more harm than 
all the other things combined. Manufacturers and salesmen 
who succeed in deceiving you in this manner only laugh at 
you for being “easy.” i 

_ On every purchase the consumer pays for three things: 
Cost of raw material, cost of manufacture, and cost of sell- 
ing. Advertising is a selling force and the most successful 
manufacturers have long since learned that advertising is 
the cheapest selling force on earth. 

Dn asker appreciate the advantages of handling well- 
that a — of goods, you should bear in mind the fact 
rig Se how well a salesman explains the merits of 
oe —— ig ge lines to you, he is leaving you to go over 
It eae oer of argument with every prospective buyer. 
is a what you know about certain lines of merchandise, 
ut what the buying public knows about certain lines, that 
makes easy sales for you. 


Advertising Does Not Increase Cost. 

Have you ever really stopped to think who bears the 
expense of advertising, or whether advertising is an ex- 
pense or not? Your business has probably grown a great 
deal since you have owned it—you have enlarged your store, 
employed additional help, possibly added a cash register, a 
typewriter or an adding machine. Have you advanced prices 
to pay for these things? Haven’t they decreased operating 
expenses, thereby not only paying for themselves, but earn- 
ing you a profit on your investment? 

Does the cost of advertising increase the cost of manu- 
facture? Positively no! 

The annual business of a certain large clothing manu- 
facturing concern, before they began advertising, was $3,000,- 
000.00, on which the selling cost was from 8 to 10 percent. 
Their advertising expenditures last year amounted to $250,- 
000.00, their sales were increased to $15,000,000.00 and the 
selling expense was just 3 percent. The price of their clothes 
have not advanced to either retailer or consumer. Who 
paid for the advertising? 

Is the cost of advertising paid for by the retailer? Again 
positively no! 

The manufacturers’ advertising of goods you sell pays 
you handsome dividends, at no cost to you, for the same rea- 
sons that it decreases selling cost to the manufacturers: It 
increases your volume of business, allowing you to turn your 
capital invested often, and to keep your stock fresh, clean 
and up-to-date. 

Good authority states that “Dead stock, or goods that 
don’t sell readily (except at a general clean-up sale) is the 
cause of most. failures among retail stores.” This condition 
doesn’t exist with well-advertised standard lines. Clean-up 
sales offer an assortment of brands which are not known to 
the public. 

Advertising, by decreasing cost of manufacture and les- 
sening selling expense, must necessarily decrease selling prices 
to the ultimate consumer. 

Remember that only good merchandise is worth adver- 
tising. Manufacturers who spend large sums of money ad- 
vertising depend upon a steady demand from the public for 
their brands—their goods must be right to induce repeat or- 
ders. Quality must be maintained year after year or the 
demand will cease, and, unlike the manufacturers of unad- 
vertised brands, they cannot change their brands when their 
goods fail to give satisfaction, for the reason that they have 
spent too much money establishing them. 

Make your store headquarters for standard brands of 
merchandise, well advertised in reputable mediums reaching 
your trade territory. Keep only goods the quality and ad- 
vantages of which are known factors to your prospective cus- 
tomers. Explain to your trade that your store offers the 
same class of merchandise to be found in the large stores of 
the cities. 

No matter how small your town, or store, if you handle 
standard brands of “Trademarked-Advertised”’ goods, you 
offer the same shopping facilities afforded in the largest city. 
In handling this class of merchandise you get the same bene- 
fits from the manufacturers’ advertising as the largest store 
in the largest city. 

Manufacturers who sell you goods owe it to you to estab- 
lish their brands in your section—and to help you create a 
demand for their line. You should insist upon their doing 
so—it will increase your sales. 

Advocates Passage of Stevens Bill. 

I believe in the Stevens Bill, and trust it soon may be- 
come a law, which will prevent nationally advertised articles 
being sold at a cut price as a bait for other sales. 

I also believe in one-cent postage, and think that our 
Association should be more active in this direction, as it 
would mean a large saving to all of us. 

Convention buying by our membership is absolutely nec- 
essary. I feel that it has been one of the great factors in 
the success of our conventions and exhibitions. As our buy- 
ing power increases, so will our conventions increase in num- 
ber of attendance and in the number of exhibitors. The ex- 
hibitor now recognizes the buying power of this Association. 
This is evidenced by the fact that many of the manufacturers 
who exhibit with us annually tell us that our conventions 
are the only ones at which they exhibit. Let us albh co-operate 
in this direction. If we do this, we shall never experience 
any difficulty in filling an exhibition floor wherever it may 
be, and if all members of this Association are buying mem- 
bers we can sell twice the space that we now sell. The 
principle is sound, logical and fair, and our exhibition should 
be a buying-market where once a year the retailer and whole- 
saler can meet and transact business. 

Saving by Mutual Fire Insurance. 

I am surprised to learn that some of our members have 
not availed themselves of the opportunity presented to them 
to save money by carrying mutual fire insurance. Surely it 
should need no argument on my part to convince you of the 
value of this part of our Association work. As _ business 
men, a saving of 40 percent on the cost of the insurance 
you are carrying should appeal strongly to you. 

At our last convention our President, Mr. Frank H. 
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Goodfellow, predicted a banner year for 1915, and I am 
glad to say that we have seen this realized. For, although 
we did not feel this increase until the last five months of 
the year, it has been sufficient to make our increase for the 
year very satisfactory, and I predict that this next year from 
present indications will be far better. 

In closing, let me impress upon you all the duty we have 
to perform toward our exhibitors, and let us all go out to 
the exhibition hall resolved that the number of orders we 
will place and the amount of goods we will purchase will 
far exceed anything we have ever before done, and if we 
all can carry home with us the thought that I have tried to 
bring out in my address along the lines of co-operation and 
advertising which are so necessary to our business and Asso- 
ciation, J will feel amply repaid. 

Idward J. Hurley, vice-chairman of the I*ederal 
Trade Commission and for many years a manufac- 
turer of hardware specialties, spoke on “The Retailer 
from the Standpoint of the Federal Government,” 
pointing out in detail some of the many ways in which 
the Commission was in position to assist the retailer. 
He told the Convention that quality and service must 
be given to the customer. Price is forgotten long after 
quality lives. The Federal Trade Commission, he said, 
is going to make a survey of industries with a view to 





Edward J. Hurley, 
Vice-Chairman, 
Federal Trade Commission. 


helping them to prosper. The weak. industries, he said, 
will be given attention through the investigation. He 
advised the members to adopt efficient accounting sys- 
tems. 

President Ludlow announced the following com- 
mittees : 

Resolutions—Daniel Rinehart, Waynesboro, Penn- 
sylvania; W. L. Rockwell, Orange, New Jersey; W. 
I’, Powell, Clearfield, Penasylvania. 

Nominations—Z. A. Magginni Braddock, Pennsyl- 
vania; J. W. Jones, Pittsburgh; Harry A. Jacobs, Hol- 
lidaysburg, Pennsylvania; T. B. Skillman, Plainfield, 
New Jersey; H. W. Shailer, Red Lion, Pennsylvania. 

Press—Louis Heckler, G. H. Klauss and W. Mc- 
Quiston. 

Visiting Ladies Entertained. 

A ladies’ reception, musicale and tea marked the 

afternoon in the Fort Pitt Hotel. Mrs. Charles W. 
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Scarborough was chairman of the reception commit- 
tee. Contributing to the musicale were Miss Elsie \ 
Breeze, Mrs. Mary E. Craven, Miss Jeanne C. Mahey 


and Mrs. Gertrude Sykes King, soloists, and Mrs. 


Carylon Powelson Harms, reader. 


On Wednesday morning Secretary W. P. Lewis, 


Huntingdon, Pennsylvania, made his annual report, 
which was followed by an address by Congressman 
Carter Glass, chairman of the House Committee on 
Banking and Currency, on “The Federal Reserve Act 
and Rural Credits.” 

In the evening the annual Association Smoker was 
held in the auditorium of Moose Temple, with vaude- 
ville entertainment and moving pictures. 
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PATENTS WASHING MACHINE DEVICES. 





Harold W. Eden, Chicago, Illinois, has procured 
United States patent rights, under numbers 1,169,781 
and 1,169,782, for a clothes drum door construction 
and a clothes drum construction, described in the fol 


lowing : 








Number 1,169,781: 
In a device of the class 
described, a tub having 
its upper end open, a 
wringer mounted on 
one wall thereof at the 
open end of said tub, 
a clothes drum jour- 
naled within said tub, 
and doors hinged on 
said drum adapted to 
be swung open to 
bridge the space be 
tween the upper por 
tion of the tub walls 
and the clothes drum with said doors resting against 
the tub walls, one of said doors affording a draining 
support for clothes to be passed through the wringer 
permitting the drain water to flow back into the tub. 

Number 1,169,782: 
In a device of the 
class described, metal 
lic ends having out- 
turned flanges there- 


on, ribs connecting 


1,169,781 


6 JF 














7 said ends, foraminous 
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If a man is successful he gives himself credit 
having great business judgment. If he is a fai! 
blames luck. 
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Nebraska Retail Hardware Dealers 
Meet in Fifteenth Annual Convention 








The Fifteenth Annual Cenvention of the Nebraska 
Retail Hardware Association was held February 8, 9, 
1o and 11, at Lincoln, the sessions being at the Lindell 
Hotel and the exhibit at the Auditorium. 

The following officers and committees have had 
charge of the work during the past year: 

President—J. J. Jennings, Gothenburg. 

Vice-president—C, B. Diehl, Stratton. 

Secretary—Nathan Roberts, Lincoln. 

Directors—George W. Heine, Hooper; L. 
gins, Harvard; J. B. Thomas, Lyons; I’. D. 
(maha; Fred Pelz, Blue Hill; F. I. Lahr, 
The terms of the three last named have expired. 

Advisory Board—M. D. Hussie, Omaha; R. N. Me- 
Allister, Grand Island; If. W. Arndt, Blair. 

Grievance Committee—M. A. Hargelroad, Holstein ; 
Ernest Hoppe, Lincoln; Nathan Roberts, Lincoln. 

Legislative Committee—Ernest Hoppe, Lincoln; I’. 
FE. Lahr, Lincoln; H. J. Hall, Lincoln. 

TUESDAY, FEBRUARY EIGHTH. 

The opening session was called to order by Presi- 
dent J. J. Jennings, at 1 P. M. Tuesday, lebruary 
eighth, in the Convention Hall of the Lindell Hotel. 
\fter a song, the Reverend R. Caughey pronounced 
the invocation, followed by an address of welcome by 
W. S. Whitten, Secretary of Lincoln Commercial 
Club. Another song specially written for the occa- 
sion, entitled “Brighten Your Corner,” by Miss Pearl 
Holloway, of Fremont, was then sung, after which 


President Jennings delivezed a short address. 


A. Hig- 
Burnett, 
Lincoln. 





This was followed by Secretary Nathan Roberts’ 
annual message: 
Secretary Nathan Roberts’ Message. 


One more year has passed into what we have said and 
done, one year added to our age and experience, and we 
hope many more to our capacity to enjoy health and happi- 
ness and exercise our vigor and vitality. 

Nineteen hundred and fifteen has been a fateful year to 
many of us, and not we alone, but the State, Nation and 
World, of which we are an integral part. We mourn with 
those who mourn, and our hearts go out in sympathy to 
those whose share in the world’s turmoil and strife has left 
them empty chairs by the hearthstone and property devas- 
tated, homes broken up and destroyed. 

Death has entered our own ranks and removed five of 

our members in the past year, and there are doubtless others 
of whom we do not know. Suitable resolutions will no 
doubt be included in the committee report. 
_ The latter part of 1914 and three-fourths of 1915 found 
five of our members up against a hard proposition which 
could only be met by liquidation or selling out to others so 
as to meet their obligations. Eleven of our members had 
disaster by fire, either partial or total. Twenty-eight dropped 
from our ranks, either wisely or otherwise, from the practice 
of holding a small coin so close to the eye that it shut out 
the broader vision, which is not the policy of successful men. 
We have lost through contributive causes a total of 72, but 
we have added 75 to our ranks—new blood which we hope 
will increase our energies for more aggressive work. 

Trade conditions, from a buying and selling viewpoint, 
are in a chaos: we don’t know where we are at. The situa- 
tion would indicate free and liberal buying, but we would 
scarcely advise it bevond a safe point. 

i en is one position we should positively insist 
a ee of asking and getting what our goods are worth, 
ma rising market. I believe Mr. Stockdale will make this 


plain in his talk on Thursday afternoon on the question of 
“Keeping up with Rising Costs.” 

Trade conditions from the selling viewpoint will be re- 
ported on tomorrow. 

Interest in Association work has been more manifest in 
the past year than ever before. A great many letters have 
been received and answered promptly, and we hope effec- 
tively, on important matters in our business. 

This feature of our work is at your disposal and we will 
do our best not to disappoint you. 

You will observe that we have to a marked extent de- 
parted from the usual program of specific topic speeches in 
the round table feature we are trying out this year. It de- 
volves upon you to keep up the interest to a white heat every 
moment of our sessions. There are ample subjects covering 
every phase of, retailing; we have had a live interest shown 
by mail, touching subjects upon which light is needed, but 
should any question specially interest you, don’t fail to speak 
of it early in our sessions, that we may bring it up. 

The convention and the speaking is in your hands and 
under your direction; don’t fail to utilize the privilege. 

This 15th annual conference should bring us closer to- 
gether than ever before, and it will if you do your part as an 
individual. 

In our Executive session tomorrow, matters pertaining 
to that session will be handled without gloves. 

We present you a splendid diversified show of goods, 
promoted by men who are interested in your welfare as well 
as their own. Don’t fail to do your part in the interest you 
show in their efforts. You will see by your program the 
hours allotted for such efforts. 

In the evening the building is open free to the Lincoln 
Public and your friends. 

The entertainment for yourselves and ladies is up to, if 
not beyond, former years. 


After a discussion on “Trade Building” led by I. 
W. Arndt, of Blair, and a short talk on “Cash Dis- 
counts” by M. A. Hargelroad, of Holstein, the session 
adjourned. 


WEDNESDAY, FEBRUARY NINTH. 
The Wednesday session was an executive one and 


was called to order at 1 P. M. After a song lresident 


Jennings delivered his annual address: 
Annual Address of President J. J. Jennings. 


It is my pleasant duty this morning, as president, to wel- 
come you to this, our fiftieth annual meeting of the Ne- 
braska Retail Hardware Dealers’ Association. 

By reason of that fraternal spirit which permeated the 
hearts of a little band of volunteers, we were born in the 
state of Nebraska as an association. Our continual rise as 
an association, I am sure, must be a great source of gratifica- 
tion to those loyal souls who have given so much time and 
effort to the development of an organization of which, in 
our state, there is no equal, and one I am so proud to belong 
to. 

We are glad to be in Lincoln; as we have come in and 
gone out of the .city so many times in the past twenty-six 
years we feel at home here. 

We date the beginning of our life in the west from the 
time we bought our opening stock of hardware, in Omaha, 
in 1890, nearly twenty-six years ago, and our firm is one of 
a few who have continued under the same name up to this 
date. 

In former days before the organization of the Nebraska 
Retail Hardware Dealers’ Association there was no body the 
purpose of which was to help the individual retail hardware 
dealer to become more efficient in his business. Let us put in 
to the community where we live the best we have. Your com- 


munity does not owe you a living but you owe that com- 
munity a life. No one gets out of life but one life—what 
he puts into it. No one can live another’s life for him. What 


we all want, as dealers, is to become more proficient in our 
line, to obtain a fair compensation for our labor 

We certainly appreciate the hospitality extended by the 
Commercial Club of this City, and will try to enjoy it, and 
I hope as we return to our homes and take up our regular line 
of work we will all feel repaid for coming here. 

How nice it would be if al! hardware dealers belonged to 
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the Nebraska Hardware Dealers’ Association! Then our in- 
terest would be more alike in common, and if they all be- 
longed they would be more interested, and more brotherly, 
etc. 

In my capacity, as.your president, J attended, with others, 
the National Convention held at St. Paul, June 22 to 25, 1915. 
It was planned as a business session filled in with a splendid 
opening with speeches from prominent men of the state and 
that city. Those of us who were in attendance will never 
forget the stirring speech of the lamented Governor Ham- 
mond of Minnesota, who was stricken and taken from among 
us so recently. 

Our Nebraska delegation was recognized by the National 
Convention, having had our old member, Dan Kavanaugh, on 
the [executive Board, and he not wishing to serve longer, our 
M. D. Russie was elected to a position on the board, and, by 
the way, was spoken of by several members as presidential 
timber for the National. 

On August 3rd I attended the Nebraska Business Men’s 
Outing Association, at Omaha, and endeavored to represent 
the Nebraska Hardware Dealers’ Association, as its president. 
The weather was very bad, and kept a great many from at- 
tending. A fine program had been arranged under the lead- 
ership of Colonel D. F. Dolan, who did all in his power to 
make the outing pleasant and profitable. All in all, the outing 
was not a success, but should be if the merchants would at- 
tend and take part. The Commercial Club of Omaha cer- 
tainly did their part well. 

1915 An Unusual Year. 
The year 1915 was an unusual year for hardware as well 





J. J. Jennings, 
President, 
Nebraska Retail Hardware Association. 


as for some other lines. Starting with low prices and a 
general depression, it ended with operations as far above nor- 
mal as it was possible to push it. 

The year started with operations at 30 percent of the 
capacity of the mills, and closed at one hundred ten, with 
the mills all sold up, and no possibility for placing any busi- 
ness until after July Ist. In spite of this fact prices did not 
advance to the extent that might have been expected. The 
following figures might be of some interest to those of you 
who do not recall prices in years past. 

Comparative Wholesale Prices. 

In 1900, nails $3.90, painted barb wire $4.35, galvanized 
$4.50. 

In 1915, nails $2.70, painted barb wire $2.85, galvanized 
$3.55. 

Another statement might interest you: In 1869 a 12-inch 
flat bastard file cost 53 cents; a Number 1 Maydole hammer 
$1.17; garden hoe 63 cents; manilla rope 22 cents a pound; 
copper rivets 72 cents a pound; cut nails, $6.75 per keg; cast 
steel 24 cents a pound; 1% Number 10 flat head screws 59 
cents. 

So you see, even though we are paying 10 to 20 percent 
advance for goods, withal they are very cheap. The general 
impression is that most of our hardware dealers have had a 
good year. and if they have bought early for next season, 
they should have a good year in 1916. In any event let us 


hope for a good business, and not worry over what we do 
not get after we have done our best. 
“It’s the songs you sing and the smiles you wear 
That’s making the sun shine everywhere. 

F W ith the terrible war going on across the water, bringing 
with it the misery and suffering to men, women and children 
let us be thankful to the Giver of All Good Things, our 
Heavenly Father, that we are spared the ravages of war up 
to the present time, and may our beloved President Wilson 
be able to steer our ship of state so that we do not become 
involved in war with other nations. 

Our state was blessed, last season, with bountiful crops 
of grain and fruit, and our farmers prospered, for all of 
which we should be thankful. 

I wonder if the merchants at home were patronized more 
or did our friends, the farmers, send away from home for 
more goods during 1915? See by report of Sears, Roebuck 
and Company that their annual sales for 1915 were $112,665,- 
725, or more than $11,544,071 above 1914, or 11 percent in- 
crease. 

These figures, gentlemen, are appalling, and there seems 
to be no way of keeping people from sending away for goods. 

Our National Retail Hardware Association is certainly 
doing a good work, and is doing all in its power to help the 
State Associations. We should be proud of the National Bul- 
letin, and not in the least slight our own little magazine, so 
ably edited by our Secretary Roberts. 

I want to say a few words to you in regard to our in- 
surance department. This department is getting along very 
nicely under the able management of our secretary, the man 
who does things. We have the best insurance that money 
will buy and sell it to our members at half price. If not in- 
suring in it now, get busy and take out a policy in our Hard- 
ware Mutual. 

In conclusion, I want to thank our Board of Directors, 
our able secretary, and the membership of our organization 
for the loyal support they have given me in my feeble efforts 
as president of your association the past year, and I hope 
that you will extend to my successor the same loyal support 
that vou have given to me. 

Some one has said “Our glory in the other world will be 
what good we have done others’”—not what we do for our- 
selves. 

Secretary Roberts then read his annual report, as 


follows: 
Secretary Nathan Roberts’ Report. 

In presenting you our annual report this year, 1t is with 
feelings of gratitude to our Creator that he has spared our 
unworthy lives and permitted us to be used by him in our 
humble efforts toward the betterment of our beloved crafts- 
men. 

Our work has been in sunshine and shadow, sometimes 
encouraged and buoyant, at others discouraged and disap- 
pointed, but such is life, and while the average is plus, we 
have no right nor excuse to lag in doing the best we can, 
leaving the results with Him who works out for good our 
weakest efforts. 

Note well our report and see how and where your money 
has been spent. There are some who, not knowing any bet- 
ter, give as a reason for not joining our Association that we 
spend their money in having a good time once a year. Their 
ignorance and lack of interest outside of their own personal 
advantage is the only answer. To such we will state that 
there is not one dollar spent for entertainment of members 
out of our Association funds, with one exception, that which 
we spend for entertaining our members’ ladies (God _ bless 
them, they are the salt of the earth) and this sum barely 
exceeds $10.00 per year. 

Again, there are those whose focalized vision is so con 
tracted by the farthing close to the eye that it is impossible 
for them to grasp larger opportunities. God bless them, we 
don’t miss them. 

Big opportunities are before us this year, let us grasp 
them before the door closes upon us. 

Advises Higher Retail Prices. 

That stock of hardware on your hands today is wort! 
from 25 to 100 percent more than a year ago; are you letting 
it slip from you, content to get the old cost and freight plus 
a small profit? You can’t replace it and will be compelled to 
ask more for new goods—why not get it from the goods you 
have bought and paid for? ie 

We would not urge overbuying by any means, but think 
you should make hay while the sun shines in reasonaiie 
protection for the next six months at least. : 

Should the war cease today, it will take six or cig 
months to adjust to anything like a normal condition. Spelter 
and its products will be the first to feel a decline, coppet 
goods will not decline for some time after the adjustment! 
begins. Under normal conditions we export about 40 per- 
cent of our copper. We would advise a careful analysis an 
profit thereby. roe 

There never was a time when the consumer's mind 
been so thoroughly in accord with higher values: he ‘ 
pects to pay them; why disappoint him? 

Cliff Crooks of Fairbury will present you at this 
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a proposition to centralize our energies and work which is 
worthy of your careful consideration. In the spirit of 
truth there is power, when presented and carried out as a 
unit. 
Trade relations with our jobbers is, I am pleased to 
report, in better condition than ever before in our history. 
Of the ten jobbers who solicit trade in this state nine are on 
record in our office as selling goods only through legitimate 
hardware channels, and are professed Apostles in conserving 
the best interests of the National Retail Hardware Associa- 
tion. 

The one poor sheep outside of the fold is not one of 
the jobbers doing business out of Chicago, St. Louis, Omaha, 
St. Joe, Atchison, Lincoln or Council Bluffs. 

It has taken much work, and no little worry. But it is 
promised, and now it is up to you to see to it that these 
promises are faithfully recorded. I believe it is your duty 
to report to your Secretary every violation you hear of, with 
full facts and figures. They mean to do what is right, but 
errors will occur and can and will be rectified if you do your 
duty in strict confidence to your Lincoln office only. 

“The Price and Service Bureau is a means to an end, 
and will be fully discussed at one of these sessions. 

The Ironmonger has passed its third mile stone and still 
lives, prophecies to the contrary notwithstanding. We don’t 
know to what extent it is digested, but will venture the asser- 
tion, without wishing to appear to you egotistical, that if you 
will read it from cover to cover, including what our friends 
who advertise have to say, and then take action on the im- 
pressions left on your mind, the little booklet will soon grow 
to a larger place for betterment in our Association. 

Our National Bulletin should have and doubtless has a 
prominent place in your estimation. It is full of good things 
that will pay us large returns for the time given to what it 
has to tell us. It is growing better every issue. 

Credits and collections will be fully and ably handled 
by a man who knows, but we want to prefix to his arguments 
the one that there never was a time and probably never will 
be again, when you can more easily draw down your busi- 
ness to near-to-cash basis than now. 

We would like to see a strong resolution adopted before 
we close, limiting credits to men only whom you would will- 
ingly loan the same amount of cash out of your pocket as 
their credit desired amounts to, on a basis of 30 or 60 days 
with a differential of 5 or 10 per cent bonus for cash in 
hand, and stand absolutely pat, in refusing the other fellow. 

Farmers’ Union Stores have had a mushroom growth, 
but the sunshine of efficiency is their death knell, and they 
are fading away faster than they sprouted. Efficiency is our 
motto and slogan this year 1916; put it to the test, it will 
carry you safely beyond the shoals. Peter Tumbledown is 
going, Peter Right will win out. 

Urges Passage of Stevens Bill. 

The Stevens Bill will soon be up in Washington and 
we hope our Resolution Committee will handle this question 
in such a manner that every member will feel it his duty 
to personally write his representative to stand behind it and 
pat for it. Now or never. 

We cannot impress upon you too strongly the necessity 
of all our members working with us for an equalization of 
our postal rates, because only in that way can we prevent 
a ruinous extension of the parcel post. Let each one write 
a personal letter to his representative in Congress, urging 
this measure. 

Exposition features are nearly up to our plans and ex- 
pectations this year, but, believe me, it has taken strenuous 
efforts to attain it. Promoters of this feature of our annual 
gathering fully realize that co-operation on the part of our 
members is lacking and their interests on the wane, there- 
fore it is folly for them to spend good money in the effort. 
We sincerely hope that this year in Lincoln will prove the 
exception. 

_ If we are to continue them, the members of our Associa- 
tion in the cities to which we go, as well as the members at 
large, must take an interest and put forth an effort with the 
people they buy from to promote their lines for our inspec- 
tion, at our annual meetings. 

_ Early in the campaign we solicited the aid and co-opera- 
tion of our Lincoln people in a patriotic and promotion spirit. 
I regret to state that outside of two merchants, namely, H. L. 
Scofield of the Hardy Furuiture Company and H. J. Hall of 
Hall Brothers Company, little effort has been evinced to 
interest the promoters of the lines they handle, either for 
Lincoln or their own benefit. These two gentlemen deserve 
a measure of credit. Two concerns stated that if we needed 
to fill out at the last and would sell the spaces cheap, they 
would consider it. Gentlemen, when filling our exhibit hail 
1s based on charity instead of efficiency, it is time to quit. 

_ Convention interest has largely a place in our human 
failings. We are drawn by new things, new faces, new fads, 
in a superficial way, and forget the benefits that arise in a 
spiritual, social and financial annual conference. We think 
only of the good times we have, which oft repeated become 
stale to us and we forget the uplift, experience and broader 


views we obtain, unconsciously perhaps, at these annual 
gatherings. 
Question Box Discussions. 

In these strenuous soul-trying, soul-testing times, our 
annual conventions are of vastly more importance than ever 
before. What each of us needs is an awakening to our 
true position in the mercantile and social world, we need 
the spirit of “know thyself as others know thee”; catering 
to our superficial cravings has no place in the success and 
benefits of our annual conferences. We hope we will take 
the advanced step this year. There is no excuse for any 
one to go home lacking the light he needs on his own par- 
ticular problem. Surely out of the 250 questions submitted, 
you will find the one that fits your case; if so, don't rest 
your mind until some one gives you the direction needed. 
Save time, concentrate your ideas, express them decidedly, 
don’t argue. 

Reducing Stocks, 

There are perhaps some of us who through overbuying 
in certain lines find money tied up and won't unloosen by 
our best efforts; to such we would say that a reduction sale 
can be put on, that will bring the result desired at a cost of 
about 10 per cent of the sales made. Those who have tried 
tell us it was successful and did not have a bad effect on 
trade afterwards, rather the reverse. Should any of you 
desire information on this point, consult your secretary for 
details. 

Advocates Better Bookkeeping. 

We find the state over that the bookkeeping of many of 
our members is in a chaotic condition. We have carefully 
studied this matter, and at our request Porter and Company 
present a simple proposition that we believe will help you 
solve it; give it your attention and consideration. We have 
also given the Baker Vawter system in departmentizing our 
business some consideration. [ have several letters from 
people who have put these systems into practice, which those 
interested may read by applying to your secretary. 

We have here ready for you the annual Directory 1916. 
Please see that you get it. We would urge upon you as 
much co-operation as you can to place this feature of our 
work on a paying basis. Those who pay for their ads do so 
on business principles. If inquiries and purchases are made 
from them during the year, we have no trouble to interest 
them, but otherwise we have little interest shown. We con- 
sider it a valuable help to you in many ways; hang it up 
where it will be handy when you need it. It means lots of 
work and considerable expense to publish it. 

In the January Bulletin we noticed an efficiency chart 
that attracted our attention to the extent that if we serve 
in the retail business again we would keep for reference, 
instruction and direction, and study its outline as often as 
possible. We succeeded in getting the National Office to 
send us a few copies. Get one here before you leave, study 
it carefully, and get a new vision of things presented and 
necessary to success. 

We have here the latest digest of the Pure Seed and 
Paint Law; get a copy and post yourself on its requirements 

it is better to be safe than sorry. 

The Freight Auditing branch will bear expansion. You 
might just as well get what is due you, be it little or much. 
Our service is free to you. We have returned so far in total 
to our members $306.34, they returning to us 5) percent, 
being the amount the auditing company charges us for col- 
lecting. 

We have added new members for 1915, 75, making a 
total of 673. 

Receipts for 1915, $4,751.22. 

Disbursements, $3,956.72. 

Net, $794.50. 


Following this the (Question Box was discussed, 
LL. O. Rose, of Arnold; W. W. Bass, of Anselmo; M. 
Abbott, of Sargeant; Charles Ammon, of David City; 
C. B. Diehl, of Stratton, and A. B. Hlasa, of Ravenna, 
being in charge of the various subjects. 

THURSDAY, FEBRUARY TENTH. 

At the Thursday session, which met at 1 P. M., the 
Suggestion and Auditing Committees made their re- 
ports, after which M. D. Hiussie, of Omaha, reported 
on the 1915 National Convention at St. Paul, Minne- 
sota. Mr. Hussie also led in the discussion on “Col- 
lections.” 

FRIDAY, FEBRUARY ELEVENTH. 

Friday afternoon the closing session was held and 
the Committees on Resolutions, Place of Meeting and 
Nominations made their reports, followed by election 
of officers, after which the Convention adjourned. 
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HEATING AND VENTILATING 








THEORY OF VENTILATION. 


There is a great deal in scientific publications, 
magazines and newspapers at the present time con- 
cerning some of the new discoveries and advance- 
Among other 
features, it is confusing to different 
meanings which this word is given by different per- 
According to a large dictionary, of 


ments in our knowledge of ventilation. 
observe the 


sons and sources. 
recent edition, the word has a wide variety of inter- 
pretations: “to open and expose to the free passage 
of air; to supply with fresh air, and to remove im- 
pure air from’; “to provide with a vent or escape for 
air, gas, etc.”; “to change or renew, as the air of a 
room”; “to winnow; to fan”; “to sift and examine: 
to bring out, and subject to penetrating scrutiny.” 
Indeed, the word “ventilation” has formerly meant 
“the act of refrigerating or cooling.” In derivation, 
the term means “to toss, brandish, to fan, to winnow 
(from ventus, wind).” 

Some discuss the term ventilation as referring to 
the circulation of air, which may be from the out- 
side, and therefore fresh air, or may be simply the re- 
circulation of air over and over again in the same 
room or quarters by means of a ventilating plant, or 
it may be a combination of the two. To others, ven- 
tilation, and this appears to be the more recent ten- 
dency, incorporates the idea of temperature and hu- 
midity relations along with those of motion, and the 
belittling of the importance of chemical constituents, 
such as the amount of oxygen and carbon dioxide 
present. 

Whatever may be the construction put upon the use 
of the term, it appears to be established that what the 
human being needs is a constant aerial environment 
nearly like that of a representative autumn or spring 
day, in which the following standards would be ap- 
proximated—temperature about 68 degrees, relative 
humidity from 50 to 60 percent, a perceptible move- 
ment of the air, but not a strong draft, all of which 
may be accomplished through the re-use, indeed, of 
the same air, without apparent detriment to the ani- 
mal organism. The estimation of carbon dioxide is 
still valuable as an index to the extent of fresh air 
which is being admitted. 
the odor which is perceptible to persons just entering 


Another index of this is 


an occupied room which has housed one or more 
for little time. There certain 
atmospheric conditions which are natural, but which 
are quite inimical to continuous health. We should 
he in a position, therefore, to pick out the best fea- 
tures and eliminate the balance. A most remarkable 
deduction is the change in the physiological aspects 
of ventilation, that is, that we desire the proper air 
condition, not for its effects upon the lungs and re- 
spiratory system, but for its effects upon the skin and 


persons some are 


thence the circulation of the blood. While the effects 
of high temperature, both with and without a high de. 
gree of relative humidity, have been fairly well estab- 
lished, the effects of low relative humidity, that is, 
dryness, have yet to be worked out.—Ohio Publi: 
Health Journal. 


PATENTS WARM AIR HEATER. 





\'nder number 1,169,769, United States patent rights 
have been granted to George B. Carter, Detroit, Mich 
igan, assignor to the 
Rudy Furnace Com- 
pany, Dowagiac, 
Michigan, for a warm 
air heater described 
, herewith: A combus 
> 0 tion chamber, having 
2) me a wall tapering from 
# the bottom toward 
2 
74H the top and having 
an outlet opening at 
the top, said wall hav- 
ing a plurality of out 
wardly projecting 
corrupations spaced a comparatively wide distance 
apart, said corrugations being hollow on the inner 
sides thereof and increasing in depth toward the 
top of the chamber, the top of the corrugations ex 
tending inwardly for the purpose described. 


1,169,769 
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ILLINOIS HEATING AND VENTILATING 
ENGINEERS WILL MEET MONDAY, 
FEBRUARY 14. 


The next regular monthly meeting of the Illinois 
Chapter of the American Society of Heating and Ven 
tilating Engineers will be held Monday, February 1! 4, 
6:30 P. M., at the Morrison Hotel, Parlor “A” 
Through the courtesy of James A. Donnelley, a mem 
ber of the New York Chapter, every member attend 
ing will receive a prize. 

Secretary W. L. Bronaugh has instituted a canvass 
among the members of the Parent Body who are not 
members of the Illinois Chapter, to induce them to 
become affiliated and requests the cooperation of every 
member of the IIlinois Chapter. 


—__—____- -___e-@-+ 


COOPERATION HELPS DEALER SELL KELSEY 
WARM AIR GENERATORS. 


The installer of warm air heaters is generally capa- 
ble of handling the situations that arise in his work, 
but every once in a while he has to contend with new 
problems that are too difficult for him alone to solve. 
It is, however, not incumbent upon him to trust to 





February 1 


chance or give the job up, for the manufacturers of 
the Kelsey warm air generators will gladly make plans 
for the installation and even figure an estimate if it is 
desired. With the backing of their staff of experts, 
they state, no problems will be too difficult to handle, 
and the dealer may have absolute confidence in the 
plans and estimates. The Kelsey Heating Company 
also help the dealers by furnishing advertising helps 
of many kinds and in many other ways. Their Dealer 
Help Book Describes these aids, and installers should 
write for a copy and details of the Kelsey warm air 
generator to the Kelsey Heating Company, 301 James 
Street, Syracuse, New York. 
ee 


WARM AIR HEATERS FOR LOW BASEMENT. 

Warm air heaters made especially for low basements 
with insufficient headroom to properly install warm air 
heaters of the usual height, are manufactured by the 











Co-Operative Foundry Company, Rochester, New 
OUNORY co 
STER, ny 
Ajax Warm Air Heater. 
York, and Chicago, under the name of Ajax. They 


are designed for installation in cellars as low as four 
feet ten inches, and are said to be low price and 
built so as to be durable, efficient and 
Several special features of the Ajax warm air heat- 
ers, one of which is shown herewith, are claimed to 
be embodied in their construction, among these being 


serviceable. 


the extraordinary deep ash pit, the steel radiator, the 
great length of fire travel insuring complete combus- 
tion, and the clean-out plates and grate which can be 
removed. The burn 
either hard coal or wood and, according to the manu- 
lor further 


easily Ajax warm air heaters 


facturers, can be supplied on short notice. 
information, dealers should write for the catalog which 
describes this and other types, to the Co-Operative 
loundry Company, Rochester, New York. 

-eow 


REGISTERS THAT DO NOT STREAK WALLS. 


of warm air heating installations is 
sometimes put into poor repute by the streaking of 
the walls to which the registers are attached. The 
air manages to escape through the connecting joints 
and smudges the wall paper or paint of the room. 


lhe character 


To prevent this with their warm. air registers, the 
Rock Island Register C ompany, Rock Island, Illinois, 
and top, and an expanding slip joint connection which, 
they state, prevents the air from escaping except 
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through the grille. With each of these No-Streak 
registers, the grill, frame and box of which are shown 
use a steel frame with beveled flange around the sides 





Rock Island No-Streak Register. 


herewith, the Company furnishes a guarantee that the 
register when installed according to their method, 
will prevent streaking of the walls, or else the price 
will be refunded. [urther information of these regis 
warm air heating accessories can be 
the Rock 


\venue, Rock 


ters and other 
Island Register Company, 


Hlinots. 


obtained from 
1230 Vifth Island, 


+e 


WARM AIR HEATER BUILT LIKE BOILER. 


The American warm air heater, shown in the ac- 
companying illustration, 
structed of heavy boiler plate, 


power boiler and a fire-brick linings. 


| ri pr 


AMERICAN 


is described as being con- 
riveted tight like a 


This con- 





aT 





| 
Hit 


View of American Warm Air Heater. 


Sectional 


struction is said to be much more healthful than those 


having packed or cemented joints as the latter allow 
the gases to permeate slowly or else crack because ot 
unequal expansion of the parts and permit the gases 
to rush through and mix with the warmed air 


The brick lined steel firepot, the 


which 
enters the rooms. 
manufacturers 
gases and transmits less heat to the outside than the 


state, also restrains the passage of 
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unlined pot, the heat thus retained serving to augment 
the temperature of the fire and promote good com- 
bustion. Further particulars can be secured from the 


American Furnace Company, St. Louis, Missouri. 
—_—__——_~+-92—___——_ 


VENTILATING FAN SPECIFIED BY LEADING 
ENGINEERS AND ARCHITECTS. 


Ventilating fans that are said to be used all over 
the country and abroad, and specified by leading en- 
gineers and architects, are 
manufactured by the Bi- 
calky Fan Company, Buf- 
falo, New York. The Bi- 
Multi fans—as they are 
known—are said to owe 
their popularity to first 
class, scientific construc- 
tion, which, according to 
the Company, makes them 
the highest efficiency fans 
on the market and permits 
their operation at high 
pressure without racking 
and with minimum power 
expenditure. The accom- 
panying illustration shows 
the pulley side of one of 
these, a right-hand top 
horizontal discharge fan with full housing. Other 
types are furnished in 7% housing, right or left hand, 
any discharge, also with steel base for engine or mo- 
tor direct connected, and can be built to meet any re- 
Those desiring 





Pulley Side of Right-Hand 
Top Horizontal Discharge 
of BI-Multi Fan. 


quirement that fans may be used for. 
further particulars should address the Bicalky Fan 
Company, 866-872 Prospect Avenue, Buffalo, New 
York. 


WARM AIR HEATER WITH SQUARE FIREPOT. 








In the accompanying illustration is shown one of 
the boynton square pot warm air heaters, the Cru- 





a 


Crusader Portable Warm Air Heater. 


sader, which can be furnished either with cast iron or 
steel plate return flue radiators. The firepot, grate and 


ashpit construction of this warm air heater is identica] 
with that of the others of the Boynton square pot 
line, which are equipped with square grates and ashpit 
in addition to the square firepot. The grate bars are 
said to be arranged so that the shaker is placed on the 
outside bars next to the surface to be heated, thus in 
suring a clear fire at all times. They are of even 
length and motion to permit an even flow of air 
through the bed of coal and are mounted in the top 
of the ash pit, yet below the bottom of the firepot, in 
this way, it is stated, allowing the ashes to fall down 
out of the way as fast as the coal is consumed. Fur- 
ther details of the construction can be secured from 
the Boynton l‘urnace Company, Chicago, New York, 
or Jersey City, New Jersey. 

WARM AIR HEATER THAT BURNS HARD 

COAL EXCLUSIVELY. 





l‘or those desiring a high-grade warm air heater 
that burns hard coal exclusively, R. J. Schwab and 
Sons Company, Milwaukee, 
\Visconsin, manufacture — the 
Gilt Edge Badger warm air 
heater with steel plate radiator 
and top return flue. The chief 
advantages of this type are 
thus enumerated by the manu- 
facturers: The large combus- 
tion chamber helps to consume 
all the products of combustion 
and all the gases are ignited 
and burned before passing into 
the radiator; the radiator is 
constructed so as to make the 





Gilt Edge Badger Warm 
Air Heater, 


products of combustion pass around its entire circum 
ference before entering the smoke pipe, thus giving a 
large radiating surface; the joints where the cast iron 
heads are connected to the steel sides or cylinders of the 
radiator, consist of extra deep flanges packed with an 
especially prepared asbestos cement. Further par- 
ticulars of the construction of the Badger and othe: 
Gilt Edge warm air héaters can be secured from k. J. 
Schwab and Sons Company, 285 Clinton Street, Mil- 


waukee, Wisconsin. 





PARAGRAPHS. 


Callahan-Kingsley -Company, Incorporated, suc 
ceeds M. J. Callahan Company at 343 West 52nd 
Street, New York City, where, as heretofore, a gen 
eral heating and ventilating, contracting and engineer 
ing business will be conducted. 

The Watts Manufacturing Paduc ah, 
Kentucky, has been incorporated with a capital 
$10,000, to manufacture safety ventilating window 
sash locks. The incorporators are J. W. Watts, C. M. 
Lassiter and Stuart L. Johnson. 

Lewis W. Butterfield Heating Company, Orange 
New Jersey, has been incorporated with a capital 
stock of $125,000, to deal in heating and tinning ap- 
paratus. The incorporators are Lewis W. Butterfe:<, 
George I. Butterfield and William A. Calhoun. 


Company, 


_ 
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PRACTICAL HELPS FOR THE 
TINSMITH 








PATTERNS FOR AUTOMOBILE SEAT. 


BY O. W. KOTHE. 

In connection with the Automobile Dash Hood in 
the previous article, on page 52 of AMERICAN 
\rrisAN this drawing will show the development for 
the seat. Where a curve is desired on the bottom or 
the top, then that curve must be straightened out and 
treated as a straight line, thus making the seat higher 
and after it is properly formed it will resume its 
normal height again. 

lirst draw the elevation “A” to the required meas 











The stretchout “D” along the top of curve must next 
be developed, so pick those spaces from elevation and 
set them on a line extended from plan. Drop stretch- 
out lines and from all points in the outer line of plan, 
extend points into stretchout, thus giving you points 
4’-6'-8’, etc., or the stretchout for top of pattern. 
l‘or the pattern, draw any line as 1-2 equal to the 
length of back of elevation 1-2; then square out lines 
measuring the straight distances in plan on top and 
bottom as shown, thus establishing points 3 and 4. 
With dividers pick space 4’-6’ from “D” and using 4 
in pattern as center, strike arc as at 6, and in like 


4 
62 
K 


Va 
\\ \ True lengths 


Wyk S 








ib 























Developed 
Stretch oul 
D° 


























Development of Patterns for Automobile Seat. 


urements and curvature. Next drop the plan as shown 
by the half view “B”. It will be observed that the 
back has more projection than the side, the inner line 
being a true quarter circle, while the outer one gradu- 
ally transforms to make up that difference in width. 
Iivide both of these quarter circles into equal spaces, 
and draw your triangular lines. From points 4-6-8-10 
erect lines cutting the curved line of elevation. These 
lines can be used as the elevation heights for the true 
lengths, by simply picking the triangular lines from 
plan as 2-3, 3-4, 4-5, 5-6, 6-7, etc.; so you pick these 
and set them over from the base of the vertical line 
and number your points. When you have drawn lines 
to the height in curve as to 4-6-8-10-12, then you 
have the true lengths for developing the pattern. The 
curved line 10-12 in the elevation is first treated as a 
straight line and then is drawn or reproduced in pat- 
tern, lengthened to suit the slightly lengthened side. 


manner pick the space 3-5 from plan, and strike the 
arc 5 in pattern. Then pick line 4-5 from true lengths 
and with 4 in pattern as center, cross arcs as at 5. 
Continue in this way until points 11-12 are estab- 
lished. Draw lines through all these points and re- 
produce the curve 10-12 in pattern the same as in ele- 
vation. You can take measurements for doing this. 
If it is desired to add the straight strip which seams 
to the dash hood, then just simply extend the bottom 
line and square out the right length, draw the top line 
parallel to it; allow your edges for lugs, and turning 
over and the pattern is finished. 
-adstiineeimentesiltbactees 
There is a certain kind of temptation known to some 
which has proven very practical in the business. It 
sort of stimulates one into going out after more of it. 
You know the more one gets, semetimes the more one 


wants. 
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SHEET METAL TRADE DEVELOPMENT 


Members of National Association of Sheet Metal Contractors 
Suggest Means for Trade Development. 











The following article has been received by George 
Harms, Peoria, Illinois, chairman of the Trade De- 
velopment Committee, and under the rule of the Com- 


mittee is published without signature : 


Extending Trade by Instruction Through Use of Charts and 
Explanations. 


More effectively all the information that the best 
qualified expert could personally give in an address 
can. be much less expensively put permanently before 
the whole sheet metal working trade by chart talks. 
K’xpensive methods are the resort of the lazy, mentally 
and physically, both on the part of the giver and the 
receiver. Interest and application in a work are es- 
sential to success and they save the necessity of the 
extravagance of personal talks which few remember. 
There is need that the message should go forth to the 
furnace shop, the roofing shop, the architectural sheet 
metal shop and the smaller shops which must do all 
kinds of work to survive, as well as to the larger en- 
terprises devoted to some special line of work. What- 
ever the message, it can be more effectively sent to the 
whole trade in such form that it can be redd and ac- 
companied by charts that can be seen than by a fluent 
speaker who delights with stereopticon views and who 
passes out of recollection because the message was too 
long to be remembered and the pictures too many to 
be clearly recalled. 

The first step is to decide what field is to be reached 
or whether one message is to serve all. It will be bet- 
ter to give specially prepared messages to each field 
that shows a need. There must be no confusion about 
principles and practices. Practices vary. Principles 
do not. A message based on principle applies to all 
practice. The application varies in accordance with 
the man’s ability. The message can be prepared by 
one man or several or made up by one man from the 
contribution and experiences of many. If it is on fur- 
nace work, it will cover the advantages of quality and 
material, construction and workmanship, the method 
of deciding the size and proportion of all parts, the 
location and arrangement and means of avoiding fric- 
tion, and accomplishing the desired result. The mes- 
sage can be as wide as the information obtainable. 

It will be difficult to understand it without the aid 
of charts, plans, elevations, drawings or whatever the 
illustrations may be called. Chart is a short word. 
The charts may be made cheaply on wrapping paper 
with a thick black pencil. Then they will be free from 
irrelevant details but will make the points clear as to 
location of the furnace in the building, the points of 
the compass, the source of the air supply, location of 
registers, running pipe, detail of connection, the effect 
of friction, etc. 

lf the message is to the roofer, after it includes all 
the information that will qualify the roofer to con- 
vince the owner, builder and architect, charts can be 
drawn that will make everything clear. The same is 


true of every other line in which sheet metal is used. 

How shall the messages and charts be procured : 
There are foremen, superintendents, and proprietor: 
in every line who can prepare them. There are trade 
school instructors who can easily prepare a message 
and the charts to go with it. Every association can 
afford to put up a $25.00 prize for the best treatment 
of any one line that is followed by its members. lost 
manufacturers have in their employ experts who could 
prepare a lecture and they could draw upon their rep 
resentatives visiting the trade in various centers and 
give it a broader application. 

Are the messages and charts worth the production - 
lf they were to be had, they could be duplicated and 
sent to every Association to be read and shown at 
regular meetings until the whole course of instruction 
had been given to men in every place where there was 
an association. They would be an incentive for men to 
organize an association to get the benefit of this in 
struction and all the other benefits that are derived 
from association with one other on a common ground 
at a meeting. It would be adopting the propaganda 
method followed by politicians to make a multitude 
think as they desire. 

Shall there be a joint effort between the manufa: 
turers and the contractors to find the right men to 
prepare the charts and messages for the different 
fields? What would be the right sum to set apart to 
pay a man to do this work.? How should the moncy 
be raised? Is the whole scheme of chart talks worthy 
of further consideration ? 


iinet wel errs 


VENTILATORS A NECESSITY FOR FARM AND 
DAIRY BUILDINGS. 


The Globe Ventilator Company, Troy, New York, 
has recently published a folder entitled “etter 
sarns,” which points out the necessity for proper ven 
tilation in all sorts of farmyard structures to procure 
the greatest comfort for and efficiency of the stock 
For this purpose, it continues, the Globe ventilators 
are unexcelled, being well adapted to barns, stables, 
creameries, silos and farm buildings of every char 
acter. They are described as being strongly con 
structed of heavy galvanized iron, easily erected, 
noiseless, stormproof and dependable under all 
ditions. The folder further states that they remove 
all superheated and impure air, odor and moisture ; 
keep the stock healthy; prevent contagious diseases; 
cure hay quickly and prevent fires resulting from spo 
taneous combustion caused by poor ventilation, and 
to substantiate these contentions, points out that 
“Globe” is in use on some of the largest stock farms 
in the country, where it is meeting every requiremen'. 
Those desiring copies of the folder should address the 
Glove Ventilator Company, Department H, Troy, New 
York. 


¢ 
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ALLIED SHEET METAL CONTRACTORS OF 
CHICAGO TO DISCUSS LIABILITY 
INSURANCE TUESDAY, 
FEBRUARY 15. 


The Allied Sheet Metal Contractors of Chicago, in 
their next regular meeting at the Hardware Club, 
Tuesday evening, February 15th, will have as the spe- 
cial topic of discussion the ways and means by which 
the members can save more than the cost of their 
membership in the Association by placing their lia- 
bility insurance with a mutual company that is thor- 
oughly reliable. 

\ representative of a mutual company, which has 
saved some of the members 25 percent of the rate 
charged by stock companies, will be present to ad- 
dress the organization on the subject. 





o-~> 
o-oo 


TINSMITH’S FIRE POT WITH STEEL TANK. 


The strength and durability of the tank is one of 
the chief points considered by a tinsmith in purchas- 
ing a torch or firepot. If he is 
offered a firepot, the tank of 
which is made of heavy, seamless 
drawn steel, with bottom and all 
fittings welded in, not soldered, 
then it is pretty certain that this 
construction will give entire satis- 
faction. The Red-Hot coil fire- 
pot Number 61, shown herewith, 
is said to possess this feature be- 
sides being equipped with an au- 
tomatic brass pump with a double 
spring check valve which en- 
ables the operator to quickly 
supply all the needed air pressure. The coil in 
this firepot is described as being made of extra 
heavy steel pipe free from scale or sediment and the 
tank has a large funnel and filler plug to prevent loss 
of gasoline in filling. The manufacturers state that 
this firepot will work perfectly under all conditions 
and they guarantee it to render satisfactory service. 
The catalog describing their entire line of torches and 
firepots will be sent to those addressing the Ashton 
Manufacturing Company, 17 Nevada Street, Newark, 
New Jersey. 





Red-Hot Firepot. 





KALAMAZOO AND BATTLE CREEK SHEET 
METAL CONTRACTORS DISCUSS 
ESTIMATE FIGURING. 


\t a recent joint meetins of the Sheet Metal Con- 
tractors’ Associations of iJattle Creek and Kalama- 
zoo, Michigan, held at Kalamazoo, two members were 
selected to discuss the cost of manufacturing a tank 
with assistance from some of the other members. 
There was a considerable difference of opinion as to 
how to figure the cost and how to include the over- 
head. he final result was that the man who made 
the lower figure was convinced, and in future it is 
certain that he will make a better profit from his 
work. Another result of the discussion was that some 


firm friendships were established. A lunch was 
served after the meeting and a few short talks made. 





MICHIGAN SHEET METAL WORKERS WILL 
MEET MARCH 8 AND 9. 


The Fifth State Conveniion of the Michigan Sheet 
Metal Contractors’. Association will be held in Sag- 
inaw, on March 8 and 9. The Program Committee is 
arranging for talks on business building, salesman- 
ship, cooperative effort, cost of doing business, trade 
development, and attention will be given to other mat- 
ters. Sheet metal contractors who are not members 
are invited to attend and see the advantage of cooper- 
ating to secure those things which are unattainable 
through individual effort. 


BRIER HILL STEEL COMPANY IS NEW 
NAME OF EMPIRE IRON AND STEEL 
COMPANY. 





The brier Hill Steel Company is the name under 
which the Empire Iron and Steel’ Company, 3604 to 
3008 South Morgan Street, Chicago, will be conducted 
in the future. The same selling force under the man- 
agement of Joseph A. Rees, vice-president and dis- 
trict salesmanager, the same location and same careful 
attention to orders will characterize the conduct of the 
business as under the former name. 


» 
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HEAVIER GAUGES OF STEEL ROOFING AND 
SIDING MAKE BETTER INVESTMENT. 





The old custom of selling sheet metal roofing and 
siding by the “square,” coupled with the craze for 
cheapness and the willingness of some dealers to in 
dulge the public in this mania, is said to have created 
unnatural and disastrous conditions in the trade, such 
as the widespread use of 29 and 30 and even lighter 
gauges of steel roofing and siding. ‘This circumstance, 
manufacturers maintain, exists only in America, for 
in both Great Britain and the Continent, 26 gauge is 
the lightest steel roofing and siding used. Despite 
this, it is said that well-made American basic open 
hearth sheets are purer and more corrosion resisting 
skinning” 


than the best European products; but by 
the weight or allowing the trade to induce them to do 
it, American manufacturers are seriously damaging 
the standing that steel roofing and siding have at- 
tained. The Inland Steel Company, Chicago, are pre- 
pared to furnish the heavier gauges, and point out to 
dealers that 26 gauge roofing and siding, whether 
painted or galvanized, will last two to five times as 
long as the 29 or 30 gauge material that is now so 
much in use. Dealers desiring further particulars 
should address the Inland Steel Company, First Na 
tional Bank Building, Chicago. 
a tiie 

M. J. N. Schneider, Black River [alls, Wisconsin, 
has added a sheet metal department to his wood work- 
ing establishment which wil! be under the charge of 
Carl Malchow. He proposes to do all classes of new 
and repair work. A specialty will be made of warm 
air heater work. 
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ARTISAN BEST, OF ITS KIND. 


AMERICAN 


To AMERICAN ARTISAN: 

[ have found AMERICAN ARTISAN to be not only 
the best Weekly Magazine, but a wonderful magazine 
for reference when bound up, in book form, which 
I have done, and am now on the eighth volume com- 
pletely indexed. In this manner one can refer to the 
best months to purchase any class of material (where 
to buy, how to buy, and when to buy). 

AMERICAN ARTISAN when bound up in volumes of 
thirteen copies each, make up a book size 9x12x2 
inches and are very attractive for a header on your 
desk. 

Yours for continued success, 
Oscar J. Rupp. 

516 South Perry Street, Dayton, Ohio, February 10, 
1916. 


—_——--—- -- & ee 


WOULD’NT BE WITHOUT AMERICAN ARTISAN 
FOR TWICE THE PRICE. 


To AMERICAN ARTISAN: 
I wouldn’t be without AMERICAN ArrisAN for twice 
the price it costs. 
Yours very truly, 
Henry HALt. 
Menominte, Wisconsin, January 24, 1916. 





-os+ 


WHO MANUFACTURES JOHNSON’S AXLE 
GREASE. 





To AMERICAN ARTISAN: 
Kindly advise us who manufactures Johnson’s Axle 
Grease and oblige, 
Yours truly, 
Joun A. JoHNSON. 
Preston, Minnesota, February 8, 1916. 


NOTES AND QUERIES. 


‘ 


‘GEE WHIZZ” WASHING MACHINE. 
From the Farmer’s Co-Operative Supply Company, Green- 
wood, Wisconsin. 

Kindly advise who makes the “Gee Whizz” washing 
machine. 

Ans.—This was made by the Gee Whizz Washing 
Machine Company, Des Moines, Iowa, who are out of 
business now. 

COPPER WIRE. 
From John Morrell, Topeka, Indiana. 

Can you advise where [ can get Number 3 copper 
wire? 

Ans.—American Steel and Wire Company, 208 
South La Salle Street; and Hazard Manufacturing 
Company, 552 West Jackson Boulevard; both of Chi- 
cago. 

GASOLINE VAPOR. STOVES. 


From J. W. Cutts, Plankinton, South Dakota. 
Please tell me who manufactures gasolene vapor 


stoves. 


Ans.—Detroit Vapor Stove Company, Detroit, 


Michigan; A. B. Stove Company, Battle Creek, Mich- 
igan; and Dangler Stove Company, Cleveland, Ohio; 
Process 


New Stove Company, Cleveland, Ohio; 
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Ringen Stove Company, 825 Chouteau Avenue, St. 
Louis, Missouri; and George M. Clark and Company, 
179 North Michigan Avenue, Chicago, all divisions of 
the American Stove Company. 

MARQUEES. 
From Brizee Metal Works, Twin Falls, Idaho. 

Kindly advise who manufactures steel or glass 
marquees. 

Ans.—I‘red J. Meyers Manufacturing Company, 
Hamilton, Ohio; I’. P. Smith Wire and [ron Works, 
Lake and Dearborn Streets, Chicago; The Standard- 
Tyler Company, 2430 West 15th Street, Chicago; 
Friedley-Voshardt Company, 733 South Halsted 
Street, Chicago. 

“SENTINEL” GAS AND FIRELESS 
From the Peoples Gas Light and Coke Company, Michigan 
and Adams Streets, Chicago, Illinois. 

Please advise who manufactures the “Sentinel” gas 


COOKER. 


and fireless cooker. 

Ans.—Sentinel Manufacturing Company, New 

Haven, Connecticut. 
GASOLINE AND OIL TANKS WITH PUMPS. 
From J. Oscar Smith, 537 Reed Street, Moberly, Missouri. 

Kindly advise who makes gasoline and coal oil stor- 
age tanks with pumps. 

Ans.—S. I*. Bowser Company, Fort Wayne, Indiana; 
Tokhein Manufacturing Company, 815 North T[‘irst 
Street, Cedar Rapids, Iowa; Wayne Oil Tank and 
Pump Company, ort Wayne, Indiana; Beach-Russ 
Company, 220 Broadway, New York City: and A. S. 
Cameron Steam Pump Works, Bowling Green Build- 
ing, New York City. 

BURIED TANKS. 
From J. Oscar Smith, 537 Reed Street, Moberly, Missouri. 

Will you please inform me who manufactures 
buried tanks? 

Ans.—Allsteelequip Aurora, Illinois; 
American Can Company, 447 West 14th Street, New 


York City; and American Oil Pump and Tank Com- 


Company, 


pany, Cincinnati, Ohio. 


oa 


ITEMS. 





Pritchard and De Vine is the name of a general 
sheet metal business recently established by J. G. 
Pritchard and Roy De Vine, at 430 North Second 
Street, Clinton, Iowa. 

Ebling-Heiss Company, Kenmore, New York, has 
been incorporated to conduct a sheet metal, plumbing, 
warm air heater and hardware business, with a capital 
The incorporators are Henry C. 
Ebling, Edward C. Ebling and Ray H. Heiss. 


stock of $20,000. 


The American Sheet and Tin Plate Company, Pitts- 
burgh, Pennsylvania, has posted notices telling that 
wages in tin mills will be advanced 6.4 percent and in 
sheet mills 12.6 percent, these advances restoring the 
reduction in wages made by the company in February 
last year. The advance affects all its mills except the 
sheet mill plant at Gary, Indiana, which operates un- 
der a separate scale, but wages at these works wil! be 
readjusted to a higher basis. 


.-@~<> 
~-oo 


Since time is not a person we can overtake when 
he is past, let us honor him with mirth and cheerful- 
ness of heart while he is passing.—Goethe. 
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NEW PATENTS. 
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1,169,755. Automatic Closing Device for Sliding Doors. 
Lawrence A. Abbott, Chicago, Ill. Filed Aug. 19, 1912. 

1,169,831. Broiling Device. William R. Jeavons, Cleve- 
land, Ohio. Filed Feb. 15, 1912. 

1,169,833. Combination Wrench and Wire-Stretcher. 
Lyman M. Kanavel, Killbuck, Ohio. Filed Dec. 12, 1914. 

[168,838 Military Weapon. John Kolibas, McKees- 
port, Pa.. Filed June 25, 1915. 

1,168,841. Door-Check. Alfred Leschka and Adolf Fiala, 
New York, N. Y. Filed June 2, 1915. 

1,169,892. Safety-Razor. Peter O. Ugarph, Rockford, 
Il. Filed Aug. 2, 1915. 

1,169,902. Gearing Device for Wringers. Oliver B. 
Woodrow, Newton, Iowa, assignor to The Automatic Electric 
Washer Co., Newton, Iowa. Filed Oct. 1, 1909. 

1,169,921. Weeding Implement. Louise M. Burns, Wich- 
ita, Kan. Filed July 17, 1915. 

1,169,933. Milk-Can Container and Server. Thomas J. 
Davis, San Francisco, Cal. Filed Feb. 13, 1915. 

_ 1,169,939. Dust-Pan With Automatic Device. Wilfred 
Dupre, Worcester, Mass. Filed Aug. 9, 1912. 

, 169,950. Animal-Trap. Frank George, Orrville, Ohio. 
Filed Mar. 31, 1915. 

* 1,169,954. | Clothes-Drying Machine. 
Halliday, Wallkill, N. Y. Filed Dec. 2, 1913. 

_ 1,169,978. Collapsible Washbasin. Fred A. Lyon, Bley, 
Nev. Filed Mar. 25, 1915. 

1.170,018. Wick Adjustment for Oil-Burners. Jacob 
Swallow, Los Angeles, Cal. Filed Mar. 30, 1915. 

_,, 1,170,047. Hook. Nannie D. Conway, Portland, Ore. 
Filed Feb. 12, 1914. 

1,170,103. Washing-Machine. Ireland G. Regnier, Hum- 
Phrey, Ark. Filed July 12, 1915. 

1,170,106 Siaieis 
Ark. "Filed ie a ae sia 
Onig eei22. Weeding-Tool. William F. Stuart, Cleveland, 

- Filed Aug. 8, 1915. 


Marion Borden 


Rockwell, Camden, 
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1,170,126. Trap-Nest. John A. Wachendorf, Mukwon- 
ago, Wis. Filed May 9, 1914. 

1,170,169. Electrical Food-Warmer. Krank Kuhn and 
Frank E. Shailor, Detroit, Mich., assignors to American Elec- 
trical Heater Company, Detroit, Mich. Filed Apr. 19, 1915. 

1,170,230. Metallic Fence-Post. Quincy L. Flarida, Day- 
ton, Ohio. Filed Mar. 6, 1915. 

1,170,234. Fly-Trap for Screen-Doors. James A. Foust, 
Humboldt, Kan. Filed June 3, 1915. 

1,170,252. Latch. Herman Harrison, Harrisburg, II. 
Filed June 25, 1913, Serial No. 775,775. Renewed Dec. 1, 
1915. 

1,170,256. Fore Grip for Guns. Grear Hilpot, Phila- 
delphia, Pa. Filed May 7, 1915. 

1,170,260. Lightning-Rod. Amasa G. Hoovens, Goshen, 
Ind. Filed Apr. 1, 1915. 

1,170,262. Screen-Hinge. 
Kan. Filed Sept. 25, 1915. 

1,170,292. Grass-Trimmer. Cornelius Cassidy Lippen, 
Philadelphia, Pa. Filed Sept. 22, 1914. 

1,170,327. Combined Breech-Loading Shotgun and Rifle. 
William H. Potter, Cleghorn, Iowa. Filed June 22, 1915. 

1,170,334. Pliers. Frank Henry Riggs, Rochester, N. Y. 
Filed Oct. 23, 1915. 

1,170,344. Sash-Lock. Martin J. Ryan, New -York, N. 
Y. Filed May 1, 1915. 

1,170,353. Fruit-Clipper. Thomas E. Silvear, Aptos, Cal. 
Filed June 24, 1915. 

1.170,358. Combined Kitchen Utensil. Harry W. Sweet- 
ing, Rochester, N. Y. Filed Feb. 26, 1915. 

1,170,382. Corner-Post Fastener. Aaron Wolf, New 
York, N. Y. Filed July 1, 1915. 

1,170,408. Fly-Killing Device. Henry L 
York, N. Y. Filed Nov. 18, 1914. 

1,170,433. Razor. Louis FEllebrecht, Cincinnati, Ohio. 
Filed Sept. 9, 1915. 

1,170,443. Gate. Lewis C. Fouts, Peoria, Ill. Filed Apr. 
14, 1915. 


Henry Hougham, Manhattan, 


Bruen, New 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








ADVANCING PRICES IN MOST METALS 
FEATURE WEEK’S MARKET. 


The entire metal market during the past week has 
manifested the same strength which has characterized 
it for the previous two months. 

Probably the greatest strength is shown in copper, 
Klectrolytic for shipment up to June ist being quoted 
at 27 cents to 27!% cents with prompt at 29 cents. 

One of the most significant and important develop- 
ments in the steel trade is the fact that the Chicago 
mills have taken care of their regular customers for 
bars, plates and shapes up to the end of 1916 at the 
It is also stated that they have 


The general opin- 


current quotations. 
practically no unsold capacity left. 
ion is that the Pittsburgh steel mills are following the 
same course and if this is true, probabilities are that 
there will be very little steel capacity open anywhere 
in the country by the middle of February except in 
small independent mills which do not load up their 
order books ahead but depend on Prompt delivery 
business at such times as these. It is quite certain, 
however, that consumers who have not as yet com- 
pleted arrangements for supplies will pay a very con- 
siderable premium no matter where they go to fill 
their needs. 


STEEL. 

As mentioned in the foregoing, the steel market 
shows a steady drift toward higher prices, more ex- 
tended deliveries and greater pressure all along the 
line. Chicago makers of steel plates now quote their 
products at 2.29 cents Chicago mill, but this is only 
a nominal figure and for anything like prompt deliv- 
ery large premiums are being paid. Structural shapes 
are quoted nominally at 2.19 cents Chicago mill, but it 
is dificult to obtain any considerable quantity for 
prompt delivery even when good sized premiums are 
offered. 
cents Chicago mill, but nothing can be bought at this 
price for prompt delivery and mills which have any 
stock to dispose of for near delivery are getting as 
high as 2.54 cents. In the Pittsburgh district, prac- 
tically the same conditions obtain with the nominal 
quotations being 2.10 cents for plates, 2 cents for 
bars and 2 cents for shapes. 


Steel bars are also held nominally at 2.19 


COPPER. 


The copper market in New York has been some- 
what excited during the week owing to the heavy ad- 
vance of this metal in London, England. All do- 
mestic producers’ agencies have withdrawn their 
former quotations and most of them are demanding 
27 cents for fine copper to be delivered at their con- 


venience. 
29 cents, with April at 2734 cents to 28 cents and May 
at 27 cents to 27/4 cents. [Exports as reported by the 
New York Customhouse up to and including [ebru- 
ary seventh amount to 5,873 tons. Chicago ware- 
houses have advanced their base price on sheet copper 
one cent, the new quotation being 33 cents a pound. 


TIN. 

While the tin market has been rather quiet during 
the week, prices continue steady and there has been « 
fair amount of business transacted every day. This, 
however, has peen scattered over several months, all 
In fact there has 
Stocks 


the way from Spot to June first. 
even been some business for June delivery. 
on hand are reported ample, but while there are plenty 
of sellers, they do not appear much disposed to shade 
The New York market is quoted as follows: 
2'4 cents; lebruary, 41 cents; March, 4034 


prices. 
Spot, 
cents. Chicago warehouse prices have made no change 
in their quotations, which are as follows: Pig tin, 46 
cents; bar, 47 cents. 


LEAD. 

The lead market is very strong, which to sume ex 
tent is owing to a considerable improvement in the 
inquiry from domestic consumers, but the greatest 
interest attaches at the present time to the foreign 
inquiries which come principally from Canada and 
Russia. The leading interest asks a higher price 
than that quoted February fifth and the New York 
quotation is 6.15 cents with East St. Louis at 6.05 
cents. The Chicago warehouses have advanced their 
quotations is 6.25 cents with East St. Louis at 6.15 
cents for American Pig; and 7.10 cents for liar, per 
pound. 


SOLDER. 


The Chicago warehouse quotations on solder re- 
main as during the week previous, as follows: XX 
Guaranteed, 14 & 4, 27 cents; Commercial, 12 & '%, 


25% cents; Number 1 Plumbers, 24 cents. 


COPPER WIRE ADVANCED. 

The leading producers of copper wire have ad- 
vanced their prices sharply to correspond with the 
rising market on copper and the New York quota- 
tion of copper wire is now 28 cents which is a raise 
of one cent a pound. 

Although it was expected that another advance 
would be announced by manufacturers of steel wire 
and steel wire products, no change has as yet }een 
made. 


Prompt delivery is being quoted as high as 
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PADLOCKS ADVANCE IN PRICE. 





\lanufacturers of padlocks have announced new 
prices on padlocks, to take effect at once. The new 
quotations show advances of ten percent on iron and 
steel padlocks, while brass and bronze are twenty 
percent higher. 


TIN PLATE. 

The tin plate market is quiet with prices unchanged. 
Warehouse dealers are reporting delays in shipments 
from mills although the latter are operating at prac- 
tically full capacity. The basic price is $4.00 per 
hundred pounds for 14x20 coke tins. 


SHEETS. 


The Chicago steel sheet market has shown consid- 
erable irregularity, during the week. Most sellers 
are quoting 28 gauge black sheets at 2.94 cents Chi- 
cago and offering 28 gauge galvanized sheets at 4.94 
cents, holding their prices firm, but a few makers who 
have a supply of sheet bars bought at the former low 
level are shading these figures somewhat, concessions 
running from $1.00 to $2.00 per ton. In the Pitts- 
burgh district some of the steel sheet makers have 
been troubled considerably by the shortage of sheet 
bars, and this has naturally caused the market to firm 
up. Open hearth steel sheet products are command- 
ing a $2.00 premium above the price of Bessemer 
sheets. 28 gauge black sheets are well up in Pitts- 
burgh at 2.60 cents, with blue annealed sheets as high 
as 2.75 cents. High premiums are being paid for 
sheets of special analysis used by manufacturers of 
automobiles and electrical equipment. There has been 
no change in the Chicago warehouse prices on steel 


sheets. 


OLD METALS. 

The Chicago market on scrap iron and steel is weak- 
ening and prices are from 25 cents to 50 cents lower 
than during the week previous. The Chicago quota- 
tions for net tons of steel and iron are as follows: 
Old steel axles, $21.00 to $21.75; old iron axles, 
$19.00 to $19.25; steel springs, $15.50 to $16.00: 
Number 1 wrought iron, $15.00 to $15.50; Number 1 
cast iron, $13.00 to $13.50. Prices for nonferrous 
metals are as follows per pound: Light copper, 19.00 
cents; light brass, 11.50 to 12.00 cents; lead, 5.25 
cents; zinc scrap, 13.50 cents to 14.00 cents; alumi- 
num, 32% cents. 


SPELTER. 

The spelter market continues firm with a strong 
upward trend. Although not many transactions have 
been concluded there have been a great many in- 
quiries and producers are asking 1934 cents for spot 
delivery in East St. Louis, with 1834 cents and 173% 
cents for February and March respectively for Prime 
Virgin Spelter. In the New York market no quota- 
tions are obtainable. No changes have been made by 
Chicago warehouse dealers on Spelter which remains 


at 19% cents per pound and the quotation on sheet 
zinc is also the same as the previous week, being 
$25.00 for cask lots and $25.25 to $25.75 for less than 
cask lots. 


PIG IRON. 

The Chicago pig iron market is showing quite a 
little activity and melters continue to ask for small 
tonnages for prompt delivery to provide material cov- 
ering business received beyond estimated require- 
ments for first quarter. Northern Number 2 is quoted 
for the entire year at $18.50. Chicago furnace and 
Malleable held at $19.00. If inquiries continue and 
actual demand for second half pig iron becomes much 
stronger, it is regarded as quite likely that the higher 
level will be reached. In the Pittsburgh district 
Northern Number 2 foundry is being offered at from 
$18.50 to $19.00, Valley, at which figures some ton- 
nage has been sold for shipment during second half 
of 1916. Buffalo furnaces have been selling consider- 
able metal and prices have firmed up, so that $18.50 
furnace for Northern Number 2 is the common figure. 
In the New England territory, buyers have been fair- 
ly active, principally for last half delivery but in 
some cases for requirements before July first. Bir- 
mingham reports that there has been a very notice- 
able improvement in the demand during the week, but 
owing to the lull of the past few weeks, some of the 
interests are quoting $15.00 per ton for first half de- 
livery, although others still hold firmly at $15.50 for 
first and second quarter delivery, with $16.00 as a 
minimum price for second half delivery. 


Rogers, Brown and Company's Market Report, 
g J 


Cincinnati, Ohio, February 11, 1910: 

It is very encouraging to note the continued improvement 
in railroad earnings, practically every road showing sub- 
stantial gains from July, 1915, to January 1, 1916, over the 
same period last year. This improvement is being expressed 
in long-delayed extensions and purchases of new equipment. 
The Pennsylvania Road announce that they will spend four 
million dollars in extensions near Indianapolis to improve 
their Chicago to Indianapolis service. The Illinois Central 
has authorized the expenditure of three million dollars for 
new equipment. Several roads are reported to be feeling out 
the rail market, but it is feared that they will have great diffi- 
culty in securing delivery of any rails this year, owing to the 
filled-up condition of the steel companies’ order books. The 
munition manufacturers will soon have a new customer, 
Irance appearing at the threshold of the market ready to pur- 
chase five million shells. This same Government is also buy- 
ing steel and railroad equipment heavily. 

The weakness in the pig iron market recently reported 
has not materialized and there is nothing apparent but 
strength. A strong invigorating factor is the manner in which 
the steel companies are entering the market for steel mak- 
ing pig iron. Lukens Iron & Steel Co. purchased 75,500 tons 
of Basic, and it is reported that another important user placed 
a large tonnage during the week. Inquiry is active in Pitts- 
burgh and it is expected that large tonnages will be taken up 
in the very near future. The Baldwin Locomotive Works 
placed an order for five thousand to seven thousand tons of 
Foundry iron. These large orders are putting the Furnaces 
in such comfortable shape for the last half that it is natural 
for them to feel more firm in their views. 

The Ferro-Manganese market is extremely active and 
uncertain. Consumers are inquiring for large tonnages, but 
it is practically impossible to secure authority from English 
manufacturers to make sales. Those who are fortunate 
enough to have an excess supply on this side of the water 
are securing from $190.00 to $210.00 per ton for such quan- 
tities as they can spare, the price being determined by the 
need of the buyer. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly. 








METALS. 
PIG IRON, 
Northern Fdy., No. 1..........$18 50 
Northern Fdy., No. 2.....e0+++ 18 00 
Northern Fdy., No. 3........-+ 17 50 
Southern Fdy., No. 1.......+++ 18 50 
Southern nay on a 2. pieseseee - 18 00 
Southern Fdy., No. 3.......+++ 17 75 
Lake Sup. Charcoal........... 20 75 
DEL E SaGustasesnewsweee 18 25 
FIRST QUALITY BRIGHT 
TIN PLATES. 

Per Box 
IC Eee sveceoocesely BF 
Ix 
Ixx 
IXXX 14x20 
IXXXX 14x20..... jpaceneseen 
IX 
IxXx 
IXXX 
IXXXX 50228 
Cokes, 180 Ibs....... 20x28 $ 8 45 

es, 200 Ibs....... 20x28 8 70 
Cokes, 216 lbs....... IC 20x28 910 
Cokes, 270 Ibs....... IX 20x28 10 90 
BLUE ANNEALED SHEETS. 

| eee -per 100 lbs. $2 70 
os | Se per 100 lbs. 2 75 
__ S| ae per 100 lbs. 2 80 
POD cnbsecsouee per 100 lbs. 2 90 


ONE PASS COLD ROLLED BLACK 


No. 18-20.......... per 100 Ibs. “3 80 
NO. 22-24... ...0c0¢ per 100 lbs. 2 85 
Se eS per 100 lbs. 2 90 
LS ee eae per 100 lbs. 2 95 
_ eee -.-per 100 lbs. 3 00 
GALVANIZED. 
oy | ee per 100:bs. $4 50 
ep, eee ..per 100lbs. 4 65 
LS , rr per 100lbs. 4 80 
_ SS. aa per 100lbs. 4 95 
Ls SRE Re: per 100lbs. 5 10 
_ ares per 100lbs. 5 25 
fy ere per 100lbs. 5 55 


POLISHED SHEET STEEL. 


ed See ee per 100 lbs. $4 55 
LO eee per 100lbs. 4 65 
i Pee per 100lbs. 4 75 
PR cékesancene per 100lbs. 4 85 
SMOOTH SHEET STEEL. 


Per 100 Ibs. 


Wood's Smooth, LS See 
0. 22-24...... 3 40 
ee ” No. 25-26...... 3 45 

Pe “3 CS ee 
- Be PO BOs cc cewes 3 60 


PATENT PLANISHED SHEET 
IRON. 


Patent pees Sheet Iron, 
100 ! 


SbSSSSS CEmeS coe owe 11 
PATENT PLANISHED SHEET 
STEEL. 

Dickey Planished Sheet Steel. ..... 84c 
SOLDER. 

XXX Guaranteed § & 4. “Der Ib. 27¢ 

Commercial } & $....... 25$c 

No. 1 Plumbers... ..... ax 24¢ 
SPELTER. 

ERE Lo cce eto vEl ens esnceee 19$c 

SHEET ZINC. 

MRE Clock sk acskessssn te $25 00 
Less than Cask lots. .$25 25 to $25 75 
COPPER. 

Copper sheet, base....... jee ween 











LEAD. 
WIDMION TG. sé ss05ssi5as00000 $6 66 
Mist iebkas sens eeuseees hace > 71 
National (White) brands (in less 
than 100 tb. lots), per Ib........ 
Sheet. 
Pell CONS. 5...015:003 per 100 Ibs. $6 25 
Cut coils........ per 100lbs. 6 30 
ALUMINUM 
Carload lots. 
No. 1 Pure Ingot..... per Ib. £0 60 
PE Seeccscbeuce oe 75 
TIN. 
5. eee ont, Ib. $0 46 
3 Renan 
HARDWARE. 
ADZES. 
Carpenters’, 
Plumbs........ svnsssencesaleOee 
Coopers’, 
Barton’s....... ooe cocccccceedd 
WE Bs xs 55kksbe0eSseke eee 15% 
Railroad, 
Plumbs..... hese bebenvew - 40% 
Ship. 
PENDS 6 0555505500sdsSe0008 40% 
enlisted 15% 
AMMUNITION, 
Caps, Percussion—per 1,000. 
4 L., Waterproof, 1-10s........ 47c 
aes SSVECR She KOSS Ou 68c 


Shells, Loaded— 

Loaded with Black Powder..... 40% 

Loaded with Smokeless seer 
medium grades.......... 0&5% 

Loaded with a Ro og 
high grade........ 0& 10 & 10% 


Winchester: 
Smokeless Repeater Grade. .40 & 5% 
Smokeless Leader Grade 40&10&10% 
EC POI. ccvsesenseeseed 40% 


5 
Gun Wads—per 1,000. 


Winchester Gun Wads......... 15% 
Powder. Each. 
DuPont’ 8 Sporting, A ‘oy 25 

4 kegs.. 5 40 

és 7 4 kegs... 2 85 
DuPont’ 8 Canisters, | Sree 46 
| ee 26 

- Smokeless drums... 23 49 

ee kegs.... 11 88 


4-kegs. 6 08 
10-can pe 4 86 
4-kegs... 3 12 
canisters 54 


Shot. 
Drop shot, sizes smaller than 
B 25-tb. bags, per bag 
Drop shot, B and lene sizes, 
25-tb. bags, ‘eee Lie +) 
Buck shot, 25-tb. bags, per bag 2 50 
Chilled shot, 25-tb. bags, “* 2 75 





ANCHORS. 
Expansion Screw Anchors........ 60% 
ANVILS. 

Trenton, 70 to 80 Ibs...... 94c per lb 
Trenton, 83 t2 !50 Ibs...... 93c per lb. 
ASBESTOS. 

Board and Paper.. . $3 00 Cwt. 











AUGERS. BEATERS. 

Bovine Machete... 6.5 cccccse os 70% | Carpet. Per doz, 

ROMNRSs o o ics bw awos eeu sees oo 50% No. 13 Tinned Spring Wire...$ 0 90 
gD | ee ape cee 70% No. 11 Spring Wire coppered. 1 30 
ee 4@ 
Hollow. Ege. Per doz. 
Bonney’s—list $30.00...... 75 . t 5% No. 4 Imp. Dover. wotttees $ 0 75 
No. 1 — 90 
ee No. 7 4 a a. eee 
3 + Heavy hotel tinned. “, 2:45 

Post Hole.  ? 7 “ “ ae : rod 
Digwell, 8-inch....... er doz.12 50 no ts ” i es 4 50 
Iwan’s Post Hole and Well... 40% 

Vaughan’s, 4 to 9-in...per doz. 6 60 
BELLOWS. 

Ship. ER EMINS 5 o5 Sis s5 Ss 05s pe bleiee 65% 
Ford's, with or without screw.. .50% | Hand. 

Snell's 0-5% nn OPS OSG SOC per doz. 7 50 
POBRCR so s'56) soe oss ii 9 40 
AWLS. Moulders’. 

Brad. Ae a edinxis. “ 12 60 
No. 3 Handled....... per. doz. $0 40 
No. 1050 Handled. 95 
Shouldered, assorted 1 to 4, BELLS. 

ss ete sete gece reece per gro 3 60 | Call. 
Patent asst’d, | to 4 7 3-inch Nickeled Rotary Bell, 
Bronzed base...... per doz. $5 00 

Harness. Cow. 

Oe ee sa 95 CL rere 60% 
a ee eer bs 90 | RO ee re 65&10% 
Door. Per doz. 

Peg. ;: Departure Automatic... $6 50 

“ otary 
ee. Mra. ae . 4 3 -in. ‘Ola Copper Bell....... 4 00 
Beer dr -in. Old Copper Bell, oer. 6 00 
-in. Nickeled Steel Bell.... 4 50 

Scratch. Shin, Nickeled Steel Bell.... 5 00 

No. | handled....... Te 5 40] pond. 
No. IS, socket han'‘ld. per, doz. 1 25 
5 Hand Bells, polished....... 40&10% 
No. 7 Stanley........ sii Le eS ae 40% 
— eee ‘ 30% i 
¥ nna Oe eee 40& 334% 

Boy's Handled — CS ere 3 34% 
Lippincott, 3 th...... per doz. $6 00| Miscellaneous. 

Marshall Falls City... “ 5 00} Church and School, steel alloy... .50% 

Broad. Farm, Ibs... 40 50 75 100 
Plumnbs, West, Pat........... 334% Each....... $190 240 355 475 

iS). Ree 35 
ed Firemen’'s mee $19 s BEVELS, TEE 
Fraiencitare ts er doz.$19 00 1 
Plumbs, Miners’ (handled) “*” 9 00 | Stizi® ® rosewood handle, new 
Stanley's iron handle............Nets 
Single Bitted (handled). 
Blood’s Champion........... $10 50 BINDING, OILCLOTH. 
Blood’s Dull Finished........ 9 Win: 7154 
Rough Rider................ 7 IRM INGS 5 sins osie dials ss ses S'S vir 4s os 7 
Vo ee i ae aS | ASS So oooenemarer a 
Perfect Premier, Forest Clipper 8 50 | Brass, plated...........-----+: 75% 
BITS. 
Single Bitted (without handles). ae a 70810% 
’ : xtra Double Spur.. 

pends ay ‘nish, on eps 58 - Ford's Car and Machine... ""408&10% 
Rough Rider................ 6 00 ER MNES os oi 6 a) s-cic ase is '4 5.00 50% 
ee tea e ey Rr iinees RON oF cs Ginko iss wis ew s.4,4 50% 
—— oe. Be sicsG esc sic6 ee 36 

IY 

Double Bitted (without handles). Steer'e aE ernall | list, $22 00. 25% 

Blood’s Champion, 3} to 44 Ibs. “ Large “ $26 00. .257% 

ere are per doz. 1° © ee ane .50% 
Flint Edge.......... 3 Ford’s Ship Auger patte rn li 
Perfect Premier...... 98 30 SRE aGaeast snes bees inoie’s oes 50% 
The above prices on axes of 3 to 4 tbs 

are the base prices. CT errr it Ce 15% 

34 to 44 ibs. advance 25c. . 

4 to5 Ibs. advance 50c. Countersink. 

44 to 5} lbs. advance 75c. No. 18 Wheeler's... . . per; doz. $1 5 

o. 20 
American Snailhead.. es 1 10 
BAGS, PAPER NAIL. Sey fe = 
46 t sae eS 
Pounds..... 16 20 25 ~ ed “ 90 
Per 1,000. "$2 %o 375 4°50 s-00| Mahew's Flat...... “ 1 40 
ae 
Dowell. 

BALANCES, SPRING. Russell Jennings........... 30&10% 

PNOREDS 5 Sank oss seo sbaukanceos 20% | Gimlet. 

Standard Double Cut....... 40% 
German Pattern. .... per doz. “$0 4 
BARS, CROW. ee re be S 
EMD Sc 52 6stse ess = 
Pinch or Wedge Point, per cwt.. $3 25] Spoon.............- 15% 
Countersink......... 1 30 
Reamer. 

Clothes. BASKBTS. Jenning’s Square..... “4 2 50 
Small Will Standard Square..... Z 2 + 
the allele tak “Per doz. ; 4 American Octagon... 1 
an |” cs, @- OR 

: Screw Driver. 

Galvanized Iron. bu. 1bu. 1} bu] No, 7 Common...... - 55- 

Per doz..... -»-$3 50 500 675 No.1 Triumph...... « i 2! 








etenneenssienatanncinnnltllie anata oe 
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BLACKING, STOVE. (See Pozish), BROILERS. Cable Log Chain. 

BLADES, SAW. OE 70% Advance 25c per 100Ib. on Cable 

Butchers’. No. ‘Coen, Sell. basting, 90 doz. $2 50 Coil. 

Standard, ? & 1}-in...........35% Coil Chains, German Pat. 
— Spring...-+-+eeeees 35% BUCKETS. Co ae 70% 
tar... +++ sevcccccccccceses el D Zo SED RnR 663% 
Pump, Rubber. Dy sci bri's ots oie ine a nia ints 

Hack. WHCRON ss occ.cvceee per gro. $4 75 +++ 65% 
Disston’ Bis doshwowsesawswes + COO coi ccecsccs ‘ 4 75 |German Pat. Halter Chains 
Flexible....++++++++ee+- CHAMPION, 655.6 6.6:015.2%:s 2 750] 4/otoo....... 

Star...... iakceiiernscnons Victor Bes Setar tareis wistioite . 9 25 Peay ining 
EE ee aN ora iat crac ciasir tise) anes asereweare 
Wood. + doe. $2 49 Sabie epereten © — 
ek. CRT ‘erman Machine Chain. 
— 6, 16,26 Ba 045. 4 75 | Well. 
en... von eupbeneents we 50 Galvd, Qts 10 12 sah PMT 8 oon cans 50% 
POP GOB: «0 655 $290 325 3 40] Picture Chains. 
BLOCKS. Wooden, top ear, plain, i doz. ; +3 Light Brass, 3 ft om doz. $0 50 
‘ swive 50) eee 
Snatch. e Heavy Brass, 3 ft.. 75 
a ce ccecescenccccces > BUCKS, SAW. Pump Chain. 
iapaclabiasiaichia eoemnancstetiaek ° | Folding..........0.00. per doz. $2 40{ Galvanized, per 100 Ibs...... $5 50 
ov BURRS, RIVETING. Safety Chain. 
Tron Strapped..<.cccsccseee 70&10% > hin 
an: BWP cccssecews sewers 60% Copser Mares culy;.......-.0-2«: aR phpenietit tataate e ead Aetea 65% 
s Tinners’ Iron Burrs only....... 65&5% | Sash Chain. (Morton's): 

Stove BOARDS. BUTTS Steel, per 100 ft. 

; . , tale tansustekedienskaies $1 20 
Wabash Crystal...... ..- Net Prices 
Wabash Oriental......... “ gS praia eae 6085 2 Reet ee ea ee ee eee ee ee ee 1 60 
Wabash Mossic......... “ Wrought Brass (New List)... .5O0&10%| 's++- +++ eee reece eee cece eens 2 40 
Wabash Delft Enameled. . o Wrought Steel, Bright............ 65% Copper. 
Wabash Art Inlay...... a °% Wrought Steel, Japanned.......... a rer eree 2 00 

Wash. CALIPERS. neha ane noReere 338 
meme ~4 Naar ncticsncbninni in’ 35%| ch a | 
ses "aby Greece eee, | ieeeesed Ouldids.............- = a — 

Oe sinegtnened ne pho 3 50 | WilG.----0eceneeccccccccencces 30% Bor enen test eaters 4 50 
No. 862, White Hen, (glass) CALKS Cable Sash Chains. 

ec ceccrcescccs +++ per doz 3 75 Logger’s Boot. PRONE aio klnnd odeebe dean OROE 
No. 800, Brass King.. 3 30 Copper 35 & 
No. 172, Our Best, (soap saver) (Lufkin R. Co.'s), per M..... OS | asa aa Na ll at lk ca 0 

SERIE LR per doz. 3 25] Toe. Special Steel Loading Chain. 
No. 964, Royal Blue, (enamel) Shoenberger............ perlb. 5c i. ee 3 ts 

Rar Ret eenre per doz. 3 25 MORO dicweas s-ceiereis c Per 100lbs.$16 00 1350 12 50 

— pisis'a 6 autauswiestene = ; c Stretcher Chains. 
Pe eussiesicwe avin aise rp c 1 
BOBS, PLUMB. wedes te/°"h-in.. $8 50; 4-in.,$7 75 per 100Ibs 

Carpenters’. Milk CANS Tie-Out Chains. 
2,iron......+.- per doz. $0 ro nigh EOWIG y oio.6 ike casie eeaees 70&5% 
ee cc ee a e.g 8 10_ | Trace Chains. 

No. ct eee < “Ss : = Per doz. “$18 50 2450 27 50 —— $00 
t) Fae yams hie (ok sr Ge oS ecccwaeia ner per pair, 
No. 113, brass plated. “* 110 Gem Pattern. GE Been. wis ccevencs ? 

No. N30, nickel plat’d 1:50) ~~ Gals... 5 8 10 sy Bae ee > pie 

eng Per doz..$19 25 2375 25 00 Add 2¢ Biead ony = ‘ 38 
& per pair or OOKS. 
, ; Illinois Pattern. Add 2 for Twist Link. 

Carriage, Machine, etc. eS 10 Ween ya Chains. 

Carriage, 3x6 and sizes smaller Per dozen........ $25.75 29001 Inch.:......... ra i's Fy 
ee es: 75&10% — Pattern. Per 100 lbs....$6 50 600 5 50 

Carriage, sizes larger and long- shi =o 10 ’ 

a ee 70&10% Per ye Wises aicinies $25 00 28 00 CHALK, CARPENTERS’. 

Machine, 3x4 and sizes smaller BI 80c 
BEA SHOTS. 20 20.04 sine: 75&10% CAN OPENERS. R = Seen teen eee e eee ees per gro., 70e 

Machine, sizes larger and long- O OO. wee ee ccceccecccees i 60c 
er than §x}x4........... 70&10% | See Openers. White: ...s«< vi die Saale 
RG eve se eetwan eer 60&10% CAPS, GUN a White School lic 

oo a eee 80&10 ’ TAYON. .eeeeeereecs 

a ois Masa: soto eae est 7 , See Ammunition. CHARCOAL 
agon Box Strap... ..cccccocs . 

Pv nee , Fi CARPET STRETCHERS. MNES seinscivrnaeans per bag, 95c 

; See Stretchers. 

RR IONS Gai i i Ss Gretta gat 60% CHECKS, DOOR. 

Gem, bronze plated............ 20% CARRIERS. IN si iciinitackhvievandnays 30% 

—— - NEY TOPS 
RRS Shel 08), 9 in apn nck eet 60% Diamond, Regular...... each, $3 85 CHIM! 
 ipeacataar etna seas 758&10% Diamond, Sling........ 7 00) Iwan’s Volcano. ........cccceee 50% 
Wrought, bronzed..........50&10% 

Flush. ; CARTRIDGES. it CHISELS. 

MOOR iseccssuseatweds 40&10% | See Ammunition. — ee ‘ ai ne Ry ofa 

Spring. ound, per doz§: 3.3 
icine nrcessith 75&10% CASTERS. —_ a So 29 
Wrought, heavy........... 708:10% Standard—Ball Bearing....... 50&10% | Cold. , ; 

Square. Bed 60% “— * epcaiel eam we Ib., 13c 
REET RUD erierar enero tensssens RIE sands oennde es " 
Wreugitt Ie ae air dca 5 eee Common Plate. Smaller size, per doz............ 

diana Brass Wheel...............---60%| Socket, Firmer. 

— BORERS = ‘erm wheels, new 60% | lover -veeeeeeeeeeeeeeees 75&10% 
EEO ee 86S re ee ee ee ee a ee 
ne 5 Palls er doe. $13 7s Philadelphia Plate, new list. . 60% Socket, Framing........... ». -50&10% 
Sill borers, No. 5 hE Nal eae te MINES oo gcse a's v-god. bwin acemne %o| Tanged, Firmer. 

Bung. ‘ae PUPMNN Ess saess oncveneees 7s810% With handles...........eeee0: 20% 
Enterprise Mfg. Co.'s No. 1. 15BS% CATCHERS, GRASS. Choppers, See Cutters, Meat. 

No. 2..15&5% comet s, ms Rien enciis per doz. $4 25 CHUCKS, DRILL. 
BOXES bee gaan 2 3 Goodell s, for Goodell’s Screw — 
il, N a eee per doz. 

Mail, No......... 1 ? 10 , bi “- Yankee, for Yankee Screw 

Ps ee EET $3 50 500 15 00 va we gE eesti 5 00 
New Langdon........0...-. 15&5% CHAIN AND CHAINS. a a 

-=--= Seo CE Breast Chains. —— 5 7 10 

ee ens 7 ‘ Doubleslack... . . . .doz, pairs, $5 75|_Each.........83 90 460 4 85 
BRACES. With Covert Snaps. 5 00] Belle, Barrel...............+. 65&74% 

Pray’s Genuine Spofford’ 60 With Slide........ ie 3 25} Common Dash 

liauasae %| Without Slide..... i eer 4 5 6 

me, Paes — Widnes fesbeinte 3% Pér dor....... $9 00 1000 10 80 
we No.8. 02 2222TTIIIII "3 00] Bright Ox Chains. “ - eee Sa ee 

| i ae tee: 3 30] 2-in., $7 25; }-in., $5 45 per 100 lbs, ae toe 
BRACKETS, icles Adjustable. ; 

Hay-Rack. ggg ee bg | Maint. eeeeeeeeereeeeee. 30% 
Wenzelmann's No. 1. per doz. $9 50] Per100 is. $1080 800 700 6 20| Carpenters’. “ 
Shelf, No. 2. 0 00 “ge } DIONE Ries mesnccviessnet ines % 

ro Per 100 ths. 6 00 5 ag 2" 75 5 65| Hose. 
over Wrought Steel..........75 WE a 62 6 aidvios 1} Sherman's, brass, 4-in., per doz. .42c 
Glover Polding....... 22212772165 Z| Perl00tbs........ 5 55 5 Ss 5 65| Double, brass, j-in., 


Saw Filers. 
Disston’s list, $30.00........... 30% 
Stearns’, No. 0, £3.50; No. 1, 
$1 1.50; No. 2 $5.00 doz. 
Wentworth's, No. 1, $6.25; No.3, 
$8.75. 


CLAWS, TACK. 


Cast, wood hdle....... per doz.45@60c 
Forged steel,wood hdle. “ $0 80 
oS IC ee 1 00 
MINE gcse ceere rinses ig 50 
CLEANERS. 
Drain. 
Iwan’s Adjustable............. 55% 
Iwan’s Stationary........... 40&5% 
Pot. 
WRG. wise tncnceecens per doz. $0 75 
Side-Walk 
Se per doz. $3 25 
> il 23) See een 65&5% 
CLEAVERS. 
Family. 
Beatty’s, Inch 7 8 9 
Per doz...... $8 75 975 1075 
Cc) per doz. $2 25 
Butchers’. 
PROMOS ciceaksaacicetarenwes 25% 
CLEVISES 
DAMMCADIS eo. kicccecccennccdc 6c tb. 
CLIPPERS. 
} || _S pe $1 90@4 75 
CLIPS. 
POMS cic Sete wel whale Pew weae 65&5% 
Damper. 
0 re per doz 70c 
ee “ 38c 
a ee “ 17e 
CLOTH 
Emery. 
Oe eee, 
B ye 50% 


Hardware Wire—full rolls (100 ft.) 


2 to 3, incl., Galv.—in full roll.. $3 00 
4 ONO'S.) ccc ne 25 
isis a svewae dawn 3 50 
eS “= 4 00 


Screen Wire. 
12 mesh, painted, per 100sq.ft. 1 20 
COLLARS, STOVE PIPE. 


Inches.... 5 6 7 
Plain Tin, per gro$1 99 240 3 50 
Japanned Tin *“* 300 350 4 25 
Lacquered Tin “*' 360 420 4 80 
COMBS, CURRY. 
Nos. Per doz. Nos. Per doz. 
000 ....$0 37 299 $1 05 
Oe Ses 60 7. oe 85 
iB... ES POs 3B 
Ye 90 $32... ¥§ 
Pc. OH 620.... 75 
i 80 1400.... 140 
COMPASSES. 

COMINE 6 ok. occ dee Kicmengevas 60% 
Pencil—Faber's........ per dez. $1 00 
COPPER—See Metals. 
COPPERS. 

—— 
(A Te per th. 32ce 
it ee 29c;21b.. * 28¢c 
3 tb and larger... = ” 26e 
CORD. 
Picture. 
White Wire (new list).........85% 
Sash. 
Regal Brand...........per th. 35c 
Puritan Brand.......... *  25¢ 
CORKSCREWS. 
i gf eee ere .. 334% 
Williamson’ s Regul: ar........40&10% 
Williamson's Forged Worm.......50% 
COTTERS, SPRING. 
All sizes (new list)............... 90% 
COUPLINGS, HOSE. 
WO 66 aa bare we wiers per doz. $ 1.00 
— iy” Se 85 


COVERS, WAGON—See Tents. 


CRADLES, GRAIN. 





90c | Morgan’s Grapevine... 


per doz. $22 25 
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CRAYONS—See Chalk, 


CROW BARS. 
Pinch or Wedge Point...... per Ib. 33c 


CUTTERS. 
Glass. 


Meat. 





es: 
Saunders’, No. 1 2 3 
BMMiswisweese $0 75 120 380 
Slaw and Kraut. 
3-knife Kraut........ per doz. 11 50 
I-knife Slaw......... a 1 75 
2-knife Slaw......... “s 2 50 
ee chee icseesres ” 7 75 





ee ee 


DIGGERS. 
Post Hole. 
eS ere ee per doz. $9 25 
OS i 9 00 
Raina eck swipe ns 7 50 
rere ae 10 25 
Iwan’s Split Handle... “ 7 50 
Iwan's Perfection.... “ 9 00 
Iwan’s Hercules pattern “ 10 00 
MDs as vcnesesee af 17 00 
See also Augers—Post Hole. 
ee 65&10% 


DOOR CHECKS—See Checks. 
DOORS, SCREEN. 


-in. 4-panel, painted...... Net prices 
1}-in. 4-panel, painted...... . 
14-in. 3-panel, natural pine, 

PRON: Sccsskencrusesee i 


DOOR HANGERS—See Hangers. 


DRILLS. 


Oc oicodel 65% 
Blechsmiths’ Twish............... 60% 


Breast. 
Fray’s No. 9...........each,$ 1 75 


Millers Falls No. 12..... “ 2 00 
fland. 


Goodell’s meer 
Nos 03 3 20 
Per doz. 7 75 11 50 12 50 11 00 
Goodell’s Single Gear, per, doz. 15 75 
Millers Falls 12 75 
* Double“ a 13 25 
Reciprocating. 
ee per doz. 16 50 
Bit Stock. 
De EINE ooos vcs eruwcswse 65% 
DRIVERS, SCREW. ‘ 
OO re 65& 104 
2” ea aeeerrrrr..: 
SSeS: 50% 
Cc SS eee 70%, 
Clark's Interchangeable.......... 30% 
_ Er ae ere 60% 
Reed's Lightning............. vod 
Goodell’s Spiral........ 50, 10, 5&24 
eS een 5 0% 
cas *  Spiral.. . .50&10 


EAVES TROUGH, GALVANIZED. 


Terms, 2% for cash. Factory ship- 
ments generally delivered. 


See also conductor pipe and elbows. 
EGG BEATERS—See Beaters. 
ELBOWS—Stove Pipe. 


Adjustable Stove. 
SROMOB ss 602% 6 7 
Smooth, per doz $0 80 090 1 25 
Plan'd 200 225 290 
Corrugated Stove. 
Inches. .....0.% 6 7 
Smooth, per doz 40 Jf 090 1 30 
Pol'd, 165 2 35 
Plan’ 4, - 2 33 290 375 
Four-Piece Stove. 
Inches ....... 6 7 
Smooth, per doz 40 60 065 095 
Planished “ 175 195 255 


ELBOWS—Conductor Pipe. 


Galvanized Steel, Tin and Terne, 
Round Corrugated. 


Size. Doz. 
BENS KGeckosessansesassnee $ 3 60 
NC i. cctaxcdiweuseseeuees 4 32 
OO Se rr er re re 7 20 
DE Kidsvb decease aeeoenne 15 00 
Se ee PCr 18 00 


Subject to discount. 





AEE LO PEIN PINS B 


EMERY CLOTH—See Cloth. 
EMERY, TURKISH. 


5-tb. 
pkgs. 4 kegs kegs 


No.60 to 150, per: »- 6c Chamellene Graphite, 
Flour 


ENAMEL, IRON. 
A-B Iron Enamel, 3 doz. case, 


EXTRACTORS, PIG. 
See Forceps, Pig. 


Bright Wire ian oo, 7%. 


eet Bear’g 1 





HAFTS, AWL. 


NIRS ges :175&10 
; 70& 


eee eee ee) 





X-F Swiss Pattern 


Leather, rope tie 
Leather, leather tie 

HAMMERS, HANDLED. 
Blacksmiths, Hand. 


ee 


eee ee ee ee 


FLUE STOPPERS—See Stoppers. 
FORCEPS, PIG. 


Cee eee meee eee eee eee eneee 
eee ewer e ees eeeeeeseeeee 


n 
Pol’d Iron, 7 hd 
Mall. Iron, — 


Marking, Mortise, etc 


Single and Double Face... 
HANDLES. 


ee rer 25% .per doz. $0 55 


Common Assorted... 
ae? s ——— Nos. 1 & 2, 


coer rere reece ces es eIIYBV YO] AVES MOJUStAVIC....... 


GLASSES, LEVEL. 


B Amber wehakaeeeiee 


File, assorted, 13c; 


Hay and Manure Fork 


eee eee ee ee ee) 


GREASE, AXLE. 


wocseccccccsccccscsceoss FS PUR FpQEPC.. cc cc cccscesces 








eee 


Frazer’s, 15 tb, 80c; 25 th, $1.30 each. 
es. 15 fb, 55c; 


GRIDDLES. 


GRINDSTONES. 








8 
9 75 


$22 00@$23 00 


2 
3 60 

2 
3 15 


GUN WADS. 
(See Ammunition). 


per doz. $0 19 


HALTERS. 
per doz. $1 10 
Lid 1 8 


eee ee ee ee ey 


.. doz. $0 Fed 


2 
0 80 


per doz. 


HAMMERS, HEAVY. 
Heavy Hammers and Sledges. 


5 lbs, and over..........- 788108 


Hickory, Tanged, Firmer, Assorted, 
Large, 38c per doz. 
Hickory, Socket Firmer, Assorted, 

27c_ Large size, 30c per doz. 
—— Tanged, Firmer, As- 
, 42c per doz. 


Firmer, 


per doz. $0 30 


Large, 16c per doz 


per doz., 36 to 75c 
40c@75c 
sg 45c@80c 


25 tb, 





-70&10% 








HANGERS. 

Barn Door. 
U. S. Rolled Bearing 
nay ee 50& 


Sto 
World's Best 


Wagner's Adjustable 
Warehouse Big Twin 


00 |Conductor P. 
Iwan’s Perfection 


Eave Trough. 


Se eee 
Ives’ Improved 
Lane’s Standard 
Lane’s New Model... 
Le Roy Noiseless... .. 
| ee 





Hinge, Wrought 
With Staples—See Staples. 








HATCHETS. 


Cast Shingling... 
Germantown 


HAY KNIVES. 
See Knives. 


HAY RACK BRACKETS. 


Wenzleman’s No. 1.. 
5 | Wenzleman’s No. 2 


Blind. 


Clark’s Gravity . per doz. sets, $7 05 
Parker's 


Gate. 


Clark’s 2 
Hgs & Ltch, doz. $2" 50 3 4 
00 25 


Hinges only “ 
Latches only. 


Knuckle........ 


12e€’s. .pccccece 
Superior. .....0. 


Screen Door. 
mph cleat 


ee 


Coe rere eee eeeenereee 


Wrought Iron. 


OE RTT OTe Ee ECCLES 
Light Strap oe... 
Heavy Strap Hi 
Light T Hinges 


Heavy T Hi 


Extra Heavy T Hinges 


Screw Hook and Strap. 
per 100 Ibs. $4 25 
“ oe 4 00 


Grub. 
Eat... pabyes eae caehsusees 70% 


eeeeeeseee 





HOLLOW WARE—See Ware. 


And Eyes. 


UGS bse susebacausees osae4 
er 


AWNING... e008 


Bench. 


See Stops, Bench. 















es 


ee ey 


Shepherd's Noiseless, for Wisoi” 


rs 
5 
fe 
ie 
& 


per doz. prs. $6 00 


hb pad 6 6.0,0:0 25&5% 
Columbia Dbl. ‘Acting. . a 
‘0 


ees eee eee es eeeeeseeeenees 


ee 
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Box. Rteadard, , . 
... Den 7 10 12 RR Oy Siero ates or 
Per ins’ ”$1°90 210 225 265 MER S iia ciaioid Saw ais $0 60 1 oc 

Bush. Wilcox, 

Common Axe Handle, per doz. $7 00 .-: "*" "go 85 1 29 vu 

Chain. 

Inch... %&y5 3 t% 3 KETTLES 
Pr 100 $7 eee EE ee Oe nce cclvnasvbesacinan 15% 
Clothes Lines. — eee net og! fo 
apanned.......... per doz.22c@24c} COPper. ...-.--- seer ee ees per Ib. 27c 
ewer na Pn - 40c IN i ahaa Gi muons dae 967s 4:4 42 ie ard 65% 

Coat and Hat. Oe Serr rere ey re 50% 
Cast TOR 5.005 per gro. 72c@$1 50 KNIVES. 

IPE dass os coe erica seals we “| Beet Topping. 

Conductor. Clyde, 9-in. Scimiter Blade, dz. $3 = 
Malleable.......... Eaiely susie eigiete 25% | a eos 

e Wrought......-..--++-seeeeee 20% PN SHIORD 5s secon eeciaea a 

‘orn. 
- : Corn. 
Common, riveted, painted 55| “Clipper, --.--.--00- per don. $175 
“ ene 
Pathe GURY 5 <6 0:0 o50:0:0 3 2 Earle's.. | rhea een ae « 3 00 

Gate. ONES 0 kkk wae 2 ae 2 25 
See Goods, Bright Wire. Drawing. 

Grass. Standard......... (New List)...50% 
Common. Nos. 2 3 1 Adjustable Re Oe eee 15% 
Per GOS: . 6.6 0%:2 $1 50 1 60 1 70 Barton's Carpenters’........... 36 
oe Soe eee per doz. 1 75 Folding Handle............. 25&5% 
Ce One P 2 50| Hay. 

Hammock. American, Sickle apie -doz. $10 50 
With plate.......... per doz. 50| Canton, Sickle Edge.... " 8 25 
With SCIOW .6.c cece 2s 45 ee ee Edge id ame ; po 

Lambrequin, or ren per gro...2Ic Iwan’s, Tiny'd Garvated: 10 00 

er ee 50% @50& i 0% 4 “ 

Lightn’g, Holt’s Genuine 6 50 

Potato and Manure............. 663% Lightning Pattern. : “ 6 00 

Screw. adsworth’s Sp’r oint. “ 9 
Mo cke teen ee oe seleaas 85% | Hedge. 

(See Goods, Bright Wire.) Challenge Datei per doz. $6 00 

eee eee per Ib.5}c PB wncny Seeveeee cerns 375 

incing. 
Common, Single: .... te 60 
HOOPS, TUB. Common, Double. . a 90 
NN S502 per case of 3 doz. $2 25 Streeter, 4-blade..... B 1 30 
Streeter, 6-blade..... va 2 00 

HOSE, GARDEN. Putty. 

oupled.| Common......per, doz. $0 60@1 00 
- ft. Lander’s...... 1 40@1 75 

Velvet, 3 ply-3” guar. press . 74C | Scraping. 

_. « “ “ 9 ¢| Beech Handle........ 75@1 00 

Geneva, “ he reer 5 25@6 00 

Illinois, oF pare re 

KNOBS. 
oors. 
COTTON COV. RUBBER HOSE. CO ee per doz. $ 80 

High Grade-}’’-guar. press.400 tbs.11}¢] Porcelain............ ‘i 90 

ial * oo 0 “ SOT ee eee 

Lea - prea 100 . ite : LADDERS . 

— HUSKERS. Common Long. 
as. E 200 POOR G i iscass SO err ee 9c@14c 
Per doz. $2 00 200 1 2 80 | Extension. 

sop PRE tice Satiee eines casapee acer 
Per gig “$5 40 600 600 1050] ¢ : 
Sat: 2000 3000 oO |~>“?- 
_ ae $3. 5 900 24 50 Se | re 7c 
|: a 60 64 68 Common, with Shelf, add 10c. 
Per doz. .$2 15 . HP 85 145 ROMANO 2 a5 955» vixens ORs 15c 

Brinkerhoff’s. Be | a re rer 20c 

PROMO Asa5e shi eaastaaes $14 40 LANTERNS. 
IRON, PIG. Bull’s Eye Police. 
See Metals.—First column. Syn a " cai ie ” = 
IRONS. 3 -in. Regular....... ~ 8 00 

Curling. Buhl. 

eee doz. $0 40 Daisy. 
....per doz crsasSrai sig sarees an miee vn $5 80 
_ En re eee ea 5 i ee ere 11 50 
-o rere eee ms = ere ray re - 900 
SONG ss Ge'sw avin ex 
een “4295 LEADERS, CATTLE. 

Scena, Ee OC - re 2 3 

Plane. yt: ae $0 55 070 275 

oe POURS. 5 oo Seyaaes 20&5% LEATHER, LACE ane 

“ rele A a be dha aim wr aw Bad 5 0 
Charcoal........... per doz. $11 00] Sides. 

Common, polished, per 100 tbs. 3 75 Ex. Quality....... per sq. ft. $0 35 
No. 70 Asbestos Boao $1 20 net 
coe 100 pastes’ 1 a LEATHERS, PUMP. 
mmon, nickel plated. ..... 2 
Chinese P polishing. swi. 1 Valve and Plunger. : os awry ot 10% 
aundry, No. 1...... ve § 75 LIFTERS. 
Laundry, No. 2...... - 6 25] Stove Cover 
Mrs. Pott’s, Coppered....... per gro.1 75@3 65 
No. 50 J, Enterprise, per set, 92 ER . 5 50 
og OT. Z “a 90| Alaska, Coppered ** 4 00 
‘ No. $5" pi ps 1 4 Pm Nickeled 5 00 
ote Sad. se eguis per Ib Sh] Payson’s........0..sseeeeee. 80% 
"ila ae cane. 
6 lb. Househ Chal. 
9 “escten Lie Ses foe $3 4 Peristed i in _ en 
14 1b. Tailors’ Goose....00.2:. 550] Nos. 4 8 9 
Tuyere. Gro#l 50 2 So 2 45 250 3 00 
Sing! Twisted in 50- ~ —_ 
Double Duck Nest -per doz. $5 a a PERM i. a F 
ck Nest. er GOS... ic Ic 
ae eptaipenesite »veach.. 3 6u Braided in zo. hanks. 
jACKS MOOR oi ss sce 1 2 3 
Locomotive. ss Per doz.... “29¢ 25e¢ 3lce 35¢ 
Meeaemaeee PES de! ansons’, in -ft. hanks. .doz. 
Weton; 70% B. *, in 100-ft. hanks. .doz. 80c 
@ es. 
eter Pech on 2 es lS eee per doz. $0 95 
Bos a ee 14 
a SO-4t. Cotton, 22.020 a 115 
s....... a $0 8 50-ft. Braided Cotton, “* 25 





LINING, STOVE. 


| ooceceee per crate, 42c 
MACHINES. 
Boring. Without With 


Augers Auger 








NAIL PULLERS. 
See Pullers. 


NAIL SETS. 
See Sets. 


NETTING POULTRY. 





Angular.. -per doz. $3 00 4 40 | Galvanized before weaving... .80&20% 

Upright. . 2 60 4 00 | Galvanized after weaving..... "808159, 
Leather Riveting. CLG IGUN 6-5 tis wr 2s edie wreN 65&5% 

Chicago, Pomeroy....per doz. $9 00 NIPPERS. 

a Be te wera - 2 00} End Cutting. 

rete dine Ba re erty “ : = Stubb’s Pattern, Inches. 5 6 

Pony, Pomeroy...... “ 7 20 POP GUNG 6 6s e5k see 68 $4 65 675 

Washing. End and Diagonal Culling. 

Mayta BONG soi c sass ec 60 00 Swedish Side. Inches... 5 6 
od Multi a PO hear or 00 FUE CO oie 'ce ainsi $4 50 5 75 
= Power Bae ii Sréc hina’ 25 00 | Hoof. 
' ANd. ......eeeeee 12 00 13 a a ae 40& 10% 
Mr Ge kad adeeb wusiancuaees 558&5% 

— MAIL BOXES. NOZZLE 

ee Boxes. > 
Hose. 
MALLETS. Genuine Gem........ per | doz. ae 96 

Carpenters’. EN ass sac era ae wore 3 60 
Fibre Head, Sfnall. -per doz. $5 00 WRG Cas sca ainlvniae doin * 3 00 

Medium: S zs 
“ Large... 7 00 NUTS, HOT PRESSED. 
Round Hickory aay we 2 251] Square Blank. 
Lignumvite... ‘“* 4 00 } is iw & 3 
Square Hickory...... 8 2 50 .. 94e Bc 64c Sic She Sc 42e 
Lignumvite.. . + 47 Sener Tapped. 

Tinners’. - Ins. bys 4 § 2 
Applewood.......... “ 1-70 Ib. 12 4c Whe 8c The Gle 6he be 
Hickory............. ““ g1@1 50 For 5-tb. boxes, add jc per Ib. te 
Hickory, Sheet Iron. . 1 50} above prices. 

OILERS. 
MATS. Chase Pattern. 

oor. Brass and Copper............. 70 
National Rigid a 50& 10& 5%, eee... ee ee ee ee 70 a 
Acme Steel Flexible.......... : 5 0% ee : 

annon. : 

rtove RAMS oie d ately ner doz. ‘$2 00 > 3 
OL i re per gro. $3 25 | stochine: : . oF 
Ss ae 3 50 Common er doz $0 58 
No. 1 Asbestos Toasters, or Co Plated Steel. ial joi 

pper Plated Steel. . 1 00 

wire - covered Stove Mats, si, ORT o 
Malleable Iron................ 60% 

with handle. . .per doz. 1 10 Japanned 65&75¢ 
No. 2 Asbestos Toasters, with aie a ele Laas setae 

ee per doz. 60 OPENERS. 
Box 

Inche@...........% 12 14 
MATTOCKS. | oe per doz. $5 50 600 

Plumbs.............. .. 1 vee-..... a ae 

UUM sco scncasccccticncececcs. aie Can. . 

Delmonico.......... per doz. $1 30 
MAULS Never Slip.......... a 65 
‘ Crate. 

Tron, Ibs.... 100 13 160 «18 | VL & Booee..ee. » oR 
Per doz...$4 00 4 50 . y 5 60 

ro a Biss Fal . rs -. OUTFITS, COBBLING. 

Se Oe ee 0 6 . 

Wood Choppers. recon Biiew eda per doz. 11 .? 
Lake Super'r & Oregon Pat, 75&5%|Pamily. 002s)" «9 98 
MEASURES. PADLOCKS. 

BS 0 408& 1085 

Galvanized, dos....$2 25 300 3 831 Vale. .....c.cccccceccccccees 60854 

Japanned, = 7 268 38 

PAILS. 
MILLS, COFFEE. — eee los. $3 20 
: -qt., without gauge, per doz. §. 

NIN Sas xcs ban eecenemsaln 25% 20-qt., "= ” 3 80 

eee eer errs 5% 20-qt., with gauge....  “* 4 50 

PURIORG 5.5: 40a: eicivne tb aesecwe 40-124&24% Sap. 

10-qt., Galvanized, per 100. ..$20 00 
MITRE BOXES. a e : . =o 4 
-q hm 
See Boxes. 10-qt., IC Tin.... 11 00 
. 12-qt., = or 15 00 
MOPS 4 
14-qt., ue . 17 

Co Oe per doz. $3 15 —_ , - 

Handled Cotton. Galv’d, qts. 14 16 18 20 
Pounds... 3 1 1} 2 Per doz...$3 909 410 500 5 50 
Per dozen.$2 00 2 35 265 3 25| Water. 

Galvanized.. .qts. 10 12 14 
MOWERS, LAWN. POS GOR 6 5:6:cca $150 165 1 85 
, ~ Wood. 

Gladiator—B. B. Cable, 2-Hoop....... per dos. $1 90 
Inches.......... 16 18 20] Gable, 3-Hoop..... - * 10 
A eee #6 50 7 25 800] Cedar, 3-Hoop....... “ 3 35 

King Universal—B. B. Standard, 2-Hoop.... * 2 00 
Bach -....-..0. $525 575 6 00 Standard, 3-Hoop.... 2 25 

Ee 18 
: PANS 
eee 3 ‘0 3 90 4 25 ee ei 

ow 250 265 275 = i axe ia bre dee & Seem arathole 65%. 

ry. 
CE iis hod eaciers doers 75&10% 
NAILS TONE adicnkeiind ce aware 60% 

CS Sa cenvaverans base, $2 55 | Roasting. 

Ce SR eee a are 2 65 Paxton, 

Wire. bs eee 1 2 3 _4 
EIA voc scinassexeces goss) TRE FS te ts 
CONE LOO sxc ci ciwecsivne 2 Neverburn oa we ee ee 

Pement Coste Savory, No. 200....... per doz. $8 40 
MIE ONES oda car eeeie nat $2 50 
Carload Lote.........eeeeee 2 39) sai PAPER. 

Horse Shoe. ae per 100 Ibs. $1 50 
Ausable..... a uaieaadaouen 55&5% ic ~ 1 60 
CE oes bac cones ccssanses 15% Tarred Felt. ... 2; 1 90 
POE acdsabess criscebncs 55&5% No. 20, Red Rosin. per roll, 35 
—- Sy rir er Pe rrr Foor eo No. 30, Red Rosin... = 55 
Star See Pee Oe Cee Lee er er d dE 
Clover oo Cereerere per lb., net, 104c aa . oe estore’ low Hist, 50% 

Picture. Tea esis Wak daa ecnnes 50Y 
DR ION ks wid icerevenze 25% |Wrapping 

Le TOES SUdsaeadesenemasies eae MEE Mex beg oe naiaiiacs per lh. $3 2 

PNG. cacddonaseseccuccaecdee OOOO POCO ere seee me 21 





er -- 
es a ae es - 
tooo 

= ae = <a 
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Apple. PARERS. Tinners’ . ebruary 12, 1916 
Bay State. . Hollow........ PUNCH 
Turntable... enone per doz. 13 00 eb iscccciscssswcuncell aa Mig Sonductors’. - SAWS. 
bor Mountain.....  “* 4 os iitaes ach, SECT No, 22 4 _ y 
: - : on Serr ero , re 
sce ium mac lala 7 00 PLUMBS AND LEVELS Viachine..... per doz. $2 50 | Jackson’s...........0.00005.. 5% 
Potato. Pen % ae res per tb. 19 sa cathe l 25% 
atsills Disses 100 in. de. 6 ee Beers armen terriers pay cide —: , 
Goodsell’s Saratoga, in., dz.6 50| Davis’ Iron... . ERAGON 0 4 ON......... per doz. 60c@70 NS....+66 Se ae ney. 
atoga, 5 in., dz.5 50] Davis’ Inclinometer.. ae ceaaee 138 Oise he picacee 720@84e Circular. - + 30% 
isston’s...... Ae 
oe PICKS. ile aie ici, SESE. Hiles’. sss seees es vteeeees sou iog 
Fan OOO ea a 5% rive Well Points ee ee be toe pd 50% 
Plumbs, ——— ue Se: 70% ; NE cn eseacece 75&5% Strictly pure.....per 100 tbs. $3 00 Compass. 50% 
eee: 8 oars eerseene ; Cc 
nesbakacmceel 70%, _— some, STOVE. i“ sc i a lieaa eth tlt Se 3 
alk one eta sasthie ~. ae Coserccceccces 25% 
PINCERS. Wr't Steel, wood hand's dor. $0 $51 Matchless: Hein... 0 0.0.00000. 3 ¢ | Crass-Cut. ” 
Carpenters’, cast ‘iat el Plated, coilhandl’s “ 65| _ Storm RO ed oy swat Reuesaswees 45% 
egy — c igs OaeG od enckan ys > /0 
Per doz. 10 12 POKE . ‘ : ia i haa 30% 
a $1 * 30 2 “40 295 3 75| Cracker inaccaanbicend meas tol tiies.... per ft. 44c = 
ere ern nrensee severe ped el, per doz. $4 50 ought iron. ...per ft. 8c DBs scsvccses per aoe. 5 75 
‘sekheose canoer ho Hack. 
RA 
‘nin Metel. POLISH. ilies KES. Disston’s.......... i 0 
Clothes. —_ Black Silk, No. 50, }- ois lacie hdc te per doz. $5 20] Simonds’..... 0... ee 25% 
50, 4-gallon, Garden. Beret es et eee 50% 
ommon. om; box of : Black Si : oe pegs es ee 25% 
Hoyt’ gro. $0 42 ack Silk, No. 60, 6-oz. DUCE. eee eee eee e renee . ct 
s....... “ ; 0 4 Black Silk, No. 70, 1 er dor. 1 00 Malleawle "Rika iS ida ' Oe oars No.7 
Silk, No. 70, 1-pt. cans, ; » heavy......... 60% Disston’ i aes assess ne DON 
Picket. ect tm 2 perdu. 225 Hay © Di00, ghey?) D8, 12, 76,112, 
Fluted, iin tei ti Silk, No. 80, 1-quart, Wood...... $2 20@$2 40 Keystone 0 (new list)... ..25% 
u -i Ss — = ss . ef eed. . «nena n-n +r Bi? ROUGE AO) Beteapeion, Rand... .per dos y 
Spiral.. x gy sac “ 1 60| Black Silk, No. 90, nF = tng 3 75 | Lawn—Wood. ~ Enterprise, hand. ....per doz. ey 
sitio 190) sp, per doz. 12 XXX d i. S00 
hoe. 2 Za. 00 cio apdellaeiel per doz. $3 25 ur Saw, rip........ “ 
M.C.D..... nia... a — 450 
i, FCO.0.0.0.: -per doz... .36¢@50c jena te we... . ae yg noe 
Standard Gauge Cond ; I . rasteecees “ 55c@$i ee MS... cccce Coecceseccese 257 
Fay oF conngubel. a Se — ie cline per gro....... 5 00 RASPS—See Files. Narrow Band. = 
Woeee rset esey yes eanle 80% Black Eagle, 1-tb. ca Simonds’.....+++.0 y/ 
' et (a ake 156108 Black apn cane, pe-ge--F8S SOF gene nent Sati ia 50% 
Terms 60 days; 2% Cash 10 5-tb. pail....... Tree Brand...... eho sie eer eee eee 30% 
; ; 2% Cash 10 days 8g ee alge? Pa $0 70 rand............... op 
Factory shipments generally dbvwed oo te —: . .per doz 75 __. SR OLE REAR PERS: ory op rite N 
rani seo lg oan ie sane WR. siossunesans 30% 
i cle ...... Liquid, 6-oz. cans..  “* 1 . star (Honi STROPS. Pruning. 
Pac nnn poe Te| PED, oming) ese sseseeve+ 509% | DIBBRON'S. oes eeeee ees se 
Stove. Black Jack, iio * ; 25 REGISTERS. Rift. ti 
Acme—Inches. . 5 Dixon's Carb. of Iron. “* 25 (All Sizes). Simonds’ 
Smooth, < 7 Nickel Plate......... iii ei 45% 
Planished, it. 8 ; a 10}c idles waa Porcelain E . 7 “. 
c 38c POPPE olid Brass and Br teens ommon........ 
Pecrless—Smooth. 7éc 8c 9c} Round or borne snot F —_— 7 eevee pow pag Clover leaf......... —_ % oa 
See l44c 154c 18 Square, 2- 2, 1-qt..per doz. #1 00 WEED sree ase ee cu hears 70 - 
Planished...... 28c 3ic 35 Ms iat. we - er esicens 7" 60 .70&10% SAW BUCKS—See Bucks. 
Made-up a gg gp  ecamamaaiaiadaaiiat 4 00 REGISTER FACES. SAW SETS 
mooth........ 7ic Be 9c oe —— — and Plated, a Heit Sets. 
7 to6i oF : ke S048x14.......-. 7 —See T 
6 in. Smooth Ts Tagen. gg. Be. -380 Clayton & Lambert's, each aaa: SAW wi 
pod Be c. ay tak 27¢ | Gate City..... c ee 00@6 00} j4x14¢ FRAMES. 
bial Mites. « 3 nd | iia eee each S 25 hen a 38x42. iewsk ena e 75&10% Common, plai 
Yale Patent Lock Pipe—Stove. White ete tg aa ” aes 70% Common, ee wl a page tS 
Ss” 6% 7" 76 POWDER. Solid Brass or Bronze Metal. “408:10% . sid 
“ = Sap eae 
Can't Sip. ma. na of 103 vi aches Bull RINGS ” | Counter. — 
P. s Un 8 ull. as Pelouze 
a “ » 20 i _ poccescccecccvcces 6 be 
fone, ae idee ee Copper. ........-00-. ah-in, ein, | PUafform: —— 
Yale, Rus. Fi or 11 13 «14 nterprise Manufacturing Co 25 Ren’ ite Si Site oe $1 60 $2 0 Osgood..... i 
uplex, Pia 18 29 i 3 3 ne ewe Self- eer. ee erie 50% ; 
ing co & 
ca “ee [ss..80 86 87 18 PRIMERS. ow per on... _ . = i 00 | Star SCISSORS. F 
wanted made up, add per joi See Ammunition. Nickel plated......... 1 35 ta iS 2 hea 60% 
- ved, Ic joint and R cows 
e-up pipe eae Cae See Rina SCOOPS é 
, ; PRUNERS Blair's Tm Fk wa hte per doz. $0 58 Grain 7 
Wrought Iron Gas Pipe. Disston’s Pole......... per doz. $6 5 Brown's Re >" ahhdaag "i 75 4 -bu. “Hercules”. d 
oo black Henry’s Improved... .. “7581 '! tact, a 50]  1-bu. “Hercules” ne Sa 
[e! + wee eveccens eo 60% Water’s Improved...... 30% Champion ingens ae . 80 ie signe 
-in. to 6-in., black... . oo 1085% °| Hill's Ringers. yen. 1 60! Boe SCRAPERS. 
104 4 ae a: “624% | Cork PULLERS. Maio Rane. boxes... 33 Triangular d 
“ vanize ork. PRINS... 6.0 Ce ern Sete ona. yy ee per doz. $4 00 
[obi gaivanized.(3< = S08] Plt cn wal Re TB |Sctts 
7-in. to 12-in., woe “a 574 a ci tcans | ° Wolveri BDES. «+ + - . 1 40 ast Steel........ per doz. 60c@75 
galvan'd. “ 45 Quick and Eas 1 40 verine Ringers. . “ Cc 
ae * ° e 80 
45% Beg y 2 70] Fruit Jar. ie - -« 4 
PL Giant..... ve ser tb.....30c | Without run’s, ea. 
sia ANES. - cf a ata per doz. 10 80] Key. perib....: 30c — run’s, ea.$4 00 375 3 50 
ey Iron Bench. ............Nete| _ JUMBO.-+.0...eeee « ; ro a round per doz. $0 runners,ea. 4 25 400 375 
ooee Peer SER Ue P Soe Sere? ee OS 6 ewe Z. 17 
Tack.—Giant a a" ee = 
ibe bauews ; all, os 32 SCREEN DOO IG 
PLATES, TIN. $7 40 cL ee 40| Castiron.. . oon 50 
i ia OO a anil S, $0 
See Metals in Column 1. ; PULLEYS. iil i RIVETS. ee ee eerie oe” (6 98 
Awning —Jap'd. 2... 0+ gig 60% | Copper Belt... 
PLIERS. “9 iglaldlalaaaila 50&10% et Recs oter sere “ ae fei SCREWS. 
—— Tron Wheel, Sin. ....per doa. 81 75 | Utd Cinch 2 secs BOG MMWR ogy ny gio 
ttt é ° eae . b d' 
‘ans rd’s Wood Wheel, 6-in., pass knot, ~~ Tubular. dieu leant Hand Wood. maple. .per.doz. 3 74 
SR cakioasineaias oie per doz. lar, «= —sst—stsé«di nd RG. vp wv we eee 65% new list ' 
SOMLLGLCi she siwesee ves vee 5 Hot House—Jap'd. 7 pe 55 Nos. 1 and 2 assorted sizes, doz. 45c — Rail... .5.0+ +000 000 m 70859 5% , 
050s (Swe —tad......0-+s0200s, i! op ese png eae pee 70% 
U ts —— Diagonal Cutting Raa a. soe0g | See Sets- 7 oom. tl we 758&10% 
—_— % : bab obese csenre 0 ; 
BOB. since secu scene +--.10% COMMON 2. 5 5.2000 stad doz. $0 1 a. eae rs omen 
Fencing. Common-Sense, 2-in. aaa 8 t, 5-16 in. Com. on reel N: : 
Empire Pattern, 2- fg # 20 4' 5-16 in on reels. per Ib. Life SB avscce 2 6 E 
Black Bull....... Fy GRA 6.3 ea... 20§ 3; 5-16 in. Ir in coils. . Per doz.. “18 20c ae sec She 25¢ F 
Farmers’ OE ad -per doz. $8 2s eee eee reer ‘a 201 seat in. Imp’l in coils. . ee a ; Wood 
MEMES. ..sccccese So ——— 25 ; : 
si pesteeer eens - * 825 Ist Quality... =... el ey Briaht-..---- ve + -8585&25% 
— — Nose. Pitcher Spout PUMPS. Puss Monile. Grade, rates, per ib... 104¢ re fi a es ree.  B2hRSESE 
Ee . Ist li FP. ¥ re : “) 
SEmEEEs-torsestacceubes ...30% | Nos.----- i quality... .-....-.+. H, Brass.......++. «3703878 
EaErenn peek enaieshhcenennts | AP yg $1 00 ba eee oe 134s) R. ie Pickel Plated 1 87485825% 
NRT 50% |" "Blizzard RULES Nickel Plated: :167485825% 
$on0snenee OGD os sone aia a Roxwood , 
. yclone, tin... “ Se eee 
Inches 7 8 10 12 Spclone on ee NN 4 i gb5G kuade acdyexkucd Nets | Bey SCYTHES. 
ferdes..00°00 950 690 590 eg , ee? ie ee Nets lage ag abe . sper, doz. $8 of 
Little fet ok eoscesceces oni SASH WEIGHTS Clov oe Lout D > 6 00.06 06:8 8 
eckeewe : . tch < 
2 25 {See Weights. Honest Dutchman. ere ° : 30 
Be VeRs..cs..cse:000 & r 50 
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SETS. 
Nail. 
Round, common..... per doz. $0 33 
Square, common..... i 42 
Octagon,common.... “ 33 
NO:.5; OGUATC.......0... sis Fi 
Cup point, knurled.. - 75 
Rivet. 
OO ee per doz. $1 20 
{eee a ee eer 50% 
Saw. 
Aiken’s Pattern...... per doz. $3 50 
Common Lever...... Ke 1 20 
Disston’s Monarch... yd 6 50 
Disston’s X-Cut..... oe 12 00 
EE ee " 1 50 
eS ee ee - 80 
ie: a #3 3 1£ 
Nash’s X-Cut "e 4 20 
Stillman’s Lever..... se 1 30 
Stillman’s X-Cut..... > 2 50 


SHARPENETS, SKATE. 
DiAMODE i 6 oo55650 05 56 08 per doz. $1 60 


SHAVES, SPOKE. 
Iron.. -per doz. 1 10@1 85 
Wood.. Pals Grats) Sie ai 2 75@4 75 
BIER ey Scie g ts xeeaeSaeswas Nets 
COUGE Ne cules mses aedangeses 15% 
SHEARS. 
Pruning. 
Buckeye, No. 1...... per, doz. $5 75 
Buckeye, No. 2...... 7 40 
California Pat., 9-in. . ra 3 20 
California Pat., 10-in. = 4 00 
Draw Cut, No. 3.. “6 13 75 
Draw Cut, No. 4... - 16 50 


Henry’s Pat 0 01 14 012 


ea doz...$1 40 210 290 2 80 
Re Aen aid. 6 ania per doz. $4 00 
Pi cnnabk BBA. 
a ere 6 6 7 
Reg. Grip...... $11 25 11 50 12 00 
Nar. Grip., doz. 1100 1125 12 25 
BS Pe ear enn Rode te eae oe 60% 


Tinners’—See Snips. 
SHEAVES, SLIDING DOOR. 


Common. 
eee 3 4 5 
eee $0 60 075 1 10 
Hatfield's 
POW ose $0 90 1 30 2 20 


SHELLS—See Ammunition. 
SHELLERS, CORN. 


PR aecladicrenac a per doz. $6 75 
SHIELDS. 
Expansion Bolt Shields...... «2+ 60% 
SHOES. 
COMM 65s od iesonereeren 60&10% 


SHOT—See Ammunition. 
SHOVELS AND SPADES. 


oal. 
No. 2,  seaaaniagla per, doz. $5 = 
No. 182.. pee 

er doz. 
Neverbreak, hollow bek, blk. be 75 
National. . -3 bane 
Buckeye. . . 10 00 


oe “ “ 


Mohawk... “ my ee 
“oo Past 
‘ Iwan’s Perfection............. 50 
Railroad, etc. * 
Black Diamond...... per doz.$12 00 
Oi en ee sive 
i ee sf 8 75 
RE err ssa ee anos fy =< 5 40 
i ene e : 7 
Hollow Back........ Be 
Ames’, new list. .... Discount, 124% 
~~. 4 
2, RSC eee 1 65@$9 
Alaska Steel . agli 
BPR 6 bo Ono: per doz. $3 50 
Long Handle.,...... se 3 00 
SIN 
Cast Iron. — 
NS ere 50&10% 
Enameled, White.......... 50&10% 
Wrought Steel. 

Painted, new list........ 40&10&5% 
SLEDGES—See Hammers. 
SNAPS, HARNESS. 
aoe 4% 
German Pattern..............30&5% 
suGis Pattern...........020555: 60% 


SNATHS. 


Double Ring, Bush... 5 
Patent Loop, Bush Paki ie 7 50 


Patent Loop, Grass... si é 75 
SNIPS, TINNERS'’. 

| ae 40&10% 

ae ae ea peaeate? 40& 10% 

De vinerehres aie gn Leen % 


SOLDER—See Metals. 
SPRINGS, DOOR. 


Sa 1 2 3 4 
Per doz... _. 30c 8=635c )0— «400e—Ss« 54 


Reliance. 
pd doz... light, $1 15; heavy, $2 50 
_ * oes. Jight, 90c; heavy, 1 35 
ony s ae eee per doz. 1 20 
arner’'s Yo. ....... 11 13 
MON asic w sng ok ox $0 75 1 35 




















SQUARES. TAPES, MEASURING. WARE, 
Steel and cron.........+ 40% new list * OL: 
(Add, for bluing, $2.50 per , Soma aad oC) See 30, 10& 40% | Stove Hollow Ware. 
Mitre Patent Bend Leather......... 25 &5% Plain or Unground. 50% 
Rashes SV ARPES 8 PS AOYAMA TS Lufkin’s Steel..............334@35% Ground Ware.................45 
ee eas te le Pans teeta... 30, 30&5%| Enameled Ware... 12121111 1331% 
Try and Miter... 2.0... esis j ufkin’s Pocket......... -40,40&5%} Scotch Bowls.,............. 60&5% 
on is bars se per doz. $6 sou, TEE BEVELS—See Bevels. Country Hollow Ware, per 100 tbs. $3 00 
inter NB enG iene o eases 0 
White Enameled Ware. 
THERMOMETERS. Maslin Kettles............ 60&10% 
SQUEEZERS, LEMON. “ Neverbreak Flat and Round e 
nae ne iess* -per doz. 60 = a: seeee ae St, ae = Bottom Kettles........... 60&5% 
orcelain Lined, Woo : h 
. malleable iron. . " f 20 PIRES 6.555 00:0 0:0: = 12 00| Covered Ware. 
— "mech aie “ 1 90 Tin’d and Turn’d......... -35&10% 
Iron Frame, glass bowl.. we 2 35 TIES. Ur: Se 45&10% 
Little Giant, tin’d iron. aa 4 00 | Bale. Glue Pots 
Drum, japanned....... - 3 60 po yee ture e ee eeeeeeees rn (ee 25% 
Drum, nickel plated. . 4 50 Pca ag wom ieee Sibiend aS 707% | Enameled.........22 22222227! 30% 
Enameled. 
Blind. siieaiouaa TOOLS, SAW. Cherry Blossom and Chrysolite.50% 
Barbed............. per th. 98@98¢ | isston’s Universal..........060- 40%| WASH BOARDS—See Boards. 
Joe oo 8 @8ic 
——_ than carload. a TRAPS WASHERS. 
OUSHERs «056 per | s. Standard O. G. cast iron. er tb. 2c 
Galvanized....... 319 Wrought iron in bulk, per 3 . 
3 Mol p 
Nettine. | ae In. } i 
Galvanized....... per 100 tbs. 4 00 Regmiek’ 6... cic cvse per doz. $6 00 w = ee Sc Se 44ce 44c she 
Wrought. iamend ee El t steel in 5- Ib. boxes, per fb.: 
Wrought Staples, Hasps and e a i 
Staples, Hasps, Hooks and Holdem Mouse............. $2 25 10c 7c Ge sie Se Sec ste 
Staples, and Hooks and jC). A 4 00 
EE ere: 80&10&10% Rien Cott Mie... .... 15 WEDGES. 
Pietra REACT. css decee 75&10% Sure Catch Rat 60 ae. Ba ec aua acheace ite dias dug per on $0 30 
Been ens POG B SG. a:60:0 c's BA a 05K 6 er Tb. 10 
STEELYARD. Delusion Mouse............. 1 00] Saw. . oiler taeca areola pene a 
wncicnlbend ses TROWELS. i” WEANERS. 
STONES. rich. oe ter’ 
Axe. oy a a 30% hes pach 8a yom dns $2 po bo #2 = 
ee er tb.53@7 c] Brade’ & eigen : ( 
nm rs per I H FOR eisreo aww aa eat ae Das 15&5%| Carroll's, per doz..... 3 00 to 3 75 
a eee Ca “ 38 ic PSOE Bo oikios's cis iccimawosor 30% | Hoosier, per doz..... 3 50 to 4 60 
Maes cc xa 60% @60&5% | Rose’s.......cceccececeeeeees 645 Sr Pee... lariat di 
gy FF nemreny = " F $ Plasters’. WEIGHTS. 
rkansas far -per doz. re 00] Clover Leaf 40% | Hitching er th 24 
Astiageas Sr | ; 5 50 : Z = lla a ae (7) d sky! Re pt eeeeee p e c 
Hindostan.......... ‘per tb. 61@et Disston's Peat patanammiennewnwe & 25% Sash ge ARROWS.” 23 00 
Oil—Unmounted. W. & MeP............0.00 eee 25% | Common Railroad...... per doz. 17 00 
Arkansas Hard......pertb. $2 40 Heavy Railroad........ = 24 00 
Arkansas Soft....... 1 20 TRUCKS Panama Steel Tray..... “ 39 00 
Lily White... ...... o 40 Klondike Steel Tray.... “ 28 00 
meer Creek........ “ WY EME 9.6.0 o's: o:'b Sila vioeia, eas each. $2 75 
ses i te ye “ 38 one BERN RaSes keleek exes 50& 10% C 4 WHEELS. ian 
Ta iicanvces ee 2 DR > —+<:- gga taaeed 
Scythe. see Ironed. es 00 385 550 9 a Pe ee ee ee ee er Tae 0 
Black Diamond........ per gro. $8 00 8 00 Full Ironed...... 345 450 6 45 pyr wo $3 = 4 . 5 se 15 00 
eee 
Gem Corundum...... a 7 50 TUBS. WASH WIRE. 
Green Mountain..... os 4 50 |Standard, hen Ex. | Barbed. Painted. Galv’d 
——_........... 5 7'001 Nos:...... 2 1 large| Carloads, per 100 ths. “ 59 $3 29 
g' 
Quinnebog “ 6 00 Per dos... ‘$5° 00 600 700 9 50| Less than car 274 344 
Red End..... _ ke 
eee eee Dowell. Bra SS. 
¥ J Per doz... 5 35 635 700 9 50 Ly) Re ee eicderejaeaee 
STOPS, BENCH. sites In 1-Ib. spools, new <  eRe 50% 
PIGEHIIOS 6 coos ccc cans per doz. $3 50} ©¢@ar. i Broom—Tinned. . .60& 108&10& 10% 
OE ee ean as 4 00 Per doz... 6 10 7 10 7 90 10 80 Cable—Same price as ‘Barbed Wire. 
STOPPERS, FLUE. Indurated. Copper. 
EGUMONS a6 Spie- 6.6050 <0 09,008 per doz. $0 40 Per doz... 855 9 45 10 80 13 50 5 pe cc ccccces ee = 
—— YET eae 3 Galvanized. 1-Ib. spools, new list........ 50&10% 
em, flat, painted...... rt RRS cie-cin moose wes 1 2 3 Fence—Smooth. 
Gem, cor'd, decorated. S $ON POP EOS. ois ccces 470 550 625 “Nos. 6 to 9, An’ eal’d pr 100 tbs. #2 29 
Kirch’s. . eT Te Ce eT 70@85 Nos. 6 to 9, Galv 'd, 2 99 
ee 
Skinner’sCommonSense “ 80 TWINE. — Hatr—New List........0csee00- 60% 
er 
3 a ; 3-ply Cotton Wrapping........... 28c | Market 
STOVE FiPs— tee pipe las sel tala euake i ards ag ag 75850 
STOVE BOARDS—See Boards. 4,, “* Extra Wrapping....... 27c <— yer Rec nesaaacners = e 
. “a ey é x, .25 oppered, fu ere 
STOVE POLISH—See Polish. i- 3 Wisiglor ants apping.. 25¢] Coppered. teen pdlea.... 6581 0% 
C Be = = cones be 25¢ Tinned, full D@IE#... .......020:0: 75&5 
STRAPS. 4° “ ‘e Tinned, broken bdles....... 65&10% 
re 
Scoop...... -per doz. prs. . $1 s0| India Hemp. j Picture—In coils....... 80% @80810% 
Skate See ae ee 60@70 : , “ i In 5-Ib. spools ee per lb aaa 
2-ply Jute, 7 
— STRETCHERS. S-ply Jute, j b m _ 15 WRENCHES. 
4 ute Wrapping, 4-ID. balis......... c 
Balard’s...2 60500008 per doz. $3 90 ee haba igi i halle............. 94c Acme Standard..........+++- 50&10% 
ee Alligator No. 1......cccccesees 90c net 
WROD 6.056.655 eee 5°25 8 50% 
Malleable Iron....... “ 70 | Seins. Always Ready..........++++++- ; 
Perfection........... = 6 30 a. cesses aks Bilis Adjustable. Binisie via site a oes 75 ae 
J rrr re ” 4 50 SOEs cies per is Adjustable........+.++-+- 4. lo 
M ~" cle oe DIAUNCODNG SS ccc wccecseens per Ib. O08c 
Wire. Har ~ ae - Malleable..........+-+++++ 08c 
N. S. Elwood’s...... -per doz. $6 00 Seagiass }- -Ib. ball, size 7 Stillson Pipe.........scesees 75&10% 
O. S. Elwood Wie eeee ss 6 00 ~ Pe ae Bemis & Call’s: 
— IME cna wares re 5-75 Baggi = Adj ustable S, 40&5% ; Adjustable 8 
a ee ree Fe 10 00 | SO ipe, 40&5%; Bri gs — 
Star Lever.......... 6 25 3-nly.. "Br in hanks 9 mbination Bright. . 
A “ 40%; to g 34 
— Block. a 2 . a “ 6 a: Steel landle Nut.,........- "$08 
goisccin 3. “Siver Finh, ia ans.’ 37e] | Gombiganon Blacks... -- $379 
SWIVELS. Fodder or Lath. Double End Adj. S......-.-- 40&5% 
Malleable Iron......... er tb. 10 DS. a oa a wn dean Raed a 6ic 
Wrought Steel ere on gro. " 50] 200 strand..............--.++5. —e WRINGERS. 
No. 500, Royal........ per doz. 34 00 
TACKS VISES ~ = —— ae = po 
P 10. , Novelty ...... 
American Cut............... 40&10% | Phoenix................0++-+++-30% | No. 310, Keystone..... “ 39 00 
ag eared ah ere tk ieee sono Pheenix, Oval Slide, No. 100, Rival ceeenece _ - = 
sters Cut............. o r 3 3} 44 No. 380E, Universal....  { : 
Pie COI DEt eco oieccaseuees 40&10% a a3 Ps “sin sh No. 790, Guarantee .... “* 39 00 
TiGNEO GOEDEL. 6. os cae hea 40&10% ae $1 2:! : 51 No. 770, Bicy-I2....... 45-0 
Gimp........---seeeeeeeeeee sono Parker's Parallel...............- 20% { No. 110, Guarantee....  * 34 00 
Upholsters’ ° Renae: 108108 MELEE VICKOE ©. 5 6 asa, 05d a.ee-s were 20% | No. 110, D m stic..... pa 30 00 
Upholsters’ Wire............. one Parker’s Swivel Base............ 20% | No. 110, Brighton. = 26 00 
— O°, ae ieee 0% | Parker's paneer Ne ea cua anarawian'a bot a 740, ner Bold «cis er = = 
OPPET. «seer reece vene Parker’s RN ch aoe ein aare ao I% o. 22, Guarantee.... 
Canvas Nail | Parker’s Combination............ 20% No. 22, Domestic..... oe 30 00 
Clout Nails..........+..-+.- I ng cca 3 40&5% } No. 22, Pioneer....... ‘ 26 00 
Hungarian Nails. ......... 48 10% Williamson’s Universal........... 60% \No. 2,Superb....... = 23 5@ 
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ADVERTISERS’ INDEX 


ALPHABETICAL LIST 


American Sheet & Tin Plate Co...... 
American Steel & Wire Co......---- 
American Wringer Co 

Ashton Mfg. Co......----+-e+eeees 
Berger Bros. Co......---+++++ er 
Berger Mfg. Co......6-+--+-0005> 
Berne, Ott0......--2ee-ceerees 
Bertsch & Co.. 
Birkenstein & Sons, 8...... 
Boynton Furnace Co......++-++++-> 
Brauer Supply Co. A.G.....--- 
Bullard & Gormley Co.......---++- 
Burgess Soldering Furnace Co.... 
Burton Co., W.J5....--- eee eeeeeees 
Champion Stove Co.......----+-+-+> 
Clark-Smith Hdw. Co..... eee 
Clark & Co.,G.M 

Clayton & Lambert Mfg. Co........ 
Cleveland Castings Pattern Co...... 
Cooper Oven Thermometer Co. . 
Cope Stove Pattern Wks., Go. W.. 
Corbin Screw Corporation.... 
Culter & Proctor Stove Co.. 


Dangler Stove Co 
Danville Stove & Mfg. Co......---- 
DeKalb Wagon Co........-+--++- 
Delta FileWks.......- pe 
Detroit Vapor Stove Co 

Dieckmann Co., F 

Dixon Curcible Co., J.......----+++ 
Double Blast Mfg. Co.....--- - 
Dreis & Krump Mfg. Co........---- 
Enterprise Mfg. Co. of Pa 

Forest City Fdy. & Mfg. Co......-. 
Foster Stove Co.........---- a 
Friedley-Voshardt Co..........---- 
Globe Stove & Range Co.... ‘ 
Globe Ventilator Co...........-+-> 
Harrington & King Perforating Co... 
Haynes-Langenberg Mfg.Co......-.- 
Beller Bros. Co.......--ccccccccees 
ED OI, «v5 wo 00000192 0 0 v0 os 000 
Henry Furnace Co., T. E.....-..--- 
Highton & Sons Co., W.........-+-- 
Pe eee ret 
Imperial Furnace Co. ..............- 
oo Le Sree ee rere 
In-Vu Mfg. Co.. ; Piers 
ES CN GIR cer ccvccccscsess 
Lalance & Grosjean Mfg. Co........ 
SE PE GDh so eisied wenn soeeces 
Lyon, Conklin & Co., Inc........... 
Malleable Iron Range Co........... 
Meyer Furnace Co...........+..... 
Michigan Safety Furnace Pipe Co... . 
Milwaukee Artistic Metal Ceiling Co. 
Monroe Fdy. & Furnace Co......... 
Bis ovo vee eencceussee 
National School of Pattern Drafting. . 
Niagara Machine & Tool Wks....... 
Nickel Plate Stove Polish Wks....... 


Quality Stove & Range Co.......... 
CUMS PAM CO... 0 os cccccccccess 
Richards-Wilcox Mfg. Co. me 
he ee eee 
ORRIN TO, BE. Ws 2c cccccccesens 
Robinson Furnace Co............... 
Rock Island Mfg. Co............... 
Rock Island Register Co............ 
Scheible-Moncrief Heater Co........ 
Le Pe eee 
Schwab & Sons Co., R. J...........- 
Sprague Fdy. & Mfg.Co........... 
Standard Furnace & Supply Co...... 
Standard School Heater Co.......... 
Standard Ventilator Co............. 
Stanley Rule & Level Co............ 
Stark Rolling Mill Co.............. 
BASE DERE. OO. 00s cc cvectscccscces 
Sullivan-Geiger Co................- 
Symonds Register CoO.............. 
TIE Is oo vec eccncccseneneeccs 
Taylor & Boggis Fdy. Co........... 
Tuttle & Bailey Mfg. Co............ 
Vaughan & Bushnell Mfg.Co........ 
Vedder Pattern Wks............--- 


Wheeling Corrugating Co.......... ° 
Pr PI OI. oc cs wessccncces 
Wrought Iron Range Co............ 
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CLASSIFIED INDEX 


Boilers—Steam. 


Boynton Furnace Co., Chicago, Ill. 


Schwa» & Sons Co., R. J., 
Milwaukee, Wis. 


Bolts and Nuts. 


Corbin Serew Corporation, 
New Britain, Conn, 


Boxes—Mail, 


In-Vu Mfg. Co., Rochester, N. Y. 


Braces—Ratchet, 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Brakes—Cornice. 
Bertsch & Co., Cambridge City, Ind. 


Dreis & Krump Mfg. Co., 
Chicago, Ill. 


Niagara Machine & ool Works, 
Buffalo, N. Y. 


Brass and Copper. 
Hussey & Co., C. G., Pittsburgh, Pa. 


Caps—Chimney. 
Globe Veutilator Co., ivoy, N. ¥. 


Standard Ventilator Co., 


Lewisburg, Pa. 


Ceiling—Metal. 
Berger Mfg. Co., 
Burton Co., W. J., Detroit, Mich. 
Friedley-Voshardt Co., Chicago, Ill. 
Milwaukee Artistic Metal Ceiling Co., 
Milwaukee, Wis. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Canton, O. 


Chain, 


Corbin Screw Corporation, 
New Britain, Conn. 


Chisels, 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 

Choppers—Meat and Food. 

Enterprise Mfg. Co. of Pa., 
Philadelphia. Da. 
Chutes—Coal. 

}; Standard Furnace & Supply Co., 

Omaha, Neb. 


Clips—Damper. 
Stover Mfg. Co., Freeport, Ill. 


Cookers—Steam. 


Peerless Cooker Co., Buffalo, N. Y. 


Cornices. 
Berger Mfg. Co., 
Burton Co., W. J., 
Friedley-Voshardt Co., 


Canton, O. 
Detroit, Mich. 
Chicago, Ill. 


Cut-Ufts—Rain Water. 
Sullivan-Geiger Co., Indianapolis, Ind. 


Dampers. 
Stover Mfg. Co., Freeport, Ill. 


Taylor & Boggis Fdy. Co., 
Cleveland, 0. 





Doors—Garage. 


Co., 


Richards-Wileox Mfg. 
Aurora, Ill. 


Drivers—Screw. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Elbows and Shoes—Conductor Pipe. 


Dieckmann Co., F., Cincinnati, O. 


Elevators. 
Kimball Bros. Co., Council Bluffs, Ia. 


Enamel—Iron, 


Nickel Plate Stove Polish Works, 
: Chicago, 


_ 


ll. 


Enamel Ware. 


Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 


Faces—Ventilating, 


Highton & Sons Co., W., 
Nashua, N. H. 


Facings. 


Dixon Crucible Co., J., 
Jersey City, N. J. 


Fencing—Wire. 


American Steel & Wire Co., 
Chicago, Ill. 


Files. 


Delta File Wks., Philadelphia, Pa. 
Heller Bros. Co., Newark, N. J. 


Freezers—Ice Cream. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Furnaces—Soldering. 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, O. 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Double Blast Mfg. Co., 
North Chicago, Ill. 


Conklin & Co., Ine., 


Lyon, 
Baltimore, 


Md. 


Gearing—Skylight. 
Weiss & Co., H., New York, N. Y. 


Grease—Graphite. 


Dixon Crucible Co., J.. 
Jersey City, N. J. 


Grilles, 


Highton & Sons Co., W.., 
Nashua, N. H. 


Grinders—Coffee, 


of Pa., 
Philadelphia, Pa. 


Enterprise Mfg. Co. 


Hammers. 
Stanley Rule & Level Co., 
New Britain, Conn. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Il. 





Handles—Boiler. 
Berger Bros. Co., Philadelphia, Pa 
Hangers—Door. 
Richards-Wilcox Mfg. Co., 
Aurora, J] 


Wagner Mfg. Co., Cedar Falls, Ia. 


Heaters—Warm Air. 


Boyuton Furnace Co., Chicago, I) 
Culter & Proctor Stove Co., 
Peoria, 11) 
Danville Stove & Mfg. Co., 
Danville, Pa. 
Forest City Fdy. & Mfg. Co., 
Cleveland, 0 
Globe Stove & Range Co., 
Kokomo, 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 
Henry Furnace Co., T. E., 
Cleveland, 0 


Ind. 


Imperial Furnace Co., 
Marshalltown, Ia. 


Meyer Furnace Co., Peoria, 11] 
Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Robinson Furnace Co., 
Scheible-Moncrief Heater Co., 


Cleveland, 0. 


Schill Bros. Co., Crestline, 0. 


Schwab & Sons Co., R. J. 
Milwaukee, Wis 


Sprague Fdy. & Mfg. Co., 
Council Bluffs, Ia 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Standard School Heater Co., 
Chicago, Ill. 
Wise Furnace Co., Akron, 0. 
Wrought Iron Range Co., 
St. Louis, Mo 


Iron—Soldering, Self Heating. 


Lyon, Conklin & Co., Inc., 
Zaltimore, Md 


Jobbers—Hardware. 


Bullard & Gormley Co., Chicago, I). 
Clark-Smith Hdw. Co., Peoria, Ill. 


Knobs—Door, 


Taylor & Boggis Fdy. Co., 
Cleveland, O. 


Liquid—Soldering. 
Allen Co., L. B., Chicago, Ill. 


Machinery—Culvert. 
Bertsch & Co., Cambridge City, Ind. 


Machines—Crimping. 
Bertsch & Co., Cambridge City, Ind. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Metals—Old and New. 
Birkenstein & Sons, S., Chicago, Ill. 


Metals—Perforated. 


Harrington & King Perforating Co., 
Chicago, Ill. 


Mica. 
Brauer Supply Co., A. G., 
St. Louis, Mo 


Munsell Co., E., Chicago, Il. 


Miters. 


Friedley-Voshardt Co., Chicago, Ill. 


Chicago, I). 
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